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... those skilled creators of fine fashion shoes... select Tandrite 













as the one calfskin worthy of their artistry and crafts- 






manship. In Tandrite alone they find that superb texture. 





precision of color and perfect adaptability which assure 














is designed with 
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MAUREEN 


BENSON 





the line where quality 
and volume meet 


Style with fine understanding of today’s woman's needs 
. . . fit that’s perfection itself . . . executed in luxurious, 
quality materials... priced with reason to reach all 





women in all income groups. Such a combination means 
profitable, volume business to America’s alert retailers. 


—— 


Vitality Open Road Shoes for Outdoor and Campus Wear 


Made ty kmerica’s Largest Shoemakers 


VITALITY SHOE COMPANY, DIVISION OF INTERNATIONAL SHOE COMPANY, ST. LOUIS 3, MO. 
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Independent HOLLAND-RACINE Dealers 


Hail New Ad Campaign 
featuring the Better Service which You Offer 


Right now, millions of men are reading the opening ads in the 
strong 1947 Holland-Racine national advertising program. These 
readers of the Post, Colliers, Liberty and Esquire are not only 
getting a sales stimulus on H-R shoes, but are being educated in 
the better services which the Independent Shoe merchant 
provides. 


Each of the H-R national ads carries a special “ad" for the 
Independent H-R dealer. Get the full details of this campaign, 
and tie-in material that will strengthen your prestige and boost 
your sales. Write today! 


HOLLAND-RACINE SHOES, Inc. 


HOLLAND, MICHIGAN 


Write for 


FREE TIE-IN 
NEWSPAPER ADS 


* 


“INDEPENDENCE” 
Window and Counter 


CARDS 


pee aod BROCHURE GIVING 
COMPLETE STORY 


of Your Campaign 
* 


WRITE TODAY 
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ancient Egypt, several 
thousand years ago, sandals 
were practically ‘“‘worth 
their weight in gold’’. In 


f yy wR 
| \ 
~ Da 
fact, the nobility—the only 
Egyptians who could afford 


shoes—used to walk barefoot, followed by slaves who 
carried the precious footwear. And only when the path 
got rocky, or the nobleman met someone he wished to 
impress with his rank and wealth, did the sandals touch the ground. Certainly, no shoe- 
maker could afford to wear his own product! 


Shoes have long since ceased to be a luxury, available only to the very rich. Today shoes are 
taken for granted as a necessity for foot-protection. Fortunately modern inventions, 
innovations and production methods have not only meant vastly better footwear but have 
also brought prices within reach of all of us, including ‘‘the shoemaker.”’ 

But, in spite of all the changes that have taken place since those days in ancient Egypt, 
today—as then—there is no satisfactory substitute for genuine, breathe-able sole leather 
for all around foot protection combined with foot comfort. 

And—the better the tannage the more this holds good. That’s why a Rock Oak Sole makes 
any shoe a better shoe. 







THE AMERICAN OAK LEATHER COMPANY 


CINCINNATI CHICAGO ST. LOUIS BOSTON 


a > 
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HAND-FASHIONED QUALITY 


SEIT ee te OO Bee 











A~ illustrated . $12.50 


AN authentic Moccasin interpreted in the Taylor Tradition ... smartly 
informal footwear hand-fashioned in soft, resilient Golden Chestnut . . . 
lannage without peer. Distinctive Taylor craftsmanship brings to this 
illustrious Moccasin a sound, double-soled construction, adding subtle 


strength for rugged wear. For those justifiably proud of their footwear. 





E. £E. TAYLOR CORP. MANUFACTURERS BOSTON, MASS. 


Morch !. 1947 5 











In shoes—as in shanks—fit is foremost. 
When you buy United Shanks, you can 
select the type that correctly fits the shoe bot- 
tom. You can be sure of shanks that are 
precision fitted to your run of lasts... and 


always uniform in bend and temper. 











VITA-TEMPERED 
STEEL SHANKS 





@ Are tough, hard, uniform 
@ fit like master models 
@ ciean, ready to use 


@ provide even balanced tread 








UNITED SHOE MACHINERY CORPORATION 


140 FEDERAL STREET, BOSTON, MASS. 
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fran Case le filas lics have mes handing fie vsenally! 


Sure, your customers like the “look” and ‘feel’ of fine Pantasote Plastics. In gorgeous grains, beautiful 
new colors, Pantasote adds the eye-appeal that means buy-appeal for your shoes. And your customers also 
appreciate Pantasote’s high resistance to fire and cigarette burn, alcohol and acids. No matter how dirty 
they get, a damp cloth whisks them clean, bright, and new! Equally important, you manufacture faster and 
more efficiently with Pantasote! For Pantasote’s Plastics are economical in cutting and easy to handle — 
exceptionally flexible, they work and tailor easily. 

PANTASOTE’S PANTEX: Unsupported plastic film. Soft and flexible — Minimizes tailor- 

ing problems. 


PANTASOTE’S. WYNSOTE: Plastic coated fabric. In beautiful grains and smart new colors. 


PANTASOTE PLASTICS ARE NOW AVAILABLE — orders filled as received. Write for 
complete information today. 


} ” ese 
Wf brian listl? Ot fr. 6 Mf. 
444 MADISON AVENUE «© NEW YORK 22, NEW yoen 


March |, 1947 ? 





Cectan CAG 


is the leather that sells your shoes 


now that the 
customer is in the driver's seat 


Shoe retailers are finding their customers more 
discriminating, more demanding in their search for 
value. Farsighted shoe merchants, conscious of 
this change in buying habits, are making use of 
the superior talking points of Gallun leathers. 
Cretan calf, one of the famous Gallun vegetable 
tannages, is a great favorite. The gleaming, 
luxurious look of its unglazed finish suggests “top 
quality” even to the most particular. The 
soft feel of this aristocratic-looking leather is 
a promise of unusual comfort, that is fulfilled 
throughout the life of the shoe. 


Now is the time to establish a reputation 
for handling shoes of distinction, by featuring 
Gallun leathers. Check the Gallun numbers 
in your orders to leading manufacturers. 
A. F. Gallun & Sons Corporation, Tanners, 


Milwaukee, Wisconsin 
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GENUINE 


PINE TREE 
Yor As. 


IN-STOCK 


Ia every store where Pine Tree 
Moccasins are sold, you will find record- 


WANo Leaf ox wammono 


HAMMOND MOCCASINS, we. 
BANGOR, MAINE 
Established 1928 











Chairman Brogi is right! Our company 
holds its position in the shoe and leather 
industries because, even in the difficult 
times through which we have just pass- 
ed, quality standards were maintained. 


















“We have always stressed guality, Gentlemen!” 


Whether it’s Ruby ( Black) Kid, Peerless 
White or colored kid, lining stock or 
grain leather, an Evans Leather is the 
best of its kind. 


Cuisines 


JOHN R. EVANS & COMPANY * CAMDEN: NEW JERSEY 
1857 


Est. 




















Compare 4 Hound's 
Val-Cork Sole . . . 


Paw with 
note sdentical 





suction cup principle. 
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Says Filling Station Attendant + 
“The Vul-Cork Sole does not soak up oil as 
other soles do, and wear and stand up better 
than any sole I’ve ever used. They keep their 
shape well too — don't bulge or get ragged.” 


Says a Large Express Company + 
“The employees using Vul-Cork Soles report that 
they have proven valuable as a protection 
against sliding and slipping on car doorsills, wet 
cement, modern platforms and car floors.” 


An Electrical Manufacturer Doesn't 
Pull His Punches in Speaking + 
“They are the best non-skid soles we ever had.” 


About Wearing Qualities a Rail- 
road Company says * “These soles are 
very good, lasting three times longer than ordi- 
nary soles under the same working conditions.” 


From a Prominent Steel Manu- 


& facturer ¢ “We tested Vul-Cork Soles in the 


open hearth department where practically all 
conditions such as heat, weather, rough service 
and other factors are found. Our men state Vul- 
Cork soles have stood up much better than other 
soles. We recommend them to anybody that de- 
mands a sole that would stand up under very 
severe conditions.” 


VUL-CORK SOLE DIVISION Cam 


Bi 


. 


iF 
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CAMBRIDGE RUBBER COMPANY - . 


Farmer calls Vul-Cork “‘A Farm 
Sole © “Those Vul-Cork Soles are really a farm 
sole, they wear farther than any sole I've ever 
worn, they grip on roofs and climbing so you 
don't slip, they're really water-proof, and the 
farm acids that ruin other soles don't seem to 
affect Vul-Corks the slightest, and I never had 
anything on my feet so good to keep out cold 
and heat.” 


. 4 Milkman Praises Vul-Cork Insul- 
ation ¢ “I deliver milk for the Milk 
Co., and I was out in all kinds of weather. They 
are the best soles I ever wore for comfort in 
winter and for being cool in summer.” 


About Comfort an Airline Company 
says * “ 
they are not soft and springy as crepe, and yet 


chief praise for the soles is that 


they are easier on the feet.” 


A Coke Manufacturing Firm Adds 
“Flexible Excellent, easy on our feet and 
shock absorbing.” 


And these Three Quotes from Re- 
tailers * “We have noted a very marked 
growth in appeal and popularity pepping up our 
sales as no other single feature has done lately.” 

“We think they are the best soles ever put on 
a shoe!” “Results have been most gratifying; 
our service shoe sales have greatly increased.” 


THERE ISN’°T MUCH LEFT FOR US TO SAY BUT THIS: — 
VUL-CORK SOLES by CAMBRIDGE are outstandingly surefooted 
and long-wearing because of their unique Air-Cell construction. 
Sole after sole has copied Vul-Cork’s appearance, but none has 
matched its 10 years of proven performance. Always look for the 
Original Vul-Cork Seal which we are proud to display on the shank 
of every Vul-Cork Sole. 

















Four RIGHT ANGLES form a square ONLY when they’re 
lined up in proper relation to each other. 

Lining up the essential elements of VINYLITE Brand 
Plastics for specific uses is the constant responsibility of 
Bakelite Corporation. How well this standard has been 
maintained is proved by the on-the-square performance of 
these remarkable materials—and the ever-increasing demand 
for merchandise labeled “made of VINYLITE Brand Plastics.” 

The growing use of plastics would be a happy situation 
indeed were it not for the appearance in fashion and home 
accessories of many plastic films and sheetings of dubious 
quality. Some of these anonymous materials have been pro- 
duced from scrap. Others have been improperly compounded 
and fabricated. Still others are being put to end uses for 
which they were not intended. 

Whatever the cause, the resulting inferior performance 
of these nameless plastics has created dissatisfaction among 
their buyers, sellers and users ... has cast a shadow on the 
integrity of tested, reliable brands. 

Only plastics that have been chemically balanced for a 
specific end use—only plastics whose worth bas been meas- 
ured by millions of stringent wear tests—only plastics whose 


The Right Angle 
on Plastics 





quality is periodically checked—can be counted on to render 
superior service. 

VINYLITE Brand Plastics, as formulated for your use by 
Bakelite Corporation, are just such square-shooting mate- 
rials. Each of the types of VINYLITE Plastics is designed for 
a specific career—in shoes, raincoats, handbags, etc.—each is 
kept up to the mark through continuing research, and 
through regular inspection by Better Fabrics Testing Bureau. 

For your own and your customers’ protection, get the 
right angle on plastics. Choose materials that are clearly 
trade-marked VINYLITE Brand Plastics! 


Vinayrite 
PLASTICS 


You know it’s right 
if it’s... 





BAKELITE CORPORATION, Unit of Union Carbide and Carbon Corporation (43 30 East 42nd Street, New York 17, N.Y. . 
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ANDS 
PPOR 
“7 CRAFTSMANSHIP 
~ IN 
RUBBER 
FOOTWEAR 


... Workmanship second to none, 
by craftsmen who have spent a 
lifetime in the rubber footwear 
business. Another reason why 
quality-conscious consumers and 
retailers look to the Red Ball 
Trade Mark for the best in Rub- 
ber, Fabric and Woolen Footwear. 
Mishawaka Rubber & Woolen Mfg. 
Co., Mishawaka, Indiana. 


















BALL-BAND Salesmen are now 
showing the 1947 Line of Water- 
proof and Woolen Footwear. 
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we know the retailer is... and the consumer is 


... but are YOU ready for CLOSED TOES! 
ee Cg 














A 


AMERICAN PRODUCTION OF 





by you we mean those shoemakers who have 
been wholly or largely making open toe 
shoes for several seasons. 





Perhaps you’re one of the many who fore- 
saw the current demand for closed toes and 
you're ready for action with bins full of 
smart closed toe lasts. Perhaps even now 
you re cutting closed toe uppers. Don’t wait 
until you’re ready to last shoes before 
learning all you'll need to know about box 
rN) — toes — not only the types required and how 


£ Tae 
] daring NS 
\ oO best to use them — but when you can be 
Fe DOR SAY ad SLING supplied. Not all box toes are readily avail- 
a a S/7~ able. Neither are all types of equipment. 


X Get your Beckwith agent’s recommendations 


EB i G H T H \Y EB AR as far as possible in advance of production. 








qc 
\ 

















BOX TOES 


BECKWITH MANUFACTURING COMPANY 
Dover, New Hampshire 


Subsidiaries Agents 
Azpen-Rarsurve Company Warcet-Guawas Compant 
Watertown, Massachusetts St. Louis, Missouri 


Becxwrre Mrc. Co., Lro. C. J. Soezs, Inconrosarss 
° . Canada Milwaukee, Wisconsin 





Becawrrs Mrc. Co. or Wisconsin Tae Geo. A. Sramvcueme Co, 
wee. . * Wi 2 Cimcinnati Ohio 
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They're the gay young footnotes to fashion that are going places. 
They're in step with high school, college and career girls 


who like their footwork carefree . . . but smooth. 


They're the shoes with a future... 


made to sell at the penny-wise prices fashion-wise juniors love to pay! 





A few franchises are still available. Your phone or wire will bring you o representative from . Joy Shoemcher 5, Dec . Stlouis,Me- 
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ANOTHER GOODYEAR HIT!... 






A big Hi with Goffers/ 


No wonder! LUG Soles on Golf Shoes 
grip the turf, yet can be worn right into 
the clubhouse! 


This Goodyear Heavy-Duty LUG Sole will 
add profits to your sports and general footwear lines! 


Now, Wingfoot LUG Soles, adapted from those 
worn by rugged U. S. Mountain Troops, are here 
for peacetime wear. 

For Golf... Hunting . . . Hiking . . . Everyday 
Me oui a 
footed protection and durability, these soles are 
perfect. With scientifically shaped cleats of tough- 
est Goodyear Wingfoot Rubber, LUG Soles grip— 


and hang on—in any ground! Yet LUG Soles may 


in fact, for everything requiring sure- 


be worn safely in any home, on any surface! 


16 


“=.= « 


LUG Soles are ideal for all-around wear by 
super-active youngsters or outdoor-loving men and 
women. In fact, it’s the tremendous utility value 
of this sole that creates a bigger demand for it 
every day! 

; : x* * * 

Be ready for that demand. Get your full share 
of volume from this new Goodyear profit source. 
Order Wingfoot LUG Soles for your men’s, women’s, 


boys’ and girls’ lines—today! 
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1A Profit-Maker for You! 


Suiper' mith een Agers/ ey 
Ss 
ey, 










The “teen-age crowd is “hep” to 
LUG Soles. LUG Soles are solid 
footwear. Everybody wants ‘em! \ bo 


52 
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Remember Be sure to specify which of 


the two available patterns or three colors you desire. 









LUG Soles come in 2 Patterns 


= a. ae 


die WINGFOOT 
wineroor—t. « an TRE & RUBEER COMPANY 


and 


“| LUG 
~ |SOLES 2 HEELS 
"” | made by GOODFYEAR 
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VADEMOISELLE =u 


tips the scales 


What's going to decide this 
young woman’s choice in boots, 
play shoes, day shoes, 

evening shoes? 
MADEMOISELLE tips the 
scales in your favor. 
MADEMOISELLE sells. Why? 
Because we concentrate 

on one group of readers 

and one only—smart young 
women aged 18 to 30— 

their interests, their 

fashions and theirs only. 

Our concentrated purpose 

is reflected in their 

undivided loyalty to the 
merchandise in our pages. 
Smart retailers know that 
every MADEMOISELLE customer 
brings others. They know 

that what she chooses, 


other women want. 


Sell the smart young women who bther wome ell the readers of 
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VERTISED IN LI] FE-MEN'’S WEAR- FOOTWEAR NEWS: CREATIVE FOOTWEAR: BOOT Fa) 5 (@) a 4a@@) 10) 24 


MAGNETIC 





<5 


aifracts 


SALES 





ESE LOWER PRICES keep our factory 
at Full Production f 
Burgundy Crushed Kid 3.00 
} Brown Crushed Kid 3.00 
+ Black Crushed Kid 3.00 
S Burgundy Smooth Kid 3.50 
1S Brown Smooth Kid 3.50 
1S Black Smooth Kid 3.50 m 





OVER 50 YEARS OF QUALITY 


JULIUS GOLDSTEIN & SONS COL, BOSTON IL, MASS. 














This advertisement in full color 


is appearing on the back cover of 
POLLY PIGTAILS Magazine. 
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eon 


AY 
\ 


> 








6 BS 4 


qe 


To be sure that the 
Sandler representative 
calls on you, write directly 
to our Boston office. 


A. SANDLER co., Essex at South St., Boston, Mass. 


> ; ‘ JUNIOR DIVISION 
I : ee oe ee ee eS ; 
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INDOORS...OUTDOORS 


All America Lives in ())2/\SAMIOD 





NATIONALLY 
WHOLESALE PRICE — ADVERTISED 


Style No. 312 less 2% 


10 days E.O.M. In- 
lo s 

dian colors: Desert 4 ounces per shoe 

@ these styles for deliv 

ery April ist. Sizes 4-9 


Gold, Adobe, Beige, 
Dove grey leather with 





Dove Grey, Red 
$983 
Sizes, 4 to 9... pr. 


Your shoe stock is NOT complete 


the tollowing contrast 
ing shades of 100 


without Play-Mox andy 
Fuchsia Turquoise 


Kelly Green 
WHOLESALE PRICES 
No 313 $344 nous 


No 314 $374 now 
less 2% 10 daoys EOM 


The All-American Soft Shoe 


All America lives in PLAY-MOX .. . the new type soft 
shoe with eye-appeal and buy-appeal! Inspired by 
ancient Indian arts, PLAY-MOX are the last word in 
indoor-outdoor foot comfort. Modernized with the color- 
ful CUSHIONED INNER PLATFORM, they’re worn 
everywhere . . . gardening, traveling, lounging, loafing, WRITE, WIRE, PHONE! 





playing . . . and they are ideal for streetwear. The Order your stock of PLAY-MOX today! 
chrome-split cowhide is soft and pliable, yet extremely Immediate Delivery of No. 312 
durable for outdoor wear. Consistent national adver- SAMPLES FURNISHED ON REQUEST 


tising keeps America asking for PLAY-MOX. Be sure 


you stock them! They sell . . . and re-sell! TRES HERMANOS 


Profitable territories open for sales representatives. ‘ALBUQUERQUE, NEW MEXICO 
WRITE, GIVING FULL PARTICULARS 
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* they will see Fortune’s seven 



























full page, full color ads in 


Collier’s and True this season 


e Yes, as each pair of Fortune ads appears in Collier's 
and True, 13,000,000 pairs of eyes will be 
"Fortun-ized’’ — exposed to the dazzling appeal 

of Fortunes's full page, full color layouts. And 

beauties they are, too. But there's more than beauty 

in this largest of Fortune campaigns. For with 

every ad there's a sales message to stimulate 
immediate desire . . . to produce instant action... 

to send eager prospects your way. And then it's 

your turn... your turn to expose these Fortune- 
seekers to Fortune's ‘l-want-that-pair”’ styling . . . styling 
that creates long time customers with snapshot speed. 
And when others complain of “sales resistance,” of 
“negative results,’’ this “double exposure”’ to the 
Fortune brand will still go on developing a steadily 
increasing volume for you, regardless of the competitive 


picture. So be positive—fix your future with Fortune. 
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SHOES FOR MEN 









RICHLAND-DAVIDSON SHOE CO + NASHVILLE + TENN - 


ha st A DIVISION OF GENERAL SHOE CORPORATION 





SUNDIAL ADVERTISING HAS... 
















on ' 
Sing a song of sixpence 
SUNDIALS are a “buy”! 
So because you've good sense 
You'll give them a try! 
ng 


SUNDIAL, MANCHESTER, N. H. 


Division of International Shoe Co. 










> Wundial’s newspaper advertising combines the powerful impact of large space 


A "em... every week frequency . . . and the retail selling effectiveness of your local 
i» 





ewspaper. Currently, 39 major newspapers reaching 7,500,000 circulation 
blanket the great Sundial market. 


SUNDIAL SHOE COMPANY, MANCHESTER, N. H. 
DIVISION OF INTERNATIONAL SHOE COMPANY 


NN > 
TION 
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TWO ZIPPERS 


that bear the 


OV MBOL 9 QUALITY 


For 35 years manufacturers in many fields have 
relied upon the famous Waldes ‘‘Kin-Girl’’ as a 
symbol of quality. The proud trademark of Waldes 
products, she has long been identified with unvary- 
ing excellence in manufacture. 

To shoe, boot and slipper manufacturers Waldes 
offers two zippers that bear this famous seal. One 
is Waldes Kover-Zip, the unique fabric-covered 
zipper that shows no metal teeth—the zipper that 
nation-wide surveys* prove is favored by your 
customers by almost 4 to 1! The second is the 
Waldes Slide Fastener, a sturdy, adaptable zipper 
that matches in quality and dependability any un- 
covered zipper made. 

Whichever you need—you'll find that a Waldes 
zipper provides an important sales plus for your 
product—for both are backed by the 35-year repu- 
tation of Waldes Kohinoor, Inc., the world's largest 
manufacturers of fastening devices. 
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*by Foct Finders, Inc 
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LONG ISLAND CITY 1, N. Y 





World's Largest Manufacturers of Fastening Devices 


} VISIT OUR BOOTH AT THE ALLIED SHOE PRODUCT AND STYLE EXHIBIT ROOM 641 
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S 8 -. » RED a * Again Oay gives you your runner-number 
a Renee of the season — see our NEWPORT. 


> ie Ot * Again a complete line with ALL GRAIN LEATHER 


















ERO innersoles and DOUBLE LEATHER outersoles. . 
* Every pair with right and ieft counters .. . 
steel shanks. 


oll ® STURDILINE value insures a@ bigger seasono! 
a volume PLUS repect-sale customers. 


THE NEWPORT 


wing-tip Sport Oxford of season. Caw Ze a i 
Made of selected White Buck and Nutty “2. Fa LEE 
[i Se 
ations ng on va uar- 
il 


Stock #410 
Leather Sole 
and 
Rubber Heel 


Stock #418 

As Above 

Straight Tip 
Bal 


<<<" 


“THE EXECUTIVE 


Custom-Type rugged Brogue, wing tip 
with heavy perforations that give a sturdy 
appearance. Smooth Brown Leather Upper 
made of top-grade, richly antiqued Kip. 

Steck #502 





Stock #504 As Above, 
Straight Tip Bal 











in Stock for IMMEDIATE DELIVERY THE NAVAJO 


We will fill in sizes. Sna Moc-S Shoe with a 
ppy Moc-Style Sport with easy 
going lines and built for Jala” stg wear. 


weeny ak a — 
0=; were, finish 
0:: coset Me r nr 
00 Sole cae’ 
a oe fh 


itt $550 vee 


All Prices Slightly. Higher Out of New Orieans 
Due te Additions! Freight Costs and Handling 


Write Your NEAREST DISTRIBUTOR 


CME SHOE COMPANY, 168 Lincoln Street, Boston 11, Ma: 


DUANE SHOE C0. 147 Duane Street New York City © ROYAL SADE CO. 522 twhervitie Street New Oricans. 
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One pair makes a repeater! 
ity lub 


DISTINCTIVE SHOES FOR MEN 






“ee. e* 
Peeeeset* 


Let a man experience City Club fit, comfort and 


Best Dressed Circle styling—and you’ve got a Nationally Advertised 
in 
ater! A custo sold abe store... 
pind ahi There cae rai scan ie UFE, LOGE, COLLIERS, ESQUIRE 
ss SATURDAY EVENING POST 


of the world’s best shoemaking experience 


behind these shoes. 


Pe os tal 


Also CLASTON SHOES at lower prices 


STYLED BY PETERS SHOE COMPANY, DIVISION OF INTERNATIONAL SHOE COMPANY, ST. LOUIS 3, MO 
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This is “Celebration Month” with us! Sorry we can't make it a “Sell-ebra- 
tion” affair, but conditions beyond our control and beyond the control of all 
manufacturers, render this impossible. 

Pending the arrival of a day when we can distribute our distinguished 
product to the hundreds of additional dealers and the thousands of ad- 
ditional women waiting for it, we are striving to make still better the shoes we 
are furnishing those merchants we must serve first: namely, those who were 
our customers before conditions became so serious. 


THE MILLER SHOE COMPANY Why not “register” so your name will be on our waiting 


list when Miller Orthopedic Shoes become more plentiful? 
4015 CHERRY STREET © CINCINNATI 23. OHIO 


NEW YORK OFFICE 
656 Marbridge Bldg. 


CHICAGO, ILLINOIS 
1208 Republic Building 


Also West Coast Rep. 





ORTHOPEDIC DIRECTION OF ALBERT E. KLINENICHT 
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NY dress... exquisite, expen- 
sive original or its mass-made 
copy...needs the smooth body 
lines provided by the underneath 
foundation to achieve the full merit 
of its designing. 


Comparable to the figure control of a foundation garment is the 
backing applied to a shoe upper. 
ACME BACKING controls the upper’s smoothness, insures easier 


and more comfortable fitting of the shoe, besides strengthening 


its service satisiaction. 


Ms Brooklyn 6, NY. | 


PACKING ty 


Meadow & Bogart 


ABC t 


Streets. St Louis 6 Mo 


2th & Wullanphy 
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5 000.000 readers 


eye> ot overt i 
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_where th 


focused. Strong, colorful national 
are 1c » « 


. advertising —with its appealing “Lovely 
4 Ankle” theme — j< 
‘\ &leater accey 


fr, 
X\ uly Clever), i 
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ne 
ened Shoes 


Zaining jing reasingly 





ti « . 
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To Retail at 
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Distant Points Slightly Higher 


MIRACLE-TREAD DIVISION 
Craddock-Terry Shoe Corp., tynchburg, Vo. 


March |, 1947 














La 1947 


66?.F°? HAS SALES APPEAL FOR ACTIVE PEOPLE 


sa 










STYLES FOR: 
ADULTS, BOYS AND GIRLS, 
GROWING CHILDREN 





"P-F’ Canvas Shoes made only by 
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® A LEADER for Canvas Shoe Business 
@ A Real SALES BUILDER 

@ A Desirable PROFIT MAKER 

@ An Early Season PROMOTIONAL ITEM 
@ Backed by Extensive NATIONAL ADVERTISING 
» 


Supported by Attention Getting POINT-OF-SALE DISPLAYS and 





PROMOTIONAL MATERIAL 
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B.E Goodrich and HOOD RUBBER Co. 


Morch |, 1947 3! 








Designed for gals who get around / 


... these pert casuals from ‘ 


Seas | 


Three of Pacific’s classic 








California casuals. No frills, 

just solid quality, from 

basic last to final finishing touch. Made only from 
selected kips and built to sell—fast! 

White elk leather throughout. 


Unlined. Three colors. 


To retail profitably 
at around 6.50 





IS PS aT) RD one y | 


fii N, Shoe Company 


451 Washington Street 
San Francisco « Calif. 


, 
a 


SALES REPRESENT. me SCHOENFELD: Marbridge Building- New York City « RUBE SEEL 
Sherlock Building - Portland: Oregon « H. S. VAN ORDEN - 25 South King Street - Honolulu - T. H. 
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THE NEW SAMPLE BOOK IS READY! 











A 

STEP 
AHEAD 
IN TUE | 
COMFORT 





It's like walking on clouds when toe linings are free from 
sag and wrinkle. That's Celastic’s contribution to foot comfort— 
for this box toe material joins lining and doubler into a three ply unit 


that endures heat, rain or wear. 





UNITED SHOE MACHINERY CORPORATION *« BOSTON, MASSACHUSETTS 
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BRITISH INDUSTRIES FAIR 


LONDON & BIRMINGHAM, MAY 5-16, 1947 


This is your first opportunity in seven years 
to see your old suppliers in Britain and to meet 
new ones. 

Overseas Buyers are invited to Britain for the 
1947 British Industries Fair. It will enable them 
to establish personal contact with the makers of 
the immense range of United Kingdom goods 
displayed in the London (Lighter Iniustries) and 
Birmingham (Hardware & Engineering) Sections 
of the Fair. The careful grouping of exhibits 
Will assist buyers to compare the products of 


BRITAIN PRODUCES THE GOODS 


competing firms with a minimum of time, trouble 
and expense. Special arrangements to suit in- 
dividual markets can be discussed and terms 
and conditions of business settled direct with 
the manufacturer, since only the actual producer 
or the sole selling agent may exhibit. 


%& For full details of the 1947 Fair apply to th 
nearest British Commercial Diplomatic Officer or 
Consula Officer, or the British Trade Commissioner ji 


vour area. 


BOOTS and SHOES 
will be shown in London 
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pon FASHIONABLE WOMAN 
WHEN SHE WALKS IN *BEAU-TREDS’ SOFTIE 








| 


Fitting the fashionable woman with Beau-Treds is just about the 
ultimate in smart retailing ... and Beau-Treds represent the ultimate 


in Value, too. Beautilully made. sensibly priced, your customers find 





them practically irresistible. Beau-Treds are truly today’s warranty 


for prestige and prolits for your store tomorrow. 


au 


RN 
a a ni 4 BEAUDIN 


*REG. U. S. PAT. OFF. 










| 
| 


HANOVER, PENNSYLVANIA 


| General Offices: L. E. BEAUDIN SHOE COMPANY 
6 


3 

















The dealer who carries the 
Sir Walter Shoe makes a real 
“strike” with the volume market 
of value-wise, style-wise men. 
Here's footwear that's truly 

right down your alley! 


to Retail at 
$750 ,,, $900 


Distant Points Shghtly Higher 





NATIONAL SHOE COMPANY 


Division of Craddock-Terry Shoe Corporation, Lyncht 
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How a continuing survey 


of subscribers 
helps us serve 


ETTING direct, periodic reactions of 

subscribers and making editorial use 
of the facts thus obtained is a practice used 
by progressive publishers to build and main- 
tain readership. In this publishing policy 
we are aided by our membership in the 
Audit Bureau of Circulations. 


A.B.C. reports, based on actual audits of 
our circulation records, show: How much 
paid circulation we have; how much is un- 
paid; an occupational or business break- 
down; how the circulation is obtained; 
where our publication goes; how many sub- 
scribers are in arrears; the renewal per- 
centage, and other facts concerning our dis- 
tribution. The reaction of readers is re- 
flected in this factual information. If the 
report shows, for example, that the number 
of subscribers in a certain occupational 
group has dropped, that’s a signal for us to 










-<"% 






find out why and correct the cause. Thus 
our A.B.C. reports are a constant guide to 
editorial action and improvement. 


A.B.C. reports are primarily for the bene- 
fit of advertisers in making it possible for 
them to select media on the basis of facts 
and to buy space with the assurance of re- 
ceiving full measure for their advertising 
dollars. The interests of advertisers are ad- 
ditionally served through the publisher’s 
use of the reports as a perpetual survey of 
subscribers and as a guide in building and 
maintaining the reader interest that con- 
tributes to advertising value. Ask us for a 
copy of our A.B.C. report and then study 
it. It provides a continuing survey of our 
subscribers. 


SEND THE RIGHT MESSAGE TO THE RIGHT PEOPLE 


Paid subscriptions and renewals, as defined by A.B.C. 
standards, indicate a reader audience that has re- 
sponded to a publication’s editorial appeal. With the 
interests of readers thus identified, it becomes pos- 
sible to reach specialized groups effectively with spe- 
cialized advertising appeals. 
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ABC = AUDIT BUREAU OF CIRCULATIONS = Facts as the Basic Yardstick of Advertising Value 
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FONE OF 
PPRIZE In 
Boor 


ONE OF ACME’S 
PPRIZE IN-STOCK 
BOOT STYLES 


GOODYEAR 


Sales 
MUR WELT 


Hide Of Prize 
‘Steer To Be Made 
» ag Into — Boots 


ARBOURWELT is the Right Steer 


for insuring wearing-satisfaction at the vital 


foundation of all shoes. That is why Acme Boot 
Manufacturing Co., Clarksville, Tennessee gave 
their Prize Steer Boots ($3500.00 per pair) the same 
fine Barbourwelt foundation as they feature 


on their regular Boot Styles. 


‘4s 


i. <3 


acl Jerbou Welyp ve 


BARBOUR WELTING COMPANY 
Brockton 66, Massachusetts 


Specializing im the designing and manufacture of Welting exclusively since 1894 


MORE ST Y¥tse Pius WEAR FOR $0 Livres 


STORMWELT STOUT-EDGE REVERSE DRESSWELT SNOWFLAKE STITCHOOWN RUGGED EDGE SILHOUWELT 


All Borbour Speciolty Weltings cre potented 





A name to remember .,.. 








L all the shoe industry, the name Northwestern means dependability. 


In every phase of shoe production and sales, the men and women 
participating in footwear creation and merchandising know what 
to expect from Northwestern. They place complete reliance on the 
many leathers of this name. Northwestern’s traditionally better tan- 
nages are each developed for specific shoe types and services, Skill 


and uniform care result in the all-pervading, consistent quality that 


“Northwestern 


. a name to remember 


NORTHWESTERN LEATHER COMPANY 
BOSTON 11, MASSACHUSETTS 


Mteliiclailaemelaaclileltts 
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IN 90 NORTHWESTERN TANNAGES 


ee ® aa 
tradition 
to 


maintain £, 











More National Advertising for Daytimers 






Parents’ Magazine carries 


the message of these 






good, sturdy shoes 






for youngsters 






Never has a line of juvenile shoes had a better 





build-up. Remember, mothers know what to expect 
of Junior Daytimers because they’ve worn 
Daytimers themselves for years! And they wont 
be disappointed. The good looks, comfort 

and long wear they’ll expect are there. For 

Junior Daytimers are by Gale, makers of good 
shoes for more than eighty years. 


DISPLAY YOUR Junior DAYTIMERS NOW! 


Parents’ Magazine advertising starts with the 





April issue. If you haven’t received the new, colorful 
window display card, write for it. And check 
up on your sizes. You’ll need to be well stocked. 


DAYTIMER SHOE COMPANY . North Adams, Massachusetts 
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Slots Ne ”" wiakness ~ 
D lore, fing, shoes! 


So many women, like the woman in the picture, feel that fine 





shoes are the most exciting part of their wardrobes. They 
like to shop for fine shoes; they love to wear them, to 
show them off. 


For the specialist in better shoes, whether in a 
department or a store, there is a great market 
of women who love fine shoes and want a 
larger selection of them, women who 


appreciate a more modern costume service in 





footwear. This market reacts spontaneously 
to something better in grade, more beautiful 
in selection. It is motivated not only by the 
economy of quality but also by the strong 


emotional appeal of beautiful shoes. 


Specialization in better shoes is the key to this 
market. For the specialist, I. Miller offers the breadth 





of line and the merchandising plan to accomplish his objective. 


I. MILLER Long Island City, New York 


Merch 1, 1947 or] 
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SHOE mata ka THE MONTH = ¢ Merch 31 through April 1 and 2 + Morrison Hotel + Chicago 
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easy to wear as they are to look at. 


You'll be proud of their : 
fine leathers and fine work- 


manship a long, long time! 





They're a pair of 
Super-Salesmen! 


Yes, when Walk-Over gets together with “Esky” 
you can bet there’s going to be some selling done. 
Esquire advertisements like this one in Walk- 
Over’s new Spring campaign leave a lasting im- 
pression of style and youthful smartness. Other 
appealing advertisements do the same trick in 
Life and Collier's. 

Dealers who handle Walk-Over shoes know the 
effect of consistent, year-in, year-out advertising 
like this—how it builds up a back-log of steady 
demand and makes every sale a whole lot easier. 


ry ad : : 
© y bias 
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a GEO. E. KEITH COMPANY - Brockton 63, Mass. 
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Huskies Advertising 





Circulation in your State, of Magazines and 


Newspapers carrying advertising of “HUSKIES”. 

















Alabama . 252,724 | Nebraska . 290,997 
Arizona... . . 123,010 | Nevada .... . 76,242 
Arkansas 189,141 | New Hampshire. . 102,505 
California . 1,979,189 | New Jersey . 763,915 
Colorado . 237,972 | New Mexico ... 93,253 
Connecticut . 358,449 | New York . 5,252,119 
Delaware 98,961 | North Carolina . 393,045 
Westie (8c Ba 5% 397,434 | North Dakota _. . 123,512 
Georgia... . . 286414| Ohio . i. 1,452,958 
Mahe: ica 4 eo 145,384 | Oklahoma . 392,154 
Giiete oe x alk 1,385,817 | Oregon ..... 438,985 
Indiana 2... 800,780 | Pennsylvania . . 1,700,977 
tous f%. 4 Fo 539,905 | Rhodelsiand . . . 130,752 
Masses oS". 415,404 | South Carolina . 173,891 
Kentucky... . . 244,717 | South Dakota . . . 145,232 
Louisiana 230,248 | Tennessee .. . . 263,643 
jE SO oes 177,954 | Texas ..... 1,012,509 
Maryland ee 113,951 
Massachusetts 723,901 | Vermont... . . 75,655 
Michigan. . . . 1,162,319] Virginia .. _ _ . 388,675 
Minnesota . . 544,466 | Washington 553,601 
Mississippi . 157,780 | West Virginia 258,690 
Missouri... . . 521,416 | Wisconsin 628,943 
Montana... .. 145,148 | Wyoming 72,482 
Huskies 
For men, women, boys, girls LC 
Distributed by: 





David Brown Shoe Co. Powell & Campbell Co. 
807 E. Baltimore St. 122 Duane St. 
Baltimore, Md. New York, N. Y. 
Cc. W. Marks Shoe Co. B. Rosenberg and Son 
41 So. Wells St. 225 Decatur St. 
Chicago, lil. New Orleans, La. 
Soinit Shoe Co. 


817 So. Los Angeles St. 
Los Angeles, California 





Menwfoctered by: Hussco Shoe Company 1328 Broadway, New York 1, N. Y: 














Right in YOUR 
Home Town! 


How Huskies Localizes Its National 
Advertising For Your Good. 


apg f otal Circulation 
Per Issue 


26,224,186 


Write your regione! 
distributer for news- 



























advertising YOUR 
OWN trede-puller! 
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"IN THIS BOX 


"ft THE ar SLIPPERS 


EVERY MOTHER WANTS 





The slippers no store is 
ever overstocked with ... Swan 


Slippers of fine leather .... , SWAN SHOE CO., INC. 
always smart looking . . . always 


BALTIMORE 18, MARYLAND 
well fitting ... always in the ~% 
favorite styles for mothers t.. "Makers of Fine Slippers for 
of all ages. .: Men, Women and Children” 
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*Trede Marks Reg. U. S. Pat. Off.- Danolite Division of the Danbury Rubber Company, Danbury, Connecticut 
















uss ane DANOLITE 


That means lighter and stronger than.leather, no slipping 
on wet pavement, better insulation against heat or cold. 

See how easily it flexes, Madam? Nothing else will 
give you such flexibility and still provide such firm 
footing. Furthermore, DANOLITE* holds the shape of 
> your shoe better, because it-stays flat — never curls. It 
= won’t mark a floor, either. 

And talk about style! It comes in all colors, and you 
can see for yourself how thin it is. Yes’m, it’ll be as easy 
for you to wear DANOLITE as it is for me to sell it! 


DANOLITE 


“THE SOLE REASON FOR BETTER SHOES” 
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| Well, Mary, before the war they were very popular 
; various types of sports wear. Then they 





* = WNow. | see they're back—or rather, this Danbury 
é; ympany hat developed a synthetic crepe called 
EPEX* | 
! » - CREPEX comes in all colors, gives extra comfort 
pe) for walking, has excellent flexibility and softness— 
Take st wears and wears and wears. And, because of the 
eke: deep corrugation, CREPEX won't skid. | guess you 
> might say that it’s the sole with the perfect grip. 
>... ©) ~ That’s why we’re both going in to get some shoes 
= “soled with CREPEX. 
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OOn 
CONSOLIDATED 


- A COMPLETELY NEW LINE OF 


STADIUM poors 


(Trade Mark Registered—Process Patented) 


SIN VALLEY BOOTS 


(Trade Mark Registered—Design and Process Potented) 


Seaturing: 


IMPROVED FITTING QUALITIES - LIGHTNESS - WATER- 
REPELLENCY - CONSTRUCTION - STYLES - MATERIALS 





7 you'll be seeing a great, new line of Stadium and Sun 
Valley Boots with all the above features, plus the same 40° 
Below Zero Protection which has made these fine boots inter- 
nationally famous. They'll be priced to bring you new and 
higher volume at the attractive mark-up you've always enjoyed 
with Consolidated Footwear. 


ONSOLIDATED FooTWEAR Corp 


MALONE NEW YORK 
< 
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a PROFITable story 
is being fold... 









... NATIONALLY 


IN TWO COLORS 










IN ESQUIRE 


When 8 out of every 10 customers come back with repeat orders — 
there’s a story to tell. A story of value—reasonable price, fine 
leathers, expert craftsmanship. The story of Foot Pals—quality 
unmatched in their price class. 


It’s a story that’s being told — forcefully, aggressively —in na- 
tional advertising. Advertising that brings people through 
your door—extra value that brings them back again and 
again! It adds up to an increasingly profitable story for 
every retailer who carries Foot Pals. The Wall Streeter 
Shoe Company, North Adams, Massachusetts. 
WALL-STREETER 


Foot PALS 


SHOES FOR MEN 











Moréh |, 1947 P 5! 











BE BE TONE 


It brings out the grain of the leather. It pro- of the leather and providing a uniform 
vides unusual color depth and a hand-rubbed _ color base. 

appearance. It’s Be Be Tone—the new tan You have a choice of sixteen warm color 
shoe color finish. It rubs on and wipes off tones— golden browns, wines and mahog- 


easily, without streaks, mellowing the tone anies——for “toning” any tan leather shoe. 





A Product of B. 8B. CHEMICAL COMPANY, Cambridge and South Middleton, Mass. 
Distributed by UNITED SHOE MACHINERY CORPORATION, Boston, Massachusetts 
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America’s leading shoe authorities agree in unison that shoes 
look better and sell better when they're displayed on forms! 
Why not let their experience guide your Spring plans? Give 
your windows extra sales-creating power and glamour by 
putting one of our forms inside every shoe you display! 
Universal Forms are made of a weighted non-flammable 
durable plastic . . . in 3-toe style with closed top . . . and 
are available in either neutral flesh or the more daring deep 
pink. And, best of all, we're prepared to ship your full 
order as soon as we hear from you. 


UNIVERSAL FORM CORP. 
77 Summer Street, Boston, Mass. 





. 


EWSWEEK, 
dio recordings, 
ays, etc. 


BATES SHOE COMPANY 


Dramatic repetition* of “Slipper 
Free Where Your Foot Bends” is 
persuading more and more men to enjoy 


invisible extra width across the ball of t 


foot that makes Bates Originals the ultima 


in shoe comfort and builds sales. 


Made in Webster, Massachusetf 














Mc) Lmelice velvety 


they re exceptionally resilient 


they come in many smart colors 


they wear ..and wear...and wear 


; 


for new... and repeat... customers 
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“Half the fun of having feet” for Young America since 1907 









Following the Same Lines Their Mothers Did! 


Like the game of hopscotch, Red Goose Shoes are popular with 
each succeeding crop of youngsters. Always designed to agree with 
basic style trends, Red Goose Shoes consistently avoid the faddish 
and extreme. That makes them a favorite of parents, too. Parents 
know they can count on Red Goose to outlast any passing craze, as 
well as outwear any average shoe! 

Many parents wore Red Goose Shoes themselves when they were 
children. They know from experience what wonderful wear is built 
into every pair. That's why they so gladly okay Red Goose Shoes 
for their youngsters. 

Consider the future sales possibilities of Red Goose Shoes in your 
store. We'll gladly discuss them with yon. Just write us. 


ad, Goose 








THIS IS RED 
GOOSE STYLE 
No. 3303-1 





ay =THIS IS RED 
GOOSE STYLE 
No. 3655-3 





RED GOOSE DIVISION * INTERNATIONAL SHOE COMPANY * ST. LOUIS 
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Florsheim Shoes 








because Florsheim 



























































Quality —especially in your staple line—means sales— 
and repeat sales! Women have come to know and expect 
the quality, the fit and the classic good taste of Florsheim 
shoes . . . and they contirfue to look for the Florsheim 
label. Three examples of asked-for styles . . . the Skippy, 
the Sassy, and the Plaza . . . are styles that should be in 


complete stock on your shelf at all times. 









Life 

Vogue 

Town & Country 
Harper’s Bazaar 


THE FLORSHEIM SHOE COMPANY « CHICAGO ¢ Makers of Fine Shoes for Men and Women 
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ashinglon newsreel 


by EUGENE J. HARDY 





The Quartermaster Corps is still working on its 1948 budget which is 
due to be presented to Congress sometime in March; a major fact has become 
evident to procurement officers—that the cost of outfitting (and maintenance) 


a soldier from head to toe is going to be more than 40% higher than last year. 





With the Army striving to reduce its military personnel, including 
occupation troops, to around 1,100,000 or less by midsummer, QMC shoe procure- 
ment for the next fiscal year will be a far cry from the quantities purchased 


during the war. 


It looks as if the Army's general shoe requirements for the fiscal 


year beginning July 1 will run around 3+ million pairs for initial issue, 
exclusive of shoes for special purposes. 


The Army hase returned to its peacetime practice of issuing low 
quarter shoes to most of its personnel; present estimates will provide new 
issue of these on the basis of one pair per enlisted man; initial or new issue 
of the so-called service shoe will continue at the standard rate of one pair 


for each three men. 


Obviously, the foregoing figures do not necessarily indicate new 
purchases but are contingent upon existing inventories and commitments 


already made. 

































































7 . 7 


A molding process, developed at its Climatic Research Laboratory at 
Lawrence, Mass., by the QMC during its many studies of Army footgear and its 
behavior under normal standing load, has now been made available to the shoe 
industry and others who may be interested in the casing of plastic molds. 


Considered by the QMC as not only highly efficient but durable and 
inexpensive as well, the technique of making the molds should be convenient 
and practical for use in any anthropometric studies. 


In general, the molding medium consists of a composition of 40% oleic 
acid and 60% stearic acid; this medium was selected after several others had 
been tried because it was both efficient and inexpensive. 


A number of reasons dictated rejection of plaster of paris as the 
molding agent, including the heat of reaction which is uncomfortable to the 
subject and with difficulty in establishing parting lines it was hard to 
remove from the foot. 


Gelatin also was held to be unsatisfactory, largely because of the 
shrinkage factor; also, gelatin was found to require 30 minutes or more for 
setting and few subjects find it possible to remain absolutely still for 
that long. 

However, plaster of paris was found to be highly suitable as a 
casting agent. The mother mold, in which the foot is encased, is made of 
Woods metal. Its two sections contain water—cooling coils. 


The full 16—page report (PB-42491) (Casting of Molds) may be obtained 
from the Office of Technical Services, Department of Commerce, Washington, 
D. C.; $2 is charged for photostat copies and $1 for microfilm. It is amply 


illustrated. 
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NATIONALLY ADVERTISED 








be different 


¥ 


Sth eRtaee fCeetwese 


Shoematers Since 1874 


— os om 


SOE FOOTWEAR CORPORATION + JEFFERSON CITY, MESSOUe: 














* 
ALLURING FOOTWEAR 





+ REG. U.S. PAT. OFF 


TWEEDIE FOOTWEAR CORPORATION + JEFFERSON CITY, MISSOURI 
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alk of the trade 





‘ 

‘HAVE YOU fellow retailers ever 
wondered how it would be to con- 
duct your business with no com- 
petition whatsoever,” inquires Mrs. 
Donald Hickman (Mrs. Hickman 
is the former Mary Brouwer) of 
the S. J. Brouwer Shoe Company 
of Milwaukee, Wisconsin. “We 
found out, when our store was the 
only one open after the 18.1 inch 
snowfall during the blizzard of 
January 29th. That night, we and 
thousands of others, were unable to 
go home. Others spent the night in 
hotel lobbies, in street cars and 
buses, but we had the meager com- 
fort of accommodations in the store. 





“The storm continued all night ~ 


and the next day,” she writes. 
“Don went down early Thursday 
morning to open the building, when 
a man asked if he could get a pair 
of galoshes for himself. He opened 
the men’s department and in five 
“The lights in the store were an 
invitation and the open door was a 
boon to hundreds with wet feet. 
People came in, grateful and un- 
believably happy, for the unexpected 
service rendered. Every person 
who came in made a purchase. What 
did it matter if they had a pair or 
even two pairs of rubber footwear 
and plenty of hosiery at home? 
What they wanted was dry feet 


March |, 1947 





NOW! Many were from out of 
town and all had experiences to 
relate. One man, a sailor, came in 
with shoes fairly dripping and with 
difident, old-world courtesy, re- 
vealed that he had only 44¢ to pay 
for a pair of dry socks. He got 
them and a pair of shoes that some- 
one had left long ago in our shoe 
repair department. He even re- 
ceived galoshes and extra shoes 
for the rest of the crew on his boat. 

“The worst part of it was at home 
—the family seemed to feel we had 
deliberately stayed downtown so we 
could escape shoveling the walk and 
driveway! But we feel that we have 
made hundreds of friends for our 
store.” 

. +. . 


CARL GAMER, vice-president and 
general manager of Arkwright, Inc., 
New York, told members of the Na- 
tional Council of Salesmen’s Organ- 
izations: 

“For six years, now, the markets 
have been distorted by short sup- 
ali Some people have forgotten 

of the buyer 
a he seller and, most of all, the 
consumer. The time has arrived for 
all of us—merchants, buying office 
representatives, manufacturers, 
wholesalers, and buyers, alike—to 
straighten out our viewpoints and 
return to equitable and mutually ac- 
ceptable trade practices. 

“In this ‘consumer’s market’ we 
all have a stake and it is four dimen- 
sional. First, your firm and the re- 
tailers should be partners. Second, 
you as salesmen should be an ad- 
junct of every retailer’s sales force. 
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Third, your merchandise and value 
promises should be enforced. 
Fourth, the retailers should con- 
form to agreements.” 


CARL MOORE, shoe buyer at S. F. 
anny Company, Elmira, New York, 


“There will have to be some 
changes made if shoe retailers ex- 
pect to continue profitable opera- 
tions this year. Stores will have to 
offer a better selection of styles than 
in recent yéars and better fit is a 
prime necessity. 

“Of course, better quality will be 
demanded as soon as improved pro- 
duction and abundant rg 
make it possible. Quality may be 
said to be the basis of the whole 

















AL SILVERMAN, manager of the 
Michael Lewis Store, Scranton, 
Pa., says: 

“The trend toward the salon- 


cannot ignore more prosaic ele- 
ments such as ease of handling 
customers and over-all selling costs. 
On just about every count, the de- 
cision goes to salons, I believe. 
“I have worked in both the open 
and the concealed stock type of 
stores. The customer usually thinks 
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pleasing atmosphere and you can 
sell her with greater satisfaction to 
herself and to the store.” 


HARRY H. ADEL, buyer and man- 
ager for the Kopy Kat Shoe Depart- 
ments in Washington, D. C., says: 

“Recognizing that the public is 
no longer in a hurry to buy -just 
anything at all but is more selective 
and more careful in spending its 
harder-to-get dollar has made it 
easier for us to recover our pre- 
war equilibrium and give our cus- 
tomers pre-war attention and ser- 
vice. 

“The consumers’ interest remains 


steady, without much change. Budg- 
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SO SAY THE WISE MEN 





“Talk to a man about himself and he 
will listen for hours."—Disraeli. 


any more thon a pickle is candy."— 
—Chorles F. Abbott. 

“You will have to renounce many 
careers to be successful in one."—The 
Sphinx 

“Life is not a spectacle or a feast; 
# is a predicament."—George Santo- 


able in every jand."—Earl Riney. 

“Ht is impossible to enjoy idleness 

unless one has plenty of work 

to do."—Jerome K. Jerome. 

“The greatest of faults, | should say, 
Is to be conscious of none."—Carlyle. 

"So long as new ideas are created, 
sales will continue to reach new highs.” 
—Charles Kettering. 

“He that knows when to speak knows 
teo when to be silent."—Archimedes. 


—Our own thinking should be broad 


and based on the accumulation 
of the best in other men's think- 


Presidert 





ets are much smaller now that a 
majority of the boys are no longer 
in blue or khaki—with wives work- 


ing and drawing allotments. This 


- makes for a certain amount of con- 


sumers’ unwillingness to expend a 
great amount of money for shoes. 
Necessity may eventually make 
them pay the prices now being asked 
for shoes, but in that case unit vol- 
ume of sales will be cut.” 


> * - 


LESTER PINCUS of the Lester 
Pincus Shoe Corporation, New 
York, says: 

“Shoe wearers will be stepping 
up the demand for more variety 
of shoes in their shoe stores. There 
is going to be a great change in the 
way women will buy their shoes. 





They will no longer be satisfied with 
a pair of black and a pair of brown 
shoes. They will be out to buy sev- 
eral pairs at a time, which will most 
likely include at least one pair of 
the new bright colers and a pair of 
reptiles. Women will be more shoe 
conscious this year than ever before 
and it won’t be long before shoe 
buyers will flock to the markets to 
fill the gaps in their shoe depart- 


ment stocks.” 










































































“What, you don't carry them? Why | bought them here in 1915." 


Boot and Shoe Recorder 











ditorial 


outlook 


Testing Time for Shoes 


M ARCH is invariably an important month in the shoe 
business, marking as it does the transition from Winter 
to the Spring selling season. This year it has in addition 
a special significance because it affords the trade an 
opportunity to observe the public’s response to the first 
broad test of a new season’s shoes made and distributed 
under conditions of virtual freedom from regulatory 
restraints imposed during the war. The result is a some- 
what wider assortment of styles and types of merchan- 
dise and also a higher level of prices, since stovks at 
retail will now reflect the full force of advanced costs 
ali along the line. The entire industry will watch with 
interest to see how the public reacts. 

The weeks and months since price controls were lifted 
have given some indications of what can be expected 
in this regard, but the response thus far has not been 
entirely conclusive. The trade was confused and un- 
certain for weeks following decontrol; it took time to 
straighten out uncertainties and achieve a measure of 
stability. Now that this appears to have been accom- 
plished, and now that the public once again experiences 
the Springtime buying urge, will customers bow to the 
dictates of economic necessity, pay the increased prices 
and freely purchase the shoes they need and want? In 
many communities, no doubt, the month of March will 
supply some answer to these queries. e 


MARCH also provides an opportunity this year for shoe 
men to seek enlightenment on some of the questions they 
have in mind about the Autumn season, particularly 
with regard to leathers and colors and probable sup- 
plies of shoe materials. For the first time since the war, 


the Tanners Council of America is to hold a Leather 


Show at which the various colors, types and finishes of 
leathers developed by individual tanners for the Fall 
and Winter will be simultaneously displayed. The in- 
dustry, no doubt, will hail this event as the important 
contribution to intelligent forward planning that it real- 
ly is. Leather provides the most important material 
base for shoemaking, and im order to forecast accu- 
rately the fashions of the future, to figure prices and 
determine policies, shoe men will need to have all the 
facts that are available regarding the leather outlook 
for the future. , 

For many seasons, until the war necessitated a tem- 
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porary interruption, the Leather Shows provided shoe 
men with a semi-annual clearing house for this sort of 
information, as well as a market place where the prod- 
ucts of many tanners could be seen and compared and 
advance orders placed. Twice a year it was an impor- 
tant event on the industry calendar. The Tanners Coun- 
cil, therefore, is rendering a useful and worth while 
contribution in these difficult days in reviving an insti- 
tution that has served so well. Doubtless it will serve 
again as a valuable information source and testing 
ground which can help to minimize the hazards of guess- 
work in the making and marketing of shoes. 

Under the uncertain conditions of supply and price 
that exist today, it is scarcely to be expected that the 
tanners will have all the answers. But the opportunity 
to contact such a representative group of leather sup- 
pliers and producers at one time and under one roof 
nevertheless make it easier for shoe men to broaden 
their knowledge of current conditions affecting shoe 
materials and clarify their thinking for the future. 


THE traditional relationship between shoes and leather | 
has been of such an intimate character, and the two in- 
dustries have been so dependent upon one another, that 
each is naturally concerned with the problems which 
the other has to face. Right now the problems of the 
leather industry are complicated and difficult. Many of 
them are global in their magnitude; they call for a 
worldwide knowledge of supply sources and market 
conditions. Tanners must keep in touch, not only with 
market conditions in many lands, but also with political 
developments, for these have not infrequently resulted 
in restrictions, subsidies and discriminations of various 
kinds. Even under normal operating conditions the 
leather industry has its share of risks; today the eco- 
nomic heritage of war has operated to increase these 
hazards many times. 

The shoe trade has a vital stake in the future of 
American leathers and the success of the American 
leather industry. Therefore it can be regarded as a fore- 
gone conclusion that shoe people will show a friendly, 
sympathetic interest in the tanners’ problems, and that 
the future relations of these two great industries will 
continue to reflect the spirit of co-operation of which the 
Leather Show has so long been a symbol. 




















Oklahoma City, 
with a population 
of over 220,000, 
draws on a retail 
trade area com- 
prised of 26 coun- 
ties, with a buying 
income of over 
$840,000,000. Shoe 
business in the city 
has experienced 
regular growth. 


“THE shoe business in Oklahoma City*is above the na- 


tional average by at least four times, because Oklahoma 
City families are extremely style conscious,” declares 
C. G. Fisher, general manager of the Nissen Shoe Com- 
pany with some 84 employes and a business over $900,- 
000 a year. 

Mr. Fisher points out that Nissen’s own store is 
twenty-five times larger than it was in 1922, and 15 more 
feet are to be added on Main Street immediately as 
part of a $90,000 remodeling program. Nissen’s alone 
does $150,000 a year in mail order business, yet solicits 
none whatever. 

Thus, the leading shoe store management in Oklahoma 
City presents the picture of the retail shoe business in 
this centrally located city of 220,000 population. The 
1946 population for greater Oklahoma City has been 
estimated at 267,000 and that of its 26-county retail 





OKLAHOMA-- 
Expanding Shoe Market 


Steady Growth Since 1935 Shown by Stores in 


Thriving Metropolis-Capitai of Okiahoma City and 
Also in the State at Large—Customers Style Con- 
scious and the Stores Are Modern and Attractive. 


trade area at 975,214 with a buying income of $840,- 
193,000. Consumer sales in all lines of retail business 
total over $185,000,000 annually today. The Sales 
Management annual survey for 1944-5 showed effective 
buying income in Oklahoma City at $354,415,000 and in 
the 26-county Oklahoma City trade territory at $840,- 
193,000. 

Oklahoma City is located near the geographic center 
of the state. Prior to 1929 its economic development 
was based largely on wholesale distribution which now 
encompasses 556 establishments with net sales in the 
county of $194,487,000. Then oil production and manu- 
facturing came in and war plants brought to the area 
remained to be converted to civilian production. 

Shoe business in the city and state has experienced 
a steady growth as evidenced by these figures compiled 
from information in the files of the Oklahoma State 
Tax Commission. These are based on collections of 
the two per cent state sales tax and show the business 
done by retail shoe stores and shoe departments in the 
state. Oklahoma City does approximately 11 per cent 
of this total business. [CONTINUED ON NEXT PACE] 


Nissen’s Shoes, undergoing at present an extensive 
remodeling program. When completed the store will 
contain eight separate departments. 











tomer’s foot is the most important thing in selling, and 
that quality and having a size for everyone rank next 
in selling importance. Fitters at Nissen’s work on com- 
mission and are trained individually by the store. When 
the present remodeling program has been completed the 
store will contain eight separate departments including 
a teen-age colony, with a “coke” bar, and a special de- 
partment for younger children. 

Ecton’s Smart Footwear at 115 North Robinson, 
managed by W. E. Ecton, who with N. R. Ecton owns the 
store, is another outstanding institution founded in No- 
vember of 1932. Store display and newspaper advertis- 


of shoe sales is that Oklahoma people are today the 
“best dressed in the country and like good, stylish 
shoes.” 

Allen’s at 223 West Main Street is another newly re- 
modeled retail shoe store under the management of Otto 
A. Weis. It was established 20 years ago and has nine 
employes. Display at Allen’s is rated of the utmost im- 
portance in merchandising, and every shoe stand is dis- 
played individually. Allen’s has a particularly long pair 


a 


Left: Oklahoma City has its quota of nation-wide chain stores, and 
the Thom McAn is one of these. Above: Veteran Oklahoma City shoe 





man, Day Fezler, poses selling a pair of shoes in his new store. 


of windows designed to give shoppers a greater display 
of styles, for the management has found that such dis- 
(TURN To Pace 122, PLEASE] 


ing are the best media for selling shoes, Mr. Ecton de- 
clares, and he hastens to point out that one of the chief 
reasons for Oklahoma City’s particularly high volume 


lormative shoe feelan -) 
that at the rizht is an example. 



















Left to right: 
“Glove on the 
foot,” derivation of 
folk-dancing  san- 
dal with T-strap, 
tear-drop cutouts, 
4/8 heel. Off-Stage” 
ballet by Capezio. 
From toe to ankle, 
the foot is stripped 
with black suede 
on 7/8 wedge san- 
dal by I. Miller. 
Toes may be bare 
for evening but it’s 
mews to cover the 
instep. Gold kid 
on 8/8 wedze by 
J. Mackev. 






















Bare shoulders top 
@ covered-up 
formal of black 
wool jersey and 
















tograph courtesy 
New York Dress 
Institute. 
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Don't Let FLATS Fall Flat 





Rentin had it that something was wrong with flats. The 
flat-heeled shoes that rose to dazzling heights of success yester- 
day were veering toward sales as low as their heels today. Was 
the rumor true? If so, why? 

BOOT AND SHOE RECORDER investigated and presents 
here the answer to the riddle, replies and opinions gleaned 
from manufacturers and retailers in large cities and small 
towns all over the country. The shoe men quizzed on the sub- 
ject represent a cross-section of merchandising: high price 
and popular price, salons and family stores. The broad scope 
of this survey naturally brought a variety of replies, but tabu- 
lation of the results defines certain clear and important trends. 

Yes, the extreme flat is suffering; pancake heels are gradually 
fading out of the fashion and sales picture. This is largely due 
to the lengthening skirt which demands a graceful lift from the 
foot. Asked what they found to be the best heel height among 
flats, retailers named everything from 4/8 to 14/8. These two 
heights averaged a proportion of three to one in the higher 
heel’s favor, indicating the upward trend in low-heel heights. 
However, the most popular height is 10/8, with 8/8 a close 
runner-up. One merchant wisely suggests that the heel height 
depends primarily upon the pattern of the shoe. 

More than half of those questioned gave the low wedge a 


























by ELINOR FOX 


good rating, with only a few coming out completely against it. 
The wedge is more acceptable on play styles than for street 
wear, but the proportion is close, approximately three to two. 
A few retailers feel that the wedge is all right on a sling or 
sandal, but too heavy for a closed pump. However, manufac- 
turers who are delivering flat wedge pumps find them accep- 
table; customers like the simple formality of all-over unbroken 
line. These are dressy street shoes, although the reason buyers 
give for not liking the wedge is that it is reminiscent of play 
shoes. 

These thoughts are best clarified by the chief designer for 
one of the better houses who says, “Wedges will be good on 
shoes that should have them.” He explains that it depends 
upon the style, not the use, of the shoe, and feels that the 
wedge sometimes provides a dressier look—if on a light, finely 
made shoe. 

The points brought out above concerning play shoes make 
it clear that these styles are an important part of the flat-heel 

[TURN TO PAGE 124, PLEASE] 


Fiats Wiil Never Lack Customers But Need 
Boost in Styling, Promotion. Slightly Higher 


Flat—Up to 14/8--Gaining in Interest 


step straps; by 
Carlisle. “Peter 














BETTER SERVICE and SELLING 


Answer 


A. S. Beck Shoe Corporation Executive Gives Shoe 
Merchants of Canada an Encouraging Forecast of 
Future Business, Sees Buying More Selective, Stresses 
importance of Quality Merchandise, Efficient Operation. 


ADDRESSING the members of the Canadian Shoe 
Retailers’ Association at their convention in Winnipeg 
on February 17, F. A. Fredenburgh, Assistant to .the 
President of A. S. Beck Shoe Corporation, New York, 
said that the trend of retail sales since the turn of the 
year has not been unfavorable, although it has been 
below the level of the percentage increase set in 1946. 

Dr. Fredenburgh told the Canadians that department 
store dollar volume in the United States has been run- 
ning 17 per cent ahead, as against a 28 per cent increase 
for the year 1944, while shoes have been running about 
nine per cent ahead, as against a 20 per cent increase 
for 1946. “Certainly the reaction from a record holiday 
business was to be expected,” he observed. “It is too 
early to say that trade has definitely eased to a lower 
level. 

“Business has been good at the start of thie year,” Dr. 
Fredenburgh continued. “Volume has had a marked 
tendency to stabilize. In fact prospects for higher pro- 
duction and sales appear favorable for several months 
ahead. 

“In the opinion of this observer, a middle-of-the-road 
economic forecast is sound and healthy. First, present 
indications are that no major depression is immediately 
ahead. The reason: the inflationary boom now tending 
to engulf our economy will pass its peak before the end 
of 1947 when production and demand will have become 
stabilized. Secondly, a period of readjustment may be 
expected. It will be less severe that the sharp recession 
some observers prophesy. Expect a downward revis‘on 
of the too-high priced lines now prevailing; yet it does 
not appear likely that this downward revision will affect 
prices of hard-to-get durable goods. Price revision will 
also take the form of improved quality and workman- 
ship. Where these changes are made without price in- 
creases, they are tantamount to a price decrease. 

“Many warnings have helped to control the recession. 
No downward trend in our economic history has been 


72 


so highly advertised. There are those who hold that 
this was a good decd in that, by becoming prematurely 
worried about a depression, we have put the brakes on 
inflation in time to prevent excesses that would have led 
to a crash later on. - 

“The storm signals are still out even though a quick 
surface glance shows today’s business pounding along 
at a high pace. Favorable industrial earnings, improved 
management and labor relations have been reflected in 
the buoyant tone of the stock market in recent weeks. 





7 F. A. FREDENBURGH 


Boot and Shoe Recorder 




















to Todays Shoe Sales Problem 


The price swing is at. or near, the top; more stable 
markets are ahead. 

“Markdown clearances and special promotions in 
recent weeks have moved large quantities of sub-stand 
ard merchandise and have undoubtedly made some poor 
customers. Buying policies have been short-term with 
commitments ranging from one to six months. In Jan- 
uary, 50 per cent of the one-to-three month commitments 
were in the one month bracket. Firm prices are being 
quoted for longer periods. Restrained buying has been 
evident on all sides. No one is buying everything in 
sight; buying is highly selective, cautious and, except 
where scarcities still prevail, has very largely been on a 
hand-to-mouth basis. Retail demand for quality remains 
high, but supplies of such goods are still limited and 
manufacturers continue to apply the quota system in 
many instances. 

“Merchants are seeking out brand-name goods and, 
well aware of customer dissatisfaction with much of 
the wartime sub-standard merchandise, are trying to 
flavor their stocks as much as possibie with well-known 
products. Unfortunately, many kinds of wanted goods 
still remain in short supply and, conversely, the types 
of goods of which ample stocks are on hand, continue in 


HOW TO SELL MORE SHOES 
Show an interest in the customer throughout the sales 
transaction. 
Show merchandise in an effective way. 
Show a willingness to help the non-purchasing customer. 
Meet the customer in a courteous, friendly way. 
rasan mage else the 
Suggest or to aid customer in 
her choice. 
Be prompt in waiting on customers. 
Thank the customer and invite her to return. 
Handle the details of the purchase quickly. 
Count back the change. 
Enclose a sales check or receipt with purchase. 
Wrap packages neatly and offer to tie up other parcels 
into one bundle. 


Know stock lines and assortments 
sodlads abd tes tod eccrine 
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CUSTOMERS RATE SALESMAN'S INTEREST 
AS NO. 1 SERVICE FACTOR 
Speaking before the Canadian Shoe Retailers Associ- 


ation in Winnipeg February 17, Dr. F. A. Fredenburgh, 
Assistant to the President of A. S. Beck Shoe 
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plentiful supply. Prices generally are higher at the 
manufacturing levels with increases ranging from 5 per 
cent to 25 per cent. These higher quotations reflect the 
wage rises of 1946 and the higher costs of raw materials. 
“In general, the price structure at the moment is too 

high. Some price rises are justified, but customer re- 
action has clearly indicated that customers would like to 
see lower prices and are demanding a step-up in quality 
—they want greater value for the money they spend than 
during the war years. There is no immediate probability 
cf price declines developing on quality goods and hard- 
to-get items. The situation in many instances may be 
described as one of watchful waiting. Retailers, noting 
the public’s objection to higher prices and inferior 
quality, are holding out for lower prices while manu- 
facturers confronted with higher costs are standing firm. 
“Inventories at the end of January have shown a heavy 

gain over a year ago. However, it should be noted that 
[TURN To Pace 126, PLEASE] 
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Students compile scrapbooks for their term 
theses. These contain articles which have ap- 
peared in the trade press, as well as synopses 
of textbooks on selling and merc*andisinz. 


by DAVID MARKSTEIN 


RECENTLY, 94 students graduated from the Peters 
Commercial High School in New Orleans. Next day, 
93 of them faced the task of finding a job. One student, 
however, simply walked through a door he had been 
entering every day for a year, and into a shoe selling 
job that paid him $40 in salary and commissions per 
week. ° 

He was a graduate of a unique retail sales course 
offered by the public high schools of New Orleans that 
teaches retailing lore to boys and girls while they are 
still in school. The course is so effective that Crescent 
City shoe merchants are glad to snap up graduates. 

The system could be copied in any city and similar 
courses are given in quite a number. It calls for co- 
uperation between local school officials and shoe mer- 
chants and other retailers. In New Orleans, the students 
learn retail selling, a smattering of display and advertis- 
ing, and facts about shoe merchandise in classes held 
on regular school time and at work in the stores, where 
students are paid regular wages and receive supple- 
mentary school credits. Training is supervised by _re- 
tail merchants of the city and by the State Department of 
Education, in cooperation with the Orleans Parish 
School Board. 

To be eligible, the students must have approval of 
their school superintendents and of the Education De- 
partment. This approval is given or withheld on the 
basis of the student’s scholastic record during his first 
two high school years. Retail sales training is given 
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They Learn to SELL 
While Still in Sehool 





The world over... 
fine shoes are made 


with DAREX insoles 
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Above: or oa ad used to 
introduce the Budget Floor 
to the Chicago buying public. 
Right: Unique way of dis- 
playing shoes on the Floor. 
Customer selects style she 
likes, and sclesman fits her 
with shoes taken from stock. 


-) 80% of the Population 
~\MUST BE SERVED 






Marshall, Field & Co., Chicago, Transforms Erstwhile Bar- 
gain Basement into Semi-Complete Department Store 
Catering to the Middle and Low Income Groups — Shoes 
for the Whole Family Are Included in the Operation. 


RECOGNIZING its responsibility 
to the more than 80 per ceat of 
American consumers who must 
stretch their dollars if they are to 
maintain the standard of living 
which is an integral part of ths 
country’s economy, the Chicago 
firm of Marshall, Field & Company 
has abandoned its policy of using 
its basement store for “spot” pro- 
_motions and is substituting therefor 
a series of departments in which 
regular lines of medium price mer- 
chandise will be carried and to 
which it is planned to attract a reg- 
ular clientele. The basement will 
now be known as the Budget Floor. 
Included will be shoes for the en- 
tire family. 

The decision to make this move, 
originally arrived at in 1941, could 
not be put into effect until now b:>- 
cause of the war, and it will take the 
better part of five years completely 





to change over the rh, sical equ_p- 
ment, install modern and more efhi- 
cient selling fixtures, rearrange sec- 
tion locations, and perfect merchan- 
dising procedures designed to lower 
operating and sales costs. 

As explained by Egil E. Krogh, 
merchandise manager of the down- 
stairs divisions, the Budget Floor is 












The function of the Budget 
Floor, to offer in medium 
price ranges assortments to 
compete with popular price 
stores while maintaining stand- 
ards of quality, fashion and 
value, is illustrated in this ad 


for the shoe department. =<: 


a separate operation with its own 
staff of buyers who report to a 
separate New York manager. The 
[TURN TO PACE 136, PLEASE] 
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1 Selby FRANCHISE 


PAYS OFF! 


No ifs, ands or buts about it! A Selby franchise is the way to 
corner the woman’s feature shoe business in your 

community. Selby is THE name in its field—and rightfully so. 
Sevemty years’ experience have built Selby into the 

world’s largest plant of its kind—with an enviable reputation 
for fair and square dealing with the trade, 

beautiful and dutiful shoes for the consumer. All of 


which means the kind of business that pays off! 





Selly ARCH PRESERVER + ACTIVE MODERNS «+ TRU-POISE 
SS STYL-EEZ + EASY GOERS 


PHYSICAL CULTURE + GROUND GRIPPER + CANTILEVER 


New York Office: 3128 Empire State Building + Los Angeles Office: 816 Haas Building 
























Will Her Dollars Flow As 
Freely Next Fall? 


A ROUND-UP of leather news this 
year cannot be convenienfly condensed 
into the proverbial nutshell. The re- 
sumption of the semi-annual Leather 
Show does not mean that leather will 
be all-plentiful, that color lines will 
be all-inclusive or that new promo- 
tional finishes will abound. Caution 
has not been scuttled. Leather for 
Fall is still in the speculative stages 
which is one reason why it is, as 
always, one of the most fascinating 
and romantic of commodities. 


* + # 


The retail situation reflects the 
tightening up of the spending dollar, 
the high cost of living. Will women 
continue to spend thousands of dollars 




























Coordination; Fashion 
Keynote For Fall. 


FALL 
FASHION NOTEBOOK 


Discriminating Attitude of 
Today's Customers an Oppor- 
tunity in Disguise for Alert 
Shoe Retailers — New Mer- 
chandising Possibilities Seen 
in the Coming Buyer's Market. ~ 


by HELENE O'HARA 


for minks? Will they part with fift, 
dollars for a festive petticoat? Will 
thirty-five dollar suede shoes be walk- 
outs in July? Stores with big inven- 
tories of high-priced merchandise are 
marking it down or clinging to the 
hope that the spending dollar is being 
clenched tightly only temporarily. But, 
probably the wisest step is the cultiva- 
tion of closer consumer-retailer rela- 
tions. A few stores have sponsored 
surveys of women buyers to get their 
reactions to prices, colors and style 
trends. 

One New York store has resumed 
meetings of consumers and directors. 
At their first meeting they cited the 
shoe industry—and not for merit! 
They said they didn’t like high-priced, 
ill-fitting, open shoes when they were 
looking for smart, medium-priced 
closed toes! It would seem that the 
buying rush is over. Just any shoe, 
in any style, in any color won't do. 
Is this a sad knell for the shoe indus- 
try? Not at all. It means that mer- 
chandising is back. It means that 
competition enters the field again. It 
means, too, that women will once again 
be in the market for a wardrobe of 
shoes, not just the morning-till-night 
styles of the war era. Is the retailer 
the only one affected in this new eco- 
nomic era? Indeed, no, for it starts 
with the tanner, the quality of the 
leather, the colors, the finish, and it 
extends through shoemaking, right 
down to the man who says, “This is 
just the shoe for that suit.” 


In every retail department—what- 





Fall Fabric Colors Pretested 
for Correctness and Appeal. 


ever it may sell, whether suits, house- 
hold commodities, or shoes—the word 
quality is again replacing quantity. 
Those non-resilient woolens of the 
early "40's are doomed. In some small 
textile mills of America, fabrics are 
being loomed which will rival the 
hand-made woolens, worsteds and 
tweeds of Europe. Under the guid- 
ance of designers and stylists who 
advise on colors and designs before 
the material is started through the 
weaving processes, a finer, fashion- 
right yardage is obtained. This is just 
one more step in the evolving American 

[TURN TO PACE 94, PLEASE] 


Sheep Are “Out of Fashion.” 
Self-Expression Comes Into 
Its Own at Long Last 
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VALUE . . - quality materials and painstaking crafts- FIT . . . that flatters from the start and means 
manship make Queen Quality the outstanding value lasting comfort and good looks. Queen Quality's careful 
leader in:it's field. Queen Quality’s reputation for longer attention to details assures snug, smooth top 

wear has been steadily building for many years. lines arid blissful comfort. 


STYLE ... that catches the eye and wins the heart BALANCE. .. of types and styles that enable 

of America’s most discriminating women. Queen Quality’s any dealer to fill his every need from Queen Quality’é 
designers are true artists in combining youth and wide selection. No matter what the customer's age 
good taste in flattering footwear. or taste, Queen Quality has the answer. 


ADVERTISED IN LIFE, 
WOMAN'S HOME COMPANION, 
MADEMOISELLE AND VOGUE. 


QUEEN QUALITY SHOE CO. « DIV: INTERNATIONAL SHOE COMPANY « ST. LOUIS 
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24 Leaithee Show 


At The Commodore 
NEW YORK 





Mareh 
Il and 12. 1947 


NEW CASTLE DIVISION 


is launching a full line of colors for the fall season of 1947 
in glazed kid and maracain. In addition, diversified colors 
are being presented in kangaroo suede; black glazed 
kangaroo is being made constantly; and slowly a business 
is being established in colored glazed kangaroo, and in 


black and colored shadow kangaroo. 


COLORS FOR FALL-WINTER, 1947-48: 


Totem Red Pewter Grey 
Berry Red Middy Blue 
Woodland Green Copra Brown 
Pottery Beige Balenciaga 

» Aztec Gold Moss Green 
Chocolate Caramel Wine 
Cinnamon Brown Clove Brown 


Inca Brown Black 


C2 


‘Ts USERS 


NEW CASTLE DIVISION 
ALLIED KID COMPANY 


100 GOLD STREET, NEW YORK 
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STANDARD DIVISION announces: 
COLORS are back! 


Suedes, glazed kid, cordigan kid and linings make their 
appearance in a wide variety of colors for fall and winter, 


1947-48: 


Totem Red 

Berry Red 
Woodland Green 
Pottery Beige 
Aztec Gold 
Chocolate Caramel 
Cinnamon Brown 
Inca Brown 
Pewter Grey 
Middy Blue 
Clove Brown 
Copra Brown 


Java Brown 


ode 


STANDARD AND SPECIALTY DIVISIONS 


ALLIED KID COMPANY 


209 SOUTH STREET, BOSTON 
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STERLING DIVISION 


presents the following line of leathers and colors for fall and 
winter, 1947-48: 

Gunmetal 

Berry Red 

Woodland Green 
Inca Brown 

Black 


Sterling patent sides 
Sterling patent kips 


Nurocco kid for lined and unlined shoes: 


Copra Brown Kelly Green 
Mink Brown Middy Bive 
Clove Brown White 
Vivid Red Black 


Tucson colt for slippers: 


White Red 


Tan Blue 


White Tucson cowsides for infants’ and children’s shoes. 


Gold and Silver kidskin 
Gold and Silver cabrettas 
Gold skivers 


STERLING DIVISION 
ALLIED KID COMPANY 


2631 N. FAIRHILL ST., PHILADELPHIA 
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McNEELY DIVISION 


will show the following colors for the fall and winter of 







1947-48: 


Glazed kidskin — Inca Brown (Town Brown) 


— Clove Brown (Army Russet) 


Crushed kid in black only. 





McNEELY DIVISION 
ALLIED KID COMPANY 


2631 N. FAIRHILL ST., PHILADELPHIA 


QUAKER CITY DIVISION 


presents for fall and winter, 1947-48: 


Black glazed kid for men 
and 


Black glazed kid for women 





QUAKER CITY DIVISION 
ALLIED KID COMPANY 


2631 N. FAIRHILL ST., PHILADELPHIA 
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ALTHOUGH eighteeen months have elapsed since the 
end of the war, the leather and shoe industries are con- 
fronted by as many extraordinary problems and un- 
certainties as during the war years. What will supplies 
be? How will they compare with demand? Is Europe 
likely to stimulate exports by the United States or will 
the expectation of export volume prove exaggerated as 
European currency problems limit foreign demand and 
industry abroad is rehabilitated? 

Still another set of questions involve the prospects 
of raw material supplies from the world areas which 
have historically been hide and skin exporters. Con- 
sumption of hides and skins was expanded in Latin 
America, in India and in other areas when normal 
leather supplies from the United States and Europe 
were curtailed during the war years. Part of this ex- 
pansion in tanning activity represented a normal growth; 
part was abnormal and unsound, a mushroom growth 
without a solid foundation of internal or external de- 
mand. 

It is hardly surprising that in the face of the multi- 
plying enigmas on the horizon, tanners and their cus- 











Leather Show Resumes: Supplies 


Still Uncertain 


tomers find it difficult to see a resolvable economic pat- 
tern in coming weeks or months. This intense degree 
of uncertainty could hardly be avoided in the aftermath 
of six years of economic dislocation. Not until price 
levels in domestic and world markets have attained a 
semblance of stability, not until trade patterns have 
shaken off the encumbrances and abnormalities of the 
war years, will it be possible to look ahead with reason- 
able assurance. 

To tanners, manufacturers and retailers the most 
cheerful aspect of the future is symbolized by large 
cattle herds in the United States. For the first time in 
many years this country is relatively close to self-suf- 
ficiency in cattlehides. However, comparative adequacy 
of domestic hide supplies is offset to some extent by 
the existence of restrictions abroad on those raw ma- 
terials which must be imported in whole or substantial 
part. In order to maintain the tremendous volume of 
leather production needed to service the shoe and other 
leather needs of 140 million consumers, the United States 
must import millions of skins from abroad. Prior to 
1941, for example, the U. S. purchased abroad more 
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Lapse of Five Years Since Last Showing by Tanners’ 





Council Heightens Normal Trade Interest in Event. 
Uncertainty in Supply Situation Unavoidable After- 
math of Six Years of Severe Economic Dislocation. 


than 42 million goat and kidskins, 26 million sheep and 
lambskins, millions of cattlehides, calfskins and miscel- 
laneous raw materials. 

By 1945 the total volume of importation had declined 
considerably, under the pressure of extraordinary con- 
ditions in foreign raw material producing regions. How- 
ever, there were signs late in 1946 that the tide had 
begun to turn, and a reversal of the trend of imports 
seemed to be developing. The expectation that the re- 
versal would be further confirmed in 1947 is based on 
the view that exports from countries normally shipping 
their surplus to the world market will begin to increase 
as native tanning activity is curtailed. Some evidence 
of such retrenchment in war-borne industry abroad has 
already been noticed. If this trend is definitely estab- 
lished, tanners and shoe manufacturers will be assured 
of greater supplies of raw materials, possibly later in 
1947 or at the beginning of 1948. In the meantime, it 
is generally acknowledged that the supply position, par- 
ticularly with respect to lightweight upper leather ma- 
terial is relatively tight. 

Another factor of very important concern to the in- 
dustry is the great increase in production costs due to 
advances in wage rates and tanning materials, chemicals, 
as well as incidental supplies. It is pointed out by tan- 


ners, for example, that labor costs in their industry are 
practically 100 per cent higher than before the war, and 
labor is the second most important cost in the produc- 
tion of leather. In view of such sharp cost increases, the 
structure of leather and shoe prices cannot be compared 
facilely with former years. The broad questions involved 
go beyond the horizons of the leather and shoe busi- 
nesses and are related to the economy of the nation as 


z whole. 


Leather Show Resumed 
For the first time since March 1942, the Tanners’ 
Council semi-annual leather show will be staged March 
11 and 12 at the Hotel Commodore in New York. The 
normal interest in this pivotal trade event has been 
heightened by the lapse of five years since the last show. 
Shortly after the war began, the Council foresaw that 
the energies of the tanning industry would be absorbed 
to an unprecedented extent by military needs and that 
promotional or selling exhibitions must be relegated to 
the background. This early prediction was quickly con- 
firmed; not until this year has the Council’s Exhibit 
Committee felt justified in resuming the Leather Show. 
More exhibitors will be found in the Commodore's 
[TURN TO PAGE 92, PLEASE] 


Cattle herds in the United States, for the first time in many years, are large enough to approach 
self-sufficiency in cattlehides. This encouraging factor is tempered by restrictions abroad on 


raw materials which must be imported. 
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SETON LEATHER CO. 
NEWARK 4 N. J. 


89 








FALL LEATHERS ON DISPLAY 


COLORS COMMITTEE 


William H. Barrett, Barrett & Company, Inc. 
Robert E. Binger, Allied Kid Company 
Frederick J. Blatz, Amalgamated Leather Cos. 
Felix Carr, Carr Leather Company 

Rudolph Correll, Hermann Loewenstein, Inc. 

G. B. Davy, Beggs & Cobb, Inc. 

James T. Gormley, B. D. Eisendrath Tanning Co. 
Dan Hickey, Surpass Leather Company 

Milton Hubschman, E. Hubschman & Sons, Inc. 
Joseph Kaplan, Colonial Tanning Co. 





Max Kornreich, R. Neumann & Company 


Frank R. Lemp, Armour Leather Co. HAROLD CONNETT 
Philip |. Light, American Hide and Leather Co. President, Tanners’ 
Council 


J. W. Macpherson, John R. Evans & Co. 
George H. Mealley, The Ohio Leather Co. 


Robert J. Mellin, A. C. Lawrence Leather Co. EXHIBIT COMMITTEE 
Frank H. Miller, G. Levor & Co., Inc. 
Walter Ziegler, Hunt-Rankin Leather Co. Dan Hickey, Surpass Leather Company, Chairman 


Frederick J. Blatz, Amalgamated Leather Cos. 
Daniel N. Gutmann, Gutmann & Company 


Resumption of Semi-Annual Leather Milton Hubschman, E. Hubschman & Sons, Inc. 


Showing Offers Manufacturers and George H. Mealley, The Ohio Leather Company 
Retailers Opportunity to View New Robert J. Mellin, A. C. Lawrence Leather Co.. 
Leathers, Colors for Fall. Louis C. Stevens, Allied Kid Company 
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AT TWO-DAY TANNERS’ SHOW 





DANIEL H. HICKEY 


Cairman, Exhibit 
Committee 





IRVING R. GLASS 


Acting Executive Vice- 
President, Tanners’ Council 





J. LOUIS NELSON 


Secretary, Tanners’ 
Council 


EXHIBITING TANNERS 


Agoos Leather Companies, Inc. 


Allied Kid Company 
New Castle and Quaker City Divisions 
Standard Division 
McNeely and Sterling Divisions 


Amalgamated Leather Cos., Inc. 
William Amer Company 

American Hide and Leather Company 
American Kid Company, Inc. 

Carl Antholz, Inc. 

Armour Leather Company 


Peter Baran & Sons, Inc. 

J. S. Barnet & Sons, Inc. 
Barrett & Company, Inc. 
Beadenkopf Leather Company 
Beggs & Cobb, Inc. 

Besse, Osborn & Odell, Inc. 
Brandt Leather Corporation 
N. Brezner & Company 

Burk Brothers, Inc. 


Corr Leather Company 

Colonial Tanning Company, Inc. 
Creese & Cook Company 
Crestbrand Leather Company 


Donnell & Mudge, Inc. 
F. C. Donovan, Inc. 
Dungan, Hood & Company, Inc. 


Eagle-Flagg Tanning Corporation 
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Eagle-Ottowa Leather Company 
John R. Evans & Company 


Fleming-Joffe, Ltd. 
John Flynn & Sons, Inc. 
S. B. Foot Tanning Company 


A. F. Gallun & Sons Corporation 
Garden State Tanning, Inc. 
Geilich Tanning Company 
Granite State Tanning Company 
J. Greeneboum Tanning Company 
Griess-Pfleger Tanning Company 
Gutmann & Company 


L. H. Hamel Leather Company 
Thomes B. Harvey 

Hebb Leather Company, Inc. 
The Hecht Company 

Melvin Henkin, Inc. 

Hiteman Leather Company, Inc. 
Horween Leather Company 

E. Hubschman & Sons, Inc. 
Hunt Rankin Leather Company 


Irving Tanning Company 


I. M. Kaplan, Inc. 

A. C. Lawrence Leather Company 
Leamex Corporation 

GS. Levor & Company, Inc. 


Lincoln Leather Company 
Loewengart & Company 
Hermann Loewenstein, Inc. 


Malis Leather Company 
Marcus, Forscher & Company 
McNeely & Price Company 
Modern Tanning Company, Inc. 
Monarch Leather Company 
Murray Leather Company 


R. Neumann & Company 
Northwestern Leather Company 


The Ohio Leather Compony 
Paris Tanning Company 

Fred Rueping Leather Company 
Seton Leather Company 

Sigma Leather Mfg. Corporation 


S. W. Simon Lecther Company, Inc. 
Surposs Leather Company 


Tan-Art Company, Inc. 
Albert Trostel & Sons Company 


R. J. Widen Company 
Winslow Bros. & Smith Company 


Richard Young Company 
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VISIT 


BOSTON 


Booth #32 - - March llth and 12th 
Hotel Commodore, New York City 


Leather Show, Tanners Council 
of America 
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Leather Show Resumes; Supplies Still Uncertain 


ballroom on March 11 and 12 than in 
any previous leather show, with a total 
of 76 tanners presenting their lines 
for the Fall and Winter Season, 1947. 
Every variety of upper and fancy 
leathers will be exhibited, attesting to 
the vitality of the U. S. leather indus- 
try in surmounting the innumerable 
production problems of recent years. 
Tanners were quick to appreciate the 
necessity of translating the technical 
achievements of the war years into im- 
proved modern leathers yielding even 
greater utility and satisfaction to con- 
sumers. Nowhere in the world has the 
science and art of tanning reached the 
efficiency and perfection of the U. S. 
industry. Today more than ever U. S. 
leather is a hallmark of quality which 
has superseded the traditions of quality 
and craftsmanship formerly associated 
with imported products. 


Leather High In 


Consumer Consciousness 


Tanners will exhibit their fall lines 
to manufacturers and retailers with at 
least one certainty in an uncertain pe- 
riod. Consumers are more keenly aware 
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of leather than ever before. Years of 
restriction, end-use limitations and sim- 
ple shortage almost inevitably brought 
a profound realization to consumers of 
those qualities of leather which had al- 
ways been taken for granted. The cur- 
tain of indifference was rolled back— 
instinct, logic and commonsense fo- 
cussed consumer attention on the unique 
value and utility, the beauty and satis- 
faction of leather. Consumers want 
leather; and consumer attitudes have 
been a source of pride to tanners and 
a justification of the industry’s confi- 
dence in its product as a primary, 
staple and essential material of mod- 
ern life. 


Leather Show Principles 


In organizing the March exhibit, the 
Council’s Exhibit Committee and its 
capable Secretary have had to restate 
the basic principles upon which the 
Leather Show was organized. All mem- 
bers of the Council, regardless of the 
size of their business, are assigned the 
same amount of space for displaying 
their lines. This prevents any desire 
for making an ostentatious display for 
its sake alone. This well-established 


principle of simplicity and uniformity 
of presentation has proved successful 
over a period of many years. 

No room displays are permitted; all 
leathers are displayed openly in the 
tanner’s booth where both his competi- 
tor and his customer may see them. 

All equipment necessary for the ex- 
hibit is provided by the Council. This 
includes racks, tables, chairs and over- 
head lights. Each exhibitor sets up his 
booth and packs his display at the close 
of the show. 

The cost of the exhibit is shared 
equally by all exhibitors, and it has 
been a matter of pride to the Council 
that these shows have been kept on a 
low-cost basis. Only actual expenses 
incurred in connection with the shows 
are passed on to the exhibiting tanners. 





To Open Shoe Department 

Etmira, N. Y. — Logan - Rogers, 
women’s apparel store, will open a shoe 
department shortly. Robert Fishman, 
formerly associated with Rosenbaum’s, 
will manage the department. It will be 
operated by S. & M. Hersch Shoe De- 
partments, Inc. 
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Fall Fashion Notebook 


fashion picture. For now, unlike the 
hurried war years, the right materials 
can be designed for the style, not adapt- 
ed to it. It is not happening all at once. 
It may even prove a healthy sign that 
this year the cautious customer is delay- 
ing the Fall plans of the designer, the 
manufacturer and the buyer. 


INDIVIDUALITY RETURNS 


Fashion for five years was more or 
less regimented. Skirt and jacket 
lengths, “lap,” etc., didn’t put American 
women into uniform, but certainly re- 
stricted their choice of every type of 
garment from robe to evening gown. 
It is only natural that for a time they 
would want overlong jackets, bumptious 
sleeves and other “yardage” fashions 
which are in direct contrast to their 
war-year clothes. But, such extremes 
are only temporary. Now women can 
again express their own personalities. 
As one leading New York store aptly 
says, “Sheep are out of fashion.” 

Two important skirt types seem des- 
tined for Fall; both of these focus atten- 
tion on legs and feet. One is the pleated 
skirt, which with all its fullness still 
gives a slim graceful look. The other is 
the very narrow skirt (many split) 
which contrasts with the hip-conscious 
jacket, blouse or bodice, emphasizes the 
tiny “nipped-in” waist. Stockings and 
shoes must coordinate with dress, suit 
or coat styles, for this is a new head-to- 
foot season, not in a single color, but 
iz a singularly correlated ensemble. 


MORE CUSTOM BUSINESS 


Is the custom business back? Yes. Is 
it confined to high-priced merchandise? 
Not at all. It is as much for the depart- 
ment store as the specialty shop. It pre- 
supposes that buyers work together weil 
in advance so that ready-to-wear, milli- 
nery, shoes and accessories appear in 
“families,” ready for head-to-toe sales, 
right in fashion, right in color, right in 
design. The salespeople of last year and 
the year Before need fashion training 
again, just as they did in the pre-’40’s. 


HIGH STYLE BROWN 


Brown has risen considerably in fash- 
ion significance. Warm, soft, fur-like, 
flattering browns and amber tones are 
being dyed in woolens, rayons and tweed 
mixtures. Grey continues, having be- 
come a basic in the last few seasons. 
The lighter colors, once thought of only 
for Winter resort wear, are losing the 
stigma of impracticability for city Fall 
and Winter wear. They make a pleas- 
ing contrast with dark coats and grey 
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days. With these beiges, pinks, golds, 
aquas and blues, Glacé Chocolate and 
Fiesta Wine leathers have just enough 
depth to be pleasing contrasts. Calf 
tanners particularly are promoting a 
light tan for Fall with this in mind. Kid 
tanners have a golden casual color. 
Grey with black and grey with brown 
are costume combinations that follow 
through to shoes. Spats, a revival of 
post-World War I fashion, are slated 
for a return engagement. Navy which 
has been increasingly popular in dresses 
suits and hats for Winter wear seems a 
little stronger for Fall. Calls for Ad- 
miral blue shoes may be stepped up 
some. These can also be worn with 
wine and grey and tweeds! 


THE CLASSIC PUMP 


The classic pump is welcomed by 
women of all ages. In black or brown, 
in high heels and low, it is the safest 
single shoe in which a merchant can 
invest. But, it should not be underesti- 
mated in colors, in grey, chocolate 
brown, red, green, wine, with matching 
bags and gloves. Will this disecurage 
customers from buying more than one 
pair of shoes? On the contrary, women 
may buy it in various heel heights and 
colors for every costume they have. For 
variation there are the new spectator 
types, softer looking details, extension 
soles for daytime, business, and subur- 
ban wear. 

The open toe is not dead. Many 
women feel that it shortens the foot, 
that a closed toe will require a larger 
size. They are, however, in many cases 
showing a preference for closed backs. 
But, if regimented fashion is out of 
vogue, and most far-sighted stylists 
agree that it is, then open toes and open 
backs are still factors in merchandising. 
The high-heeled ankle strap has been 
adopted by women who, regardless of 
season, demand it with all their clothes. 
In a sandal the ankle strap is not new, 
but it is being designed with d’Orsay 
throats, closed backs, both open and 
closed toes. Instep straps have made 
a hit with the young. With longer skirts, 
and these are bound to follow with the 
heavier, upper-torso look, straps give a 
balanced looked to the silhouette. In 
supple side leather they are made in the 
softest low-heeled casuals, and in calf, 
kid and suede in browns and high colors. 

It has been said that when skirts get 
longer, heels get higher. This is not 
necessarily true. In the last period of 
long skirts, the cuban heel and all its 
sister variations were born, boomed and 
stayed. Women have learned that they 
needn’t wear one heel height exclusively, 
and readily change from flats to heights 


without a thought and without danger. 
Past-forty customers will certainly cling 
to the medium heel. High-fronted ties 
give the same smooth appearance as 
closed pumps and are well suited to 
either the very slim skirt or the pleated 
one. Well-designed oxfords are definitely 
ankle flatterers. 

Are customers turning away from 
soft shoes that they bought ‘with such 
a large percentage of their ration 
stamps? Are soft shoes out of date? 
Soft, light shoes have never been more 
in demand, but customers are all-out for 
fit. In platforms they want no bogging 
down of the resilient filling between 
lining and sole. They see no reason 
why they must sacrifice trimness for 
softness, for sloppy shoes are dated. It 
is a problem for advocates of the Cali- 
fornia process, but time and experience 
will solve it. 


TOP QUALITY LEATHER 


All tanners agree that the day of 
demand for top quality leather has ar- 
rived. Sincerely as one, they wish that 
new finishes, crock-proof, could be of- 
fered in large quantities, but since hides 
and skins come from changing world 
markets they cannot be purchased with 
ease so that quality can invariably be 
controlled. Raw skins determine finish 
and, to a certain degree, color. Many of 
the post-war developments are not yet 
practical, and anxious customers and 
merchants must wait until skins and 
hide purchases can be selective. Then, 
and only then, can they work toward 
top quality production, new finishes and 
new color ranges. This is not the year 
to make prophetic promises about shoe 
colors and finishes. 


MONTH-TO-MONTH PLANS 


What are the good shoe months? Are 
shoes seasonal only? More and more 
shoe manufacturers and buyers are 
thinking less of seasons, more of month- 
by-month merchandising. It is wise? 
The profit and loss figures of retail 
stores revolve around purchases, sales, 
markdowns and turnover. The less sea- 
sonal the department, the smaller the 
markdowns. Month-to-month planned 
merchandising doesn’t take all the risk 
out of shoe buying, but it does cut mark- 
downs. There will always be peak 
months, but planried buying of occasion 
and ensemble shoes will cut markdowns, 
and keep department sales on a more 
even scale. Color is a factor. Coordina- 
tion of shoes and accessories is a tre- 
mendous factor. So are new twists on 
old standbys. 
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WHAT THE TANNERS WILL SHOW 


Leathers and Colors for Fall to Be Shown by Firms 
Exhibiting at the Commodore Hotel, New York, 


March 11 and 12 


Lists as received jrom tanners up to time of going te press. 


AGOOS LEATHER COMPANIES, 
INC. 


Doeskin 


Black 

Navy No. 657 

Fiesta Wine No. 248 
Town Brown No. 240 


Leicester Kips 


Black 

Navy No. 750 

Town Brown No. 550 
Fiesta Wine No. 650 


Vobuck 


Black 

Town Brown No. 44 
Navy No. 94 

Fiesta Wine No. 21 


ALLIED KID COMPANY 


Quaker City Drvision 
Glazed Kid 


Black 


McNee ty Drvision 
Glazed Kid 

Army Russet No. 28 

Town Brown No. 25 
Crushed Kid 

Black 


New Caste Division 
Glazed Kid 
Full Line of Colors 


Maracain 
Full Line of Colors 


Kangaroo Suede 
Diversified Colors 


Glazed Kangarzo 


Black 
Colors 


Shadow Kangaroo 
Black 
Colors 
Totem Red 
Berry Red 
Woodland Green 
Pottery Beige 
Aztec Gold 
Chocolate Caramel 
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Cinnamon Brown 
Inca Brown 
Pewter Grey 
Middy Blue 
Copra Brown 
Balenciaga 
Moss Green 
Wine 
Clove Brown 
Black 

Stanparp Drvision 
Suedes 
Glazed Kid 
Cordigan Kid 
Linings 
(Wide variety of finishes for Fall 

and Winter) 

Totem Red 
Berry Red 
Woodland Green 
Pottery Beige 
Aztec Gold 
Chocolate Caramel 
Cinnamon Brown 
Inca Brown 
Pewter Grey 
Middy Blue 
Clove Brown 
Copra Brown 
Java Brown 


Stertinc Drvision 
Sterling Patent Sides 
Sterling Patent Kips 
(Both in following colors) 
Gunmetal 
Berry Red 
Woodland Green 
Inca Brown 
Black 
Nurocco Kid for Lined and Unlined 
Shoes 
Copra Brown 
Mink Brown 
A new Brown 
A new Red 
Kelly Green 
Middy Blue 
White 
Black 
Tuscon Colt for Slippers 
White 
Tan 
Red 
Blue 


White Tuscon Cowhides for Infants’ 
& Children’s Shoes 

Gold and Silver Kidskin 

Gold and Silver Cabrettas 

Gold Skivers 


AMALGAMATED LEATHER 
COMPANIES, INC. 

Snowite Amazon 

Pre-shrunken Hand Boarded leather 
Kidskin 

White 

Black 

Colors 
Charmooz (Fine Suede Kid) 


Ambuck—so}t, close-napped 
White Suede 
Kid Linings 
Beige 
Gray 
Black 
Slipper Stock 
Full Range of Colors 


Genuine Reptiles 
Kips and Sides 


WILLIAM AMER COMPANY 


Glazed Kid 
Black 

Glazed King Kangaroo 
Black 


AMERICAN HIDE AND LEATHER 
COMPANY 


Women’s Calj 

Princess Calj 
Black 

Rosebay Willow Cal} 
Town Brown 
Gypsy Brown 
Amber Brown 
Cherry Red 

Men's Calf 

Royal Cal} 


Black 
[TURN TO PACE 98, PLEASE] 
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WHAT THE TANNERS WILL SHOW 


Willow Calf 
Boulevard Brown 
Brandy Tan 
Black 
Bag Cal; 
Black 
Black Crushed 
Brown Crushed 
Blue Crushed 
Kips and Sides 
Empire 
Boulevard Brown 
Town Brown 
Gypsy Brown 
Golden Harvest 
Black 
Titan 
Boulevard Brown 
Amerigrain Elk 
Boulevard Brown 
Golden Harvest 
Black 
White 
CARL ANTHOLZ, INC. 
Complete Line of Reptilian Leathers 
in all leading colors. 


ARMOUR LEATHER COMPANY 


Maison 
Bokip 
Bokide 
Cossack 
Skeet 
Ivory 
Zetche 
Swanky Suede Splits 
All in popular colors, in Fall shades 


PETER BARAN & SONS, INC. 


Genuine Alligator Leather 
in latest shades 


BARRETT & COMPANY, INC. 
Men’s and Women’s Shoe Calf in all 
official Fall colors 
Llama 


Lasticalf 
Scotch Grain 
Hyland Grain 
Fall Colors 


BEADENKOPF LEATHER 
COMPANY, INC. 


Glazed Kid—Army Russet 
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Cabretta—Army Russett 
Black Shoe Upper Leather 
(In men’s & women’s Weights) 
Garment Leather 
Goat & Cabretta 
Chestnut Brown 
Black Kid Suede 
Beige Linings 


BEGGS & COBB, INC. 
Grain Leathers 


Dress smooth black, white, colors 
Burlee, black, colors 
Playtog. white, colors 
Elk, black, white, colors 
Kimfi-Kips, black, white. colors 
Leisurite, colors 
Wedgemere, white, colors 
Sno Buck, white 

Splits 
Custom Kip Linings 
Duotone Kip Linings 
Slippers 
Embossed Upper Splits 
Workshoe 


BESSE, OSBORN & ODELL, INC. 


Natural Calfine and colors 
for shoe linings 
Sweat band Leather 
Leather for industrial purposes 


BRANDT LEATHER 
CORPORATION 


Staple and fancy finished leathers in 
sheep, goat, for all purposes 


N. BREZNER & COMPANY 


Smooth and Elk Sides 
Town Brown 
Rlack 
Army Russet 
Turftan 
Whites 
Red 
Blue 
Boulevard Brown 
Ruddy Wine 
Brandy Tan 
Fiesta Wine 
Gypsy Brown 
Amber Brown 


Embossed Alligator Grain Calf 


Black 
Town Brown 
Army Russet 


Smooth and Embossed Splits 
Army Russet 
Town Brown 
Black 
Red 
White 
Turftan 
Embossed Alligator Splits 
Red 
Green 
Brown 


Black Suede Splits 
Lining Splits 
Natural Ooze Lining Split 
Beige Finished Embossed Lining Splits 
Embossed Alligator Grain— 
Kips and Sides 
Black 
Town Brown 
Army Russet 


Red 


BURK BROTHERS 


Kid Leathers, black, brown & 
burgundy 

Suede Kid, black, white, brown 

Elk, black, brown, white 

Cabrettas, black, brown, burgundy 

Suede Splits, black, brown, blue, 
burgundy, red, green 


CARR LEATHER CO. 


Suede Cal} 
Glace Chocolate No. 45 
Tan Brown No. 160 
Cherry Red No. 165 
Fiesta Wine No. 6 
Tropic Sand No. 234 
Cocoa Tan No. 42 
Country Grey No. 207 
Liberty Red No. 214 
Dark Blue No. 108 
Royal Blue No. 111 
Grey No. 33 
Dark Green No. 15 
Black 


COLONIAL TANNING 
COMPANY, INC. 


Patent Leather 


Mascara Brown 
Etruscan Brown 
Hot Chocolate 
Seal Brown 


[TURN TO PACE 100, PLEASE! 
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Unchallenged In Their Quality 
FAMED FOR THEIR FASHION ACCEPTANCE 


From the four corners of the earth, Amalgamated takes choicest raw skins and tanning 
them against a background of 75 years of technical “know how” and with modern 
facilities and equipment produces this complete line of world famous, fashion-accepted 


leathers. 
SNOWITE AMAION KIDSKIN SLIPPER STOCK 
Beoutiful Pre-shrunken In White, Black and Colors In @ Full Ronge of Colors 
e soe Seode Ki . NE REPTILE 
AMBUCK Fine Svede Kid GENUI $s 
Soft, Clese-Napped White KID LININGS 
Suede in Grey, Beige ond Block KIPS AND SIDES 


EXHIBITING: OFFICIAL FALL OPENING AMERICAN LEATHERS 





Booth Noe. 70 + Hotel Commodore—March 11-12 


AMALGAMATED LEATHER COMPANIES 


WILMINGTON, DELAWARE 


oa TRADE MARKS REG. U.S. PAT. OFF. 
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WHAT THE TANNERS WILL SHOW 


Golden Tobacco 
Black 
Bordeaux Wine 
Kelly Green 
Laurel Green 
Pomade Green 
Bluejacket 
Deck Blue 
Unity Blue 
Cherry Red 
Kona Red 
Cherry Coke 
Splits 
Natural Soles 
Printed Soles 
Finished Insoles 
Suede Splits 
All in the following colors: 
Black, Brown and Red 
Ooze Linings 
Waterlily 
Fawn 
Grey 
Beige 
Playshoe Splits 
Army Russet 
Elk 
Ked 
White 
Suede Cal} 
Black 
Brown 
White 
Blue 
Sport Calf 
Black 


Brown 
White 


CREESE & COOK CO. 


Calfskins 
Kipskins 
(Suitable for men’s & Women’s 
Shoes) 
Tony Red 


DONNELL & MUDGE, INC. 


Saddle Sheep 
Smooth and Embossed Sheep 
(for leather goods trade) 
Grain and Reverse Colored Linings 
Natural Sheep 
Cape Leathers 
Finished Splits 
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DUNGAN, HOOD & CO., INC. 


Black Glazed Kid 
Black Suede Kid 


EAGLE-OTTAWA LEATHER 


Ottawa Elk 
Army Russet 
Turftan 
Black 
White 

Merican Grains 
Army Russet 
Turftan 
Black 

Grains 
Spey Royal Scotch 
Kiltie 
Boulevard 
Yeoman 


JOHN R. EVANS & CO., INC. 


Ruby Kid 
Black Glazed 
Dawn 
Peerless Colors Glazed 
White 
Brown 
Peerless Colored Linings 


Peerless Suedes 
Black 
White 
Colors 
Cara Kid (hand crushed) 
Blacks 
Seasonal colors 
Brogandi 
Blacks 
Seasonal colors 
Bokhara 
Blacks 
Seasonal colors 
Jimmy Pig 
White 
Staple 
High Colors 
Evanide Kips 
Clear Finish 
Blacks 
Evanide Calf 
Suede 
Glazed 


Evans Horse Butts & Splits 


JOHN FLYNN & SONS, INC. 


Shoe Leathers 
Flynntan Side Leather 
Flynntan Sole & Flexible Splits 
Flynntan Linings (Sheep) 
Flynntan Upper (Sheep) 
Garment Leathers 
Flynntan Cowhide 
Flynntan Suedes 
Flynntan Graincoat 


S. B. FOOT TANNING CO. 


Full Grain and Corrected Elk 
White 
Black 
Standard Tan and Brown 


Heavy Service Leathers 

Horse & Cow Garment Leathers 
Glove, Gusset and Shoe Splits 
Specialty Leathers (Some) 


A. F. GALLUN & SONS 
CORPORATION 


Aztec 

Cretan 

Eskimo 
Norwegian 
Wax Norwegian 
Normandie 
Viking 

Apache 
Tooling 

French Process Wax 
Furniture 
Grains 

Lining 

Domino 
Baguette 
Mandarin 

Lido 

Ebony 
Quarterbright 
Clyde 

Kongo 

In various colors and black 


GRANITE STATE TANNING CO. 
[see pace 111] 


GARDEN STATE TANNING, INC. 


Calfskins 
Kipskins 

Tony Red 
(Suitable for men’s & wm’s shoes) 
Sandal Leather 
Upper Splits 
Suede Splits 
Lining Splits 
Chrome Retan Sole Splits 
Flexible Innersole Splits 

[TURN TO PAGE 102, PLEASE] 
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FINE LEATHERS 


alligator-grain on calf 


Jersey Galt 
buffalo 
















distinguished by 
luxurious feel and 
suppleness, derived 
from special vegetable- 
tanning processes and ~ 
natural, aniline finishes. 





~ JERSEY CALF BUFFALO 


COLORS iM 


any orn 
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THE GRIESS-PFLEGER TANNING 
COMPANY 


Lozantan Full Grain Aniline Finish 
Kips 

Combotan Smooth Dress Kips and 
Sides 

Lozant Chrome Smooth Dress Kips and 
Sides 

Lozant Chrome Sport Elk Sides 

Bison Full Grain W ork Elk Sides 

Lozant Proxyline Lining Splits 
Poinsettia Red 
Turftan 
Army Russet 


GUTMANN AND COMPANY, 
INC. 


Gambola 

Ski 

Derby Grain 
Scotch Grain 
Campus Grain 
Hunter Grain 
Calabash 

Red Maple 
Brown 


L. H. HAMEL LEATHER CO. 
Boarded Crushed Kid 


- Army Russet 
Town Brown 
Black 

Smooth Finish Kid 
Black 
Wildfire Red 
Town Brown 

Kid Linings 
Mocha 
Slate Grey 
Water Lily 
Pink 
Blue 
Green 

Sueded Kid Linings 
Fawn 
Grey 
Water Lily 

Smooth Cape Lambskins 


Grey 
Fawn 
Water Lily 


Sueded Cape Lambskins 


Grey 
Fawn 
Water Lily 





102 


[CONTINUED FROM PAGE 100] 


THOMAS 8B. HARVEY 


Suede Kid 
Black 
Brown 
White Swan-Buc 
Kid Linings 


HITEMAN LEATHER COMPANY, 
INC. 


Calf Leather 
1947 Fall Colors 


Calf Slipper Leathers 
High Colors 


HORWEEN LEATHER COMPANY 
Forest Calf 


Colors 
¥ oodland Cal} 
Black 
Colors 
Redwood Cal} 
Colors 
Cedar Calf 
Black 
Colors 
Chromexel Cal} 
Black 
Colors 


Cordovan Butts 
Chrome Kip Sides 
Black 


Colors 
Natural Back 


HOYT & WORTHEN TANNING 
CORPORATION 


Ladyslipper Stainless Dock Lining 
Leathers 


Town Colors for VW omen 


Glace Chocolate 
Town Brown 
Gypsy Brown 
Amber Brown 
Cherry Red 
Fiesta Wine 
Black 
White 
Casual Colors for W omen 


Tropic Sand 
Rancho Tan 
Cocoa Tan 
Country Grey 
Liberty Red 


WHAT THE TANNERS WILL SHOW 


HUNT-RANKIN LEATHER CO. 


Bucko Calf 
White 
Black 
Army Russet No. 11 
Town Brown No. 124 
Navy Blue No. 13P 


Velvetta Suede Calf 


Black 
Brown No. 102 
Navy Blue No. 530 


Grain Cal}, VW omen’s W eight 
Black 


Town Brown 


Navy Blue 


Grain Calf, Men’s W eight 
Black , 


Army Russet 


IRVING TANNING COMPANY, 
INC. 


Hartland Leather, Aniline Full Grain 
in Smooth and Boarded, popular 
shades for men’s shoes and loafers 

Debesco, pigment full grain, smooth 
or boarded in popular shades for 
men’s shoes and loafers 


Elk and Smooth Sides for women’s 
sportswear 
Army Russet 
Turftan 
Lipstick Red 
White 


Splits 
Sole Splits 
Innersole Splits 
Work Shoe Splits 
Non-slip 
Gussets 


I. M. KAPLAN 


Alligator and Other Prints 


Town Brown 
Amber Brown 
Cherry Red 
Black 


Smooth and Elk Sides, 
heavy rugged types 


Boulevard Brown 
Golden Harvest 
Cabana Brown 
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Gutmann & Company + Tanners + Chicago 











FINE LEATHER ON DISPLAY 
BOOTH 42 


MERICAN GRAINS 
EAGLE ELK 
OTTAWA ELK 
TUFTOE TIPPING 









NEW YORK 
MARCH 11-12 
HOTEL 


| 
| 


| 











EER 
IRYCO+s 


LOOK FOR BOOTH £43 


KANGAROO - BUCK 
LAMBSKINS 


Richard Young Company 


























Great Little Time Savers 


Price Tags with imprinted prices, any selection desired. 
Spring Circular showing 8 color designs sent on request. 





COMMODORE { 
BOOTH 42 


80 Years of Tan 





GRAND HAVEN, 







—_ 


ning Craftsmanship 


Eagle-Ottawa Leather Co. 


MICHIGAN 











Size 1/2" x 24%" . 
ai tin — printed on tags: 
XS cml 12 Doz.—$4.25 
12 Doz.— 2.50 | 24 Doz.— 6.75 
Canada 8c Canada 
6 Doz.—$1.70 ° | 12 Doz—$4.55 
12 Doz.— 2.80 ¥ aaa 24 Doz.— 7.35 


“U"—Green with yellow trim—white board—price black 


Merchants’ Service Dept., 209 $. State St, Chicago 4, Illinois 






With store name 

















A. C. LAWRENCE LEATHER 
COMPANY 


Men’s Cal} 
Duro—Black 
Beverly Grain 
Indian Tan No. 900 
Boulevard Brown No. 957 
Tawny Tan No. 978 
Tweed 
Boulevard Brown No. 106 
Indian Tan 
Braemore 
Boulevard Brown 


Women’s Calf 


Moda 

Black 

Indian Tan No. 900 
Town Brown No. 417 
Amber Brown No. 423 
Gypsy Brown No. 425 


Shoe Side Upper Leather 
Women’s (Gun Metal Finish 
Smooth Leather) 
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Town Brown No. 47 
Gypsy Brown No. 50 
Amber Brown No. 39 
Cocoa Tan No. 61 
Red No. 51 

Black No. 9 


VYen’s (Gun Metal Finish 
Smooth Leather) 


What the Tanners Will Show 


Nubuck 


White 


Patent Leather 


Town Brown No. 88 
Dark Blue No. 82 
Dark Green No. 84 
Dark Red No. 85 
Mahogany No. 75 


Boulevard Brown No. 22 Sardony 

Brandy Tan No. 29 Black 

Indian Tan No. 33 Sheepskin 

Tawny Tan No. 52 Barilla 

Army Russet No. 36 Natural 

Turftan No. 41 Waterlily 

Black No. 9 Grey No. 196 
Hikon (Elk) Bleck 

= Fawn No. 126 
Boulevard Brown No. 790 Miami 
Ruddy Wine No. 765 Color 15 


Golden Harvest No. 741 
Golden Tan No. 716 
Camel No. 780 

Cocoa Tan No. 761 
Army Russet No. 718 
Black No. 709 

White No. 762 


Hair Shoop Barilla 


Black 

Brown 

Wine 

(1 or 2 lining colors) 


[TURN TO PACE 106, PLEASE] 
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What the Tanners Will Show 
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why retailers 
are — 


Vegetable Linings 
Natural 
Waterlily 
Grey No. 196 
Black 
Fawn No. 126 
Miami 
Color 15 
Russet 


Reverse Linings 
Waterlily 
Miami 
Grey 


Upper Leather Splits 
Two or three shades 
Lining Splits 
Two or three shades 
Sole Leather Splits 
Black 


Skivers (Sock Lining) 
Popular lining colors 


Shearlings 
Linings 
Sock Linings 
Colors 
not decided 
Upper Leather 
Electrified Colors 


LEAMEX CORPORATION 


Calf Leather 
Black 
Brown 
Navy 


Genuine Handboarded Morocco 
Black 


Brown 
Navy 
Red 
Kelly 
Tan 


Maroon 


Glazed Goat—Tan 


Embossed Goat 
Black 
Brown 
Navy 
Red 
Tan 


Goat Splits 
Black 
Tan 
London 
Red 
Kelly 
Navy 
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Aniline Pigskin 
London 
Hazel 
Tan 
Brown 
Red 
Kelly 
Navy 
Black 
Maroon 
Grained Pigskins 
Black 
Brown 
Buffalo Cowhides 
Smooth and Embossed 
Full Color Assortment 


G. LEVOR & CO., INC. 


W hite Kid 


Glazed 
Mellow Crush 
Flexy 
White Clover Kip in smooth boarded 
and crushed grain finishes 
T hite and Crushed Cabrettas 


LOEWENGART & COMPANY 


Mercersburg Tannery Division 
Vegetable Tanned Side Leather 
Aniline 
Pigment 
Lacquer 
Smooth and embossed in different 
grains 
Flexible Inner Sole Splits 
Chrome Tanned Kips 
Lining Kid 
Gahna Leathers 


Gahna Morocco 
Gahna Saffan . 
Gahna Crushed Goat 
Gahna Ecrase 
Gahna Smooth Goat 
Similar type finishes on: 
East India Tanned Sheepskin 
East India Tanned Goatskin 
Pigskin 
Buffalo Calfskin 
Gold and Silver Kid 


HERMANN LOEWENSTEIN, INC. 


Gamuza Suede Cal} 
Black 
White 
Colors 
[TURN TO PAGE 11], PLEASE] 


Terrific ads— 

4 color—full pages in 
Mademoiselle, Seventeen 
True Story, Modern Screen 
Screen Romances, Modern 
Romances, this May and June 
—the largest advertising 
appropriation ever put 

behind a single brand name. 


Trouble-free casuals on 

the famous Rub-R-Rope soles. 
High styles... High colors... 
Lowest prices ... Wrap-ups 

at only $3 retail. 


Solve your ‘casual’ prob- 
lem with Greggies—a 
terrific line, terrifically 
advertised with a tre- 
mendous new factory — 
40,000 square feet in 
Atlantic City. That's why 
dealers are rushing orders. 


Guages 


THE GREGG COMPANIES, Inc 
26 NORTH KENTUCKY .AVE 
ATLANTIC CITY, NEW JERSEY 
TEL.: ATLANTIC CITY 4-2706 
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reggies are built li& 
gay, brilliant fabric tops ¢ 
d stitch-welded to the 
, airy Rub-R-Rope 
ies hug the feet, 
ithe hottest days, and no 
from heels that flop-flop! Greggie® come 


LOK 


aiso in ony two-color combinction 


of block, blve, red, yellow, in dozens of glamorous styles 
acral, qrece and eult—Abet 83 to match every costume—and the 
so low—only $3—s0 you can two 
pairs for the averoge price of one. 
Available at your favorite store. 





-—_ 


PLATFORM 
UPPER CEMENTING COVER CEMENTING LIP CEMENTING 
u 














BE BE TEX, latex type and BEBE BOND. solvent type. synthetic rubber 
cements have been developed with one objective in mind — to meet the 
requirements of shoe manufacturers for @ificient general shoemaking cements. 
There is a cement for each adhesive operation for every type of shoe. 


The performance quality of each number is a result of extensive 
research with the best of avcilable materials. This is followed. 
by thorough testing and relesting in factory production before any 
cement is included in the line. The continuation of a high siand- 
ard of performance is assured by laboratory control and consiant 
attention to variable shoe industry operating conditions. 

In the BE BE BOND line a limited mumber of crude rubber 
cements are now available. Your United representative will be 
glad to assist you in determining the most advaniageous uses for 
your allocation of crude rubber. 













BOTTOM CEMENTING ' SOLE CEMENTING PLATFORM CEMENTING 


Products of B. B. CHEMICAL COMPANY, Cambridge and South Middleton, Mass. 
Distributed by UNITED SHOE MACHINERY CORPORATION, Boston, Massachusetts 


108 Boot and Shoe Recorder 











: 

é 

4 

j 

, 

— 

= 

z 

: 
For Casual wear Greenebaum offers Vegeleen, a full- 
bodied combination tannage particularly suited to 
lined and unlined shoes. Its translucent aniline fin- 
ish brings out the leather’s natural beauty and keeps 
shoes looking new and attractive. It antiques well. 

J. GREENEBAUM TANNING COMPANY 

| FOUR TANNERIES IN CHICAGO AND MILWAUKEE 

. Main Office: 3057 N. Rockwell St., Chicago. Eastern Office: 129 South St., Boston. Cable Address “Greentree” 

s 
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¢ 
» Swe Pans are Better tan One 


» Extra sales of Jarman “Leisuals” 
Build Greater Volume for Your Store 


Comes the first bold Robin...Comes a shy violet...And 
comes the American male—bogged down with Spring Fever... 
\ the cares of a workaday world giving way to thoughts of 
WN «\ ** leisure moments. And, too, the wide-awake, volume-minded Jarman 
cod : ? dealer gives careful thought to those leisure moments—as 


7) w/ ' 
7 Jsuoes For w Ancgsauadnegs en | 
.” For 
Business ... Big Business because “Leisuals” automatically convert 


measured in terms of Jarman “Leisuals.” F Leisuals” are Big 


every Jarman prospect into, potentially, two sales—one for 

Jarman dress styles, another for Jarman “Leisuals.” Yes, the 
“Leisual” is the biggest thing in men’s footwear in years...the biggest 
thing since the Spring-struck male first discarded winter brogues, 

put on a snappy Tan and White, and became a steady two-pair-a- 
year prospect. And now, with Jarman “Leisuals” to tickle his 

buying fancy, Mr. Leisure-Minded Male becomes a two-pair-per-visit 
customer for the volume-minded Jarman dealer. 


JARMAN SHOE COMPANY « DIVISION GENERAL SHOE CORPORATION « NASHVILLE, TENNESSEE 
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WHAT THE TANNERS WILL SHOW 


Campus Calf — Heavyweight sueded 
leather for loafer and casual shoes 
Black 
White 
Colored 

Heavyweight Genuine White 
Jack Buck 


MALIS LEATHER COMPANY 


Suede 
White 
Black 

Glazed Kid 
Black 
White 
Brown 

Glazed Cabs 
White 
Black 
Brown 
Blue 

Garment Goat 

Cabrettas 


MARCUS, FORSCHER & CO. 
Genuine Buck 


Suede Calf 


Black 
Brown 


Colors 


Smooth Calf 
Black 


Brown 


Colors 


McNEELY & PRICE CO. 
Suede, Black, White, Colored 
Glazed Kid, Black, Brown 
Crushed Kid, Colored 
Genuine Lizards 


MONARCH LEATHER COMPANY 


Smooth and Boarded Sides 
Fall Colors 

Scotch Grains 

Ranger 

Elk 


GRANITE STATE TANNING CO. 
Elk Leathers 

Kips 

Sides 
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White 

Black 

Army Russet 

Red 

In Smooth Sides 
Turftan 


Holltan 
Black 


R. NEUMANN & COMPANY 


Alligator Grain on Calf 
Amber Brown 
Fall Brown 
Fiesta Wine 
Cherry Red 
Spruce Green 
Black 


Jersey Calf 
Gypsy Brown 
Amber Brown 
Fiesta Wine 
Cherry Red 
Spruce Green 
Black 


In men’s Weights: 
Boulevard Brown 
Brandy Tan 


Buffalo 
Town Brown 
Amber Brown 
Fiesta Wine 

’ Cherry Red 
Black 

In men’s Weights: 
Boulevard Brown 
Ruddy Wine 
Indian Tan 
Golden Harvest 


For Children’s Shoes 
Bengal Brown 


NORTHWESTERN LEATHER 
COMPANY 


Sootan 

Elko Kips 

Elko Extremes 
Deerskin Kips 

Elk Sides 
Kitchener 
Mackinac 
Tamarac Kips 
Tamarac Extremes 
Tarton 

Essex Pac Leather 
Smooth Pac 
Finished Lining Splits 


THE OHIO LEATHER COMPANY 


Women’s Calf Leathers 
Town Colors 
Glace Chocolate No. 561 
Town Brown No. 539 
Gypsy Brown No. 515 
Amber Brown No. 588 
Fiesta Wine No. 555 
Black Jill Jetta 


Men's Calf Leathers 
Street and General Wear 
Boulevard Brown No. 88 
Brandy Tan No. 68 
Indian Tan No. 19 
Tawny Tan No. 67 
Ruddy Wine No. 93 
Black Jetta 
Embossed Calf Alligator and Lizard 
designs in all women’s colors listed 
above 


FRED RUEPING LEATHER CO. 
Kin Kin Veals 
Kin Kin Extremes 
Kankakee Veals 
Kankakee Extremes 
Kankakee Sides 
Leisure Kankakee Veals 
Leisure Kankakee Extremes 
Leisure Kankakee Sides 
Rue Buck Veals 
Rue Buck Extremes 
Hiawatha Veals 
Hiawatha Extremes 
Hiawatha Sides 
Mohawk Veals 
Mohawk Extremes 
Mohawk Sides 
Tartan Veals 

Tartan Extremes 
In Standard Shades 


SETON LEATHER COMPANY 


Patent Leather 
Black 
Six Spring Colors 
Duderoo Kips—Full Grain 
Aniline finish 
Red 
Army Russet 
White Zephyr Buck Sides and Kips 


SIGMA LEATHER MANUFAC- 
TURING CORPORATION 


Gold and Silver Kid 


Cabrettas 
[TURN TO PACE 123, PLease] 








ied Lines to Stage Fall Showin¢ 


Twelfth Semi-Annual Allied Shoe Products and Style 
Exhibit Scheduled for Hotel New Yorker, New York, 


ADVANCE footwear styling for Fall will occupy the 
attention of shoe manufacturers, their buyers and exec- 
utives and also interested shoe retailers, as they come to 
New York City during the second week in March. 
Following a lapse of more than five years, two key 
attractions will materially aid the shoe industry in the 
planning of Fall footwear. Opening on Sunday, March 
9th, at the Hotel New Yorker adjoining Pennsylvania 
Station, and continuing through to Thursday, March 
13th, will be the 12th semi-annual Allied Shoe Products 


March 9th through 13th. 


and Style Exhibit. Also a feature attraction will be the 
Official Opening of American Leathers for Fall by the 
Tanners’ Council of America. This will be a two-day 
showing at the Hotel Commodore, starting Tuesday, 
March llth. The two showings had been held simul- 
taneously for a number of years prior to the war. 
Nearly seventy firms in the Allied trades group will 
exhibit an impressive array of new styles, new products 
and processes on the two special exhibit floors in the 
spacious Hotel New Yorker. Firms exhibiting are: 


LINES ON DISPLAY AT HOTEL NEW YORKER 


Firm Room 

ING 5 nac5sdcesrnacenes 625 
New York, N. Y. 

Acme Backing Corp. . ............- 526 
Brooklyn, N. Y. 

See 526 
St. Louis, Mo. 

NS ES ee ee ae 621 
Boston, Mass. 

American Shoemaking ...... 6th fir. foyer 
Boston, Mass. 

American Stay Co. ..............0. 519 
East Boston, Mass. 

Armstrong Cork Co. ....... cance .640 
Lancaster, Pa. 

Irving Amsterdam & Co. ........... 525 
New York, N. Y. 

Apex Leather Products Corp. ..... 611-12 
New York, N. Y. 

IS ok se c'cndaeeviscess 522 
New York, N. Y. 

a 
New York, N. Y. 

Barth Binding Co., Inc. ............. 651 
Brooklyn, N. Y. 

Bolta Products Sales .............. 528 
New York & Lawrence, Mass. 

Boot & Shoe Recorder ...... 6th fir. foyer 
New York, N. Y. 

Bewereft Co.. tnc. ............... 636-37 
New York, N. Y. 

NE rer eer 538 
New York, N. Y. 

Brawley Associates ................. 533 
Columbus-Harrisburg 

Canada Last Co., Ltd. ...... 520 
Preston, Ontdrio 

Carlinn Fabrics Corp. .............. 632 
Boston, Mass. 

* Davis Box Toe Co., Inc. ............ 643 

Brooklyn, N. Y. 

I MRS 6 oss. icv cwbacads 602 
Brooklyn, N. Y. 

I OE. 5. ceweecennseene 616 
Trenton, N. J. 
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Firm Room 

Footcraft Novelty Works ............ 639 
New York, N. Y. 

Gilbert Freeman, Inc. ...............523 
Boston, Mass. 


French Beading & Novelty Co... . .536-37 
Phila., Pa. 


Gem Novelty Mfg. Co. .............644 
New York, N. Y. 

Gordon-Lowe-Godfrey Co. .......... 533 
Boston, Mass. 

Sree ere 63! 
New York, N. Y. 

Heley-Cate Co., Inc. .............-- 642 
Everett, Mass. 

Hi-Goal Products Corp. ............ 515 
New York, N. Y. 

Holden & Quick, Inc. ...............524 
New York, N. Y. 

Peter Hottinger ........ ere 


House of Trimmings, Ltd. 
Brooklyn, N. Y. 

International Braid Co. .. ..... 638 
New York, N. Y. 


Korex Coating Corp. ............... 614 
Brooklyn, N. Y. 

Al Lewis Shoe Supplies .......... 627-628 
New York, N. Y. 

Al Lewis Shoe Styles _.......... 627-28 
New York, N. Y. 

Lyne lanersole Co. ................ 511 
Melrose, Mass. 

Moas & Waldstein Co. .............522 
Newark, N. J. 

Maynard H. Moore, Jr., Inc....... 618-19 
Stoneham, Mass. 

Mirror Plastics Co., Inc....... 541-542-543 
New York, N. Y. 

Ormond Tool & Mfg. Co. ........... 615 
New York, N. Y. 

ING... dulce Weak wae ee 552-53 
New York, N. Y. 

Peabody Plastic Products, Inc......... 624 
Peabody, Mass. 

eS) Serre 622 
Brockton, Mass. 


Firm Room 

Ee 514 
Manchester, Conn. 

Pivar-Goodman Co. ......,......-- 539 


New York, N. Y. 
I, ncancstnssacvenec ee 
Brooklyn, N. Y. 


Plymouth Rubber Co. . .541-42-43 
Canton, Mass. 

I ook cadet — 
Cranston, R. I. 

NS cade c ina bddbees-6e eT 
East Orange N. J. 

Chas. |. Rockmore, Inc. ...... ....514 
Brooklyn, N. Y. 

Rosemont Silk Co., Inc. . 527 
New York, N. Y. 

Samson Mfg. Co., Inc. .... 530 
New York, N. Y. 

Schiff Ribbon Corp. ....... . 505-06 
New York, N. Y. 

Service Backing Corp. .... 65! 
Brooklyn, N. Y. 

Special Formula Chem. Co. 611-12 
New York, N. Y. 

J. H. Spiegel, Inc. ....... 541-42-43 

IS 5 on civic vee neusens 521 
New York, N. Y. 

Thos. Taylor & Sons, inc. . 529 
Hudson, Mass. 

Union Bay State Co. ..... ....522 
Cambridge, Mass. 

Alfred Vamos, Inc. ....... ree 626 
New York, N. Y. 

Vanetta Velvet Corp. ...... . .603 
New York, N. Y. 

Venus Art Embroidery Co..... 617 
New York, N. Y. 

Waldes Koh-I-Noor, Inc. .... 64! 
Long Island City, N. Y. 

El E. Weller Co. ...... = ...518 
Providence, R. I. 

Wilner Wood Products Co.......... 623 
Norway, Maine 

Windram Mfg. Co. .................633 


South Boston, Mass. 
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Zia Conus Goods Dei / 


STRIKINGLY COLORFUL, POWERFUL SALES-BOOSTING 
NEW CABINET FEATURING 13 ASSORTED FAST-SELLING 
NATIONALLY ADVERTISED 


Dr Scholls 


FOOT COMFORT* REMEDIES 















ITH this striking new colorful 

cabinet on your counter near your 
cash register, or in some other spot 
where your customers can see it and 
help themselves— you'll get sales-action 
—two to three times your normal 
turn-over of Dr. Scholl’s. Your cus- 
tomers constantly read about Dr. 
Scholl’s Foot Aids in leading maga- 
zines and newspapers. They need 
only this reminder to buy. 


BONUS GOODS 
% Doz. 
DR. SCHOLL’S 
SUPER-SOFT ZINO-PADS 
Corn Size 





COSTS YOU $14.11I—YOU GROSS $23.25 


Wholesale Wholesale 

QUANTITY ITEM Per Dozen Extension QUANTITY ITEM Per Dozen Extension 
1% Doz. Dr. Scholl's Super-Soft Zino-pads, % Doz. Dr. Scholl's Kurotex........4.5- 2.00 1.00 
Co TED 0 ooo crveorcceceres $2.80 = $3.50 % Doz. Dr. Scholl's Kiro Felt..........0.. 2.00 50 
0 Ges. Or. Schels SuperSeR Zno-peds, % Doz. Dr. Scholl's Foot Powder......... 2.80 A7 

a 2.80 2.80 
% Doz. Dr. Scholl's Foot Baim (Ointment) .. 2.80 46 

¥% Doz. Dr. Scholl's Super-Soft Zino-pads, 

SEED <p ccosvescressecs 2.80 1.40 4 Bes. Gr. Siete Fest Sate Hottie) ..... ned sad 
Ye Doz. Dr. Scholl’s Super-Soft Zino-pads, % Doz. - Dr. Scholl's “2" Drop Corn Remedy. 2.80 47 
ee 2.80 70 % Doz. Dr. Scholl's Sulfa Solvex.......... 4.00 67 
% Doz. Dr. Scholl's Moleskin. .......0000. 2.00 1.00 % Doz. Dr. Scholl's Solvex Ointment 50c... 4.00 467 
$14.11 


© Foot Comfort Trademark Reg. U.S. Pat. 8. 


THE SCHOLL MFG. CO., Inc., 213 West Schiller St., Chicago - 62 West 14th St., New York 
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A favorite! 





He’s a favorite with mothers because he stands for a line of 
high quality, reasonably priced children’s shoes. 

He’s a favorite with shoe dealers because he boosts turnover 
and builds repeat business. Here’s why: Each month, Trimfoot’s 
Baby Deer is featured in national advertising that, according 
to scientific measurement, attracts more readers than any com- 
peting shoe advertisements. 

These ads tell mothers the story of Trimfoot Baby Deer and 
Pre-School Shoes. They highlight “‘Cuddle-Back,” Trimfoot’s 
patented feature. And they supply the extra sales advantage 
you need to build a steadily increasing volume of repeat 


business and profit. 


Write for complete information about the Trimfoot line today! 





SABY DEER 
SHOES 


PRE-SCHOOL 
SHOES 





TRIMFOOT COMPANY, TRIMFOOT TERRACE, FARMINGTON, MISSOURI 
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NEW YORK BUSINESS 
HOLDS ITS OWN 


BusINESS in men’s and women’s 
shoe stores and departments in New 
York is holding its own fairly well this 
Winter in consideration of several un- 
favorable factors. Bad weather in the 
early half of February discouraged 
shopping for some days. Resistance tu 
prices which would not have been con- 
sidered out of line a year ago has been 
another factor in cutting down volume 
this Winter. This decline has been 
especially apparent in the women’s de- 
partments where inventories are larger 
than a year ago and where stocks are 
considered to be better balanced. 

In a number of the men’s depart- 
ments and stores pairage has dropped 
compared with a year ago. Resistance 
to higher prices is one of the main 
reasons given for this decline. Another 
explanation offered by some merchants 
is that inventories have been so inade- 
quate that business . . . measured in 
number of pairs sold . . . had been 
bound to show a decrease. Any com- 
parison of these figures with the early 
part of 1946 is hardly a fair compari- 
son, however, many merchants explain, 
because that was a phenomenally good 
business period in unit, as well as dol- 
lar, volume. One store which is one 
of the few to report very good busi- 
ness from both standards attributes 
this success to the fact that it has had 
a good stock of sport and dress shoes 
and also to the fact that its price rise 
has been comparatively small. 

In women’s shoes the call for closed 
patterns and medium heels is strong 
enough from style customers to be 
worth noting as a definite trend. The 
lower heels, especially the flats on one 
inch or lower, are still selling well, ac- 
cording to many stores. Here and 
there, however, a slackening in inter- 
est is reported. It is generally agreed 
that the more dressy types on slightly 
higher heels, around 12/8, are in- 
creasingly popular. Stores that also 
have such styles on the flat heels re- 
port good business. 

Spring business in navy and patent 
leather is well under way in some 
stores. In others, little has, as yet. 
heen sold. In some instances, this is 
due to the fact that the store is not yet 
ready with merchandise, but this is not 
the explanation in all cases. One store 
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that had advertised a certain shoe in 
blue calf found that it was actually 
selling that shoe in black calf. In gen- 
eral, it may be said that the demand is 
ior a variety of leathers, colors and 


types. 


SALES OFF IN 
DETROIT STORES 


BusINEss levels are off in Detroit 
stores, a characteristic shared in gen- 
eral by most retailers, with figures 
generally showing a drop in total sales 
from a year ago in non-durable lines. 
An unfamiliar factor has come into the 
picture recently—the competition for 
consumer spending from the high- 
priced durable lines, which are being 
bought in heavy quantities as a result 
of wartime shortages. These include 
refrigerators, automobiles, and various 
appliances and furniture, and spend- 
ing in the apparel lines appears to be 
off as an immediate result. 

Luxury spending in Detroit is off 
sharply, a trait reflected in the upper 
balf of the middle price range in shoes. 
Extreme price lines have not been 
much affected, as it is the mass luxury 
trade that is cautious today, not the 
ultra-exclusive trade. 

Shoe dealers have been hurt again 
by the continuing scarcity of shoes. 
most outstanding in the men’s and 
children’s departments, which has 
meant a considerable number of lost 
sales because of short stocks. Custom- 
ers are more particular about selection 
of shoes than they were a few months 
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ago, even though it means deferred 
purchases again. Inventories gener- 
ally are vastly below normal, and, 
while this theoretically means more 
profitable turnover, the gain is more 
than offset by other operating difficul 
ties and lost sales. 

Style trends are not very noticeable 
here; there is too great a scarcity of 
shoes still for them to become very 
marked, but there is a distinct prefer- 
ence for leather that has made fabric 
almost an outdated number in women’s 
lines in the past few months—again 
with special exceptions in particular 
styles, lines and localities. 

Resort trade, once a significant fac- 
tor in the style and specialty shops. 
has been rather negligible here thi- 
season, despite the large number of 
Detroiters going South. One reason 
appears to be travel budgeting, with 
less emphasis on additional footwear. 
or a decision to buy in the South rather 
than at home. Promotion of local 
stores, too, has not emphasized resort 
styles very strongly this season. 

General shoe store operating prob- 
lems are smoothing out, with person- 
nel now fairly stable, although there 
is an underlying shortage of experi- 
enced shoe clerks. There has been a 
marked trend for men who have been 
with both chain and independent stores 
for a number of years to open neigh- 
borhood stores of their own in recent 
months—something that means in- 
creased experienced competition—but 
usually in fast-growing neighborhoods 
that can stand it—and at the same time 
is draining many of the better men 
away from the established stores. 


SAN FRANCISCO STORES 
BUILD CUSTOMER FAVOR 


A LMOST all shoe retailers in the San 
Francisco area hypoed their business 
early this year by a series of clearance 
sales. Some conducted a series of 
sales, one department at a time, and 
others gave store-wide reductions of 
from 20 to 50 per cent. Apparently 
merchandise did not move fast, for 
some stores that started clearance sales 
in January continued them through 
February in an effort to clear their 
shelves of an accumulation of odds and 
ends as well as to reduce inventorics 
on some lines. Some stores cancelled 
or reduced advance orders and are 
watching their inventories closely. 








LvtH o te hla. 


While gross sales are holding up 
well, compared with a year ago, this is 
due to higher prices as fewer pairs of 
shoes are being sold. Customers are 
more selective and are showing a ten- 
dency not to buy unless they find ap- 
proximately what they are looking for, 
in price or style or both. Shoe mer- 
chants are gearing their advertising 
and sales efforts to meet this new cus- 
tomer attitude. The more progressive 
and forward-looking stores are making 
every effort to build customer good- 
will. 

New Spring models are making their 
appearance, and they include a wide 
variety of styles, materials and prices. 
They vary from patent leather plat- 
form pumps at the City of Paris, and 
yrey suedes at Frank Werner's to black 
suede with gold or silver piping at 
Chandler’s. 

New Spring shoes being shown in 
Oakland include lizards at Roesil's. 
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white and brown slings at Werner's, 
alligator calf models at Lingren’s, 
black kid at Peters Brothers, and navy, 
black, or brown calf, or black suede 
at Carol Wills. 


7 * * 


PATENT, BLUE, RED 
LEAD IN BALTIMORE 


THREE major footwear items are be- 
ing stocked for Spring selling and pro- 
motions in Baltimore stores. It is 
agreed generally, that patent leather 
will head the style parade for Easter, 
with blue calf running a close second 
and red calf coming in third. 

According to one shoe buyer, manu- 
facturers are not promising deliveries 
on blue calf at any definite time as 
they are having trouble getting blue 
leather. Consequently, some store buy- 
ers will refuse to purchase blue calf 
entirely unless they can be sure of rea- 
sonably early deliveries. 

February saw Spring shoes selling 
rapidly and in volume, since shelves 
were comparatively empty of left-overs 
and slow-selling Winter items that 
went out in the clean-sweep sales. 
Patents have been selling particularly 
well and in volume. 

Noticeable was a slump in ortho- 
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Spring Wine, a warm new shade, is 
offered by Hess of Baltimore, Md., in 
this appecling ad. 





pedic shoe sales in the regular shoc 
departments. Reasons advanced for 
this were the rise in prices and the fact 
that people now are assured of volume 
merchandise and they are, according], 
buying very leisurely. 

Business is rapidly rising in volume 
with sales, especially in the children’s 
lines on a par with 1946. However, the 
wanted lines are still difficult to get, 
and deliveries on them are late. There 
are plenty of shoes to be had on time. 
but this appiies to all but the “branded 
lines” for women and children. 

The manager of one of Baltimore's 
retail shoe stores catering to middle 
class trade reported more concentra- 
tion on closed type shoes for the 
matron and a tendency to veer way 
from importations. “The middle-aged 
woman is looking toward as conserva- 
tive type of shoe as possible. She is 
tired of the bare look. The older wo- 
men felt like the forgotten people dur- 
ing the war period, but now they are 


insisting on styles to suit their age. 
= = = 


TAILORED TYPES LEAD 
IN PHILADELPHIA 


MoT shoe stores in Philadelphia re- 
port business fair and claim that their 
sales are made up mostly of smart tail- 
ored walking shoes. A lot of prospec- 
tive purchasers seem to be sizing up 
the shoe situation in getting ideas for 
later Spring purchasing while actually 
buying staple shoes that can be worn 
comfortably in the present in-between 
season. 

The assistant shoe buyer at Gimbels’ 
reports that outstanding sales at this 
time are being made in reptiles. Both 
black and browns in high styled types 
that include high heels, platform soles. 
and a variety of strap formations are 
leading all other shoes at present in 


both requests and actual buying. 
Bright colored reptiles are given con- 
siderable display in windows and in 
the shoe department, but at present 
black, brown, and some navy are the 
selling colors. 

As usual at this time of year, many 
stores are trying to show as varied a 
display of patent leathers as it is pos- 
sible to obtain. More important this 
year, however, is the fact that the shoe 
stores here are advertising “genuine 
patent leather” which, it is believed, 
will double the incentive for wearing 
the shiny leather. Patents in all style 
of pumps will continue in popularity 
here, it is expected. Some of the new 
styles with the platform soles are ac- 
cented with red cobra, and many bow: 
are adding their allure to plain patents 
with tricky twists that are used on 
dressy types as well as on tailored 
styles. 





Stores which do not usually make a 
habit of offering other than standard 
colors in shoes such as black, brown, 
and navy. expect to present lots of red 
shoes. In the line of colored shoes, it 


seems that red is in the lead. 
oe ¢ 6 


ST. LOUIS SHOPPERS 
BUY ONLY FOR NEEDS 


FEBRUARY 1947 bore many striking 
resemblances to the average pre-war 
February. Store traffic volume in St. 
Louis was noticeably lower than Feb- 
ruary 1946. Without the added im- 
petus of January clearances feminine 
shoppers appeared to be buying shoes 
only when they needed them, and floor 
salesmen expressed the opinion that 
the consumer was returning to a pat- 
tern of normalcy, the concept of which 
was “make the old pair do for the re- 
mainder of the season.” 

“It’s not so much price resistance,” 
explained the head of the shoe depart- 
ment at one of the large department 
stores, “as it is that women just aren’t 
buying the quantities they did last 
year. The woman who bought three 
pairs a trip in February 1946 is buy- 
ing two pairs today, and the woman 
who asked for two pairs a year ago 
wants only a single pair now.” 

A similar view is expressed by an- 
other shoe man who explained it as be- 
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The Shoe That Wears 

















Now is the time to 

line-up with Buffalo Billy's, 

the fastest growing line of 
children's shoes in America. Infants’, 
children's, misses’, growing girls’, 
styles for girls and boys. Widths 

A to E in stock. It's the shoe that 
wears and se//s. Retail franchises 
still available. Write or wire your 


nearest distributor. 


GENUINE GOODYEAR WELTS 


Barefoot Sandal—red, white and brown— 


B, C, and U’s—sizes 5/8—82/12—128/3 REG. U. S. PAT. OFF. 


a te Saddle Oxford—8?/i2— THE SHOE THAT WEARS | 





HY-QUALITY SHOE CO. WEST COAST SHOE CO. 


March |, 1947 117 











Lerten de Meleil Trade 


ing a matter of supply winning out in 
its bout with demand. He said, “With 
inventories making the great strides 
they have in recent months we couldn't 
expect the artificial demands of 1947 
to last forever. There had to be a let- 
down sometime.” Probably the most 
obvious feature ‘of the let-down has 
heen that number of pairs volume has 
fallen behind the corresponding month 
a year ago, even though dollars and 
cents volume has held up to about a 
par. 

Despite these evidences of a return 
te normalcy, shoe men are not pes- 
simistic. They look forward to a 
good pre-Easter business, although 
they admit that competition will be 
keener. That more special promo- 
tions and more concerted efforts will 
be made to cater to the whims of the 
consumer is evidenced from buyers 








who are asking for more variety and a 
greater selection of styles from manu- 


facturers. 
* * # 


CHICAGO STORES OFFER 
SPRING STYLES 


ALTHoucH the weather still registers 
mid-Winter, with many a sub-zero day, 
evidences that “Spring cannot be far 
behind” are to be seen in the advance 
footwear models that many of the Chi- 
cago stores are featuring. At Field’s 
the shoe salon emphasizes a variety of 
styles in varying shades of brown and 
beige. Russet, caramel, British tan 
and chocolate brown are featured in a 
group of sling pumps with open toe, 
some mounted upon platform soles. 
Another harbinger of Spring is at 
Joseph’s where navy blue is sponsored 
as the season’s most important fash- 
ion color. From classic opera pump 
to high heel sling and low heel exten- 
sion sole, a wide choice of navy cali- 
skin is offered. Navy is already selling 
in considerable quantity at those stores 
where this stock is available. Most re- 
tailers anticipate a very active season 
in this color. Red, too, is already forg- 
ing ahead in customer preference, 
wanted not only in calf but also in 
reptile. 

Most retailers agree that the much- 
talked-of customer preference for the 
all-closed shoe is very much overrated. 


They maintain, and this includes the 
seller of quality shoes as well as those 
in the popular price field, that the 
great demand still is for the cut-out 
shoe with open toes, sling-backs, strap 
sandals, etc. They say that the averaze 
woman has learned the great comfort 
which this type of shoe gives her, and 
she will not relinquish it readily. That 
the closed shoe will have greater 
popularity by next Fall, all shoe men 
concede. They also point out that the 
low heel continues as a prime favorite. 
In “low” they include everything from 
the 14-inch heel to the 18/8. Plat- 
forms still retain a strong popularity. 
with a slight falling off in interest in 
wedges. However, when the season 
for play shoes starts again, wedges will 
again loom important in the selling 
picture. 

Calfskin is still in greatest demand. 
Most stores are now beginning to re- 
ceive their regular shipments but nc 
one seems to be able to get all the 
calfskin he wants, particularly in 
black. 

= = = 


DEMAND FOR SIMPLE 
STYLES IN MIAMI 


THROUGHOUT the Miami area the 
shoe picture is somewhat hazy so far as 
predictions for the coming season are 
concerned. December showed a mark- 
ed drop in the demand for white; in 
January there was a decided upward 
trend, and it looked as though the 
white shoe which is always in the top 
bracket so far as unit sales are con- 
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cerned, had made a good comeback. In 
February the trend toward white again 
appears to have diminished somewhat. 
Shoe merchants define the selling pic- 
ture thus: For some seasons past the 
woman tourist has been restrained in 
her shoe purchases and has had to rely 
on white for a basic Summer wardrobe 
shoe. Now the situation has changed 
and a woman is not forced to buy her 
one pair of Summer shoes with a view 
to making it useful with all costumes. 
Today she can buy what she pleases, 
within certain limitations, and once 
more she seeks colors that will match 
or complement various outfits. 

Black patent is a leading shoe at the 
moment. The demand for navy, usu- 
ally in calf, is heavy. One of the most 
popular colors is balenciaga, a cocoa 
shade, for wear with the pastel shades 
important in ready-to-wear. 

In keeping with the trend for more 
simple clothes for Spring and Summer 
wear, shoes are wanted in more simple 
styles. A shoe has to be trim, with em- 
phasis on lines and workmanship 
rather than on elaborate decoration. 
Where a trim is used, the best liked 
is a simple, smart leather decor. Espe 
cially is this true in the case of shoes. 

The demand now is largely for the 
closed heel-open toe. Only a fair de- 
mand is mentioned for the all-closed 


pump. 





Very high heels continue to be 
among the best selling items, but medi- 
um heels are by far the most popular. 
Flats are definitely not in the fashion 
picture, according to reports from the 
smart resort shoe dealers. For casual 
wear the wedge continues to be popu- 
lar, but only for casual wear. What 
the well dressed woman is wanting to- 
day, said one of the best known shoe 
men in the area, is « comfortable, neat, 
ood looking simply tailored shoe. 


= = = 


MEDIUM PRICES, HEELS 
WANTED IN NEW HAVEN 


Two decided trends in women’s shoes 
were noted this month by New Haven 
retailers: the first a buying trend to- 
ward the medium priced shoe, and 

[TURN TO PAGE 128, PLEASE] 
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THE MAY COMPANY 
121 Duane Street New York, N. Y. 
CAMBRIA SHOE COMPANY 
Johnstown, Pennsylvania 
LANE BROTHERS 
555 Atlantic Ave. Boston, Massachusetts 
WM. ASHER SHOE COMPANY 
2109 W. Jefferson Blvd. Los Angeles, Calif. 
BEN ROSENBERG SHOE COMPANY 
1415 Washington Ave. St. Louis 3, Missouri 


HOBBY FOOTWEAR CO. 
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wots Nabbed in Shuck 


DISTRIBUTORS 
SABIN-DANER SHOE COMPANY 
Foshion Mart Bldg. Miami, Florida 
BOSTON SHOE COMPANY 
22 S. Hanover Street Baltimore, Maryland 
LAKESIDE SHOE COMPANY 
1317 W. 6th Street Cleveland, Ohio 
KIRSCH-BLACHER COMPANY 
Export-Distributors—Caprice Casuals 
108 Ducane Street New York, N. Y. 


Exchange Place 


CHATHAM SHOE COMPANY 
419 W. Congress Street Sevennah, Go. 


MATTAWAY SHOE COMPANY 
330 Hennepin Ave. Minneapolis, Minn. 


MOBILE SHOE COMPANY 
112 N. Commerce St. Mobile, Alabamo 


GLASER SHOE COMPANY 
63 First Street Son Francisco, Calif. 


BARLO SHOE COMPANY 
323 W. 4th Street Cincinnati, Ohio 


Passaic, N.J. 
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RECORDER SURVEY OF CURRENT CONDITIONS IN SHOEMAKING CENTERS 


Mattapaclariiny aut Markets 


St. Louis 


ALTHOUGH manufacturers report continued high demand 
for medium priced women’s shoes, a number of industry 
spokesmen look to March and April as the months that will 
tell the story for the shoes business for 1947. Similar senti- 
ment is expressed in the outlook for men’s shoes, currently 
described as being in a seasonal decline, with sales volume 
in pairs falling somewhat behind the corresponding period 
of a year ago. 

Calling an accurate shot on the price picture for the ap- 
proaching Spring and Summer season is more difficult now 
than a fortnight or two ago, most producers point out, 
because of the advance in hide futures and the stiffening 
of the market. Another reason making an accurate pre- 
diction difficult is that offered by Clyde Martin, vice-presi- 
dent and sales manager of Hamilton, Scheu & Walsh Shoe 
Co., who said, “The demand for wanted leathers continues 
high and makes them difficult to buy.” 

“Whatever the outcome,” said another manufacturer, “we 
can’t prolong too long the leveling off of prices.” Regard- 
less of this latter expression, however, a sizable portion of 
the industry looks to late Spring, if not later, before any 
general reductions in wholesale prices will take place. 
Depite this view, however, three manufacturers in St. Louis 
announced reductions of a part of their lines early in 
February. These apply mainly to casual types. 


Boston 


MANUFACTURERS, particularly those making men’s 
dress footwear, who had looked forward to February as a 
buying month admit freely that they have been disap- 
pointed. More than a few, in fact, who had fairly healthy 
backlogs of orders, now say that these orders are being 
eaten into rapidly and that replacement orders are not 
being booked in quantities sufficient to insure a healthy 
business. Retailers, they report, are increasingly sensitive 
to what they describe as the public’s unwillingness to pay 
the higher prices made necessary by increased labor and 
materials costs. 

Buyers who have been in the market are reported as say- 
ing that the only way to increase volume is to cut prices. 
Manufacturers, unable to do this, hope to stimulate busi- 
ness by stepping up quality. Tanners report that leather 
prices show no indication of sagging very much, if any. 

All this uncertainty has led to a feeling of frustration 
which, in turn, has given rise to mutual recriminations, 
each factor in the trade feeling that the other is adding too 
high a mark-np to the cost price of his finished mer- 
chandise. 

Factories making women’s leather shoes report a some- 
what better business, though buying is confined largely to 
basic types and buyers are inclined to be critical of work- 
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manship and quality to an extent not in evidence during 
the last four or five years. 


Chicago 


THE dearth of good calfskins continues as shoe manufac- 
turers try to supply the leather which is in greatest demand 
by the public. Retailers comment that in most shipments 
there is less black, while brown and navy seem to be com- 
ing through in greater abundance. Since colored footwear 
is in demand for the Spring season, they are not too un- 
easy, and many consumers, unable to get black calf will at 
this time of year substitute patent, they say. 

Many shipments due two and three months ago are now 
beginning to arrive and so retail stocks are in better shape 
than for a long time. One quality shop comments that 
their inventory today is almost 80 per cent higher than a 
year ago. This they do not find alarming, in spite of all 
the recession talk, for quality goods is selling satisfactorily. 
Most merchants remark on the fact that too much con- 
versation has developed along the lines of “buyer resist- 
ance.” They maintain that resistance has been evidenced 
mainly against too-high prices. The ultra de luxe goods 
which was priced far too high at the outset is now feeling 
the adverse reaction of the public. But, say these spokes- 
men, footwear which offers sound valuee at a price com- 
mensurate with that value is selling well. 

The continuing experience of manufacturers also refutes 
the talk of the all-closed shoe. Every house in this area has 
found that the open-toe, the sling-back, the open sandal are 
in far greater demand than the closed shoe. Every order 
they receive attests this fact. Whether orders for Fall and 
Winter will show a greater interest in the latter type is a 
moot question, but for the immediate future apparently all 
retailers in all parts of the country want the open shoe. 
Whites, of course, are being worked on, principally white 
buck, which is also one of the hard-to-get items among 
the shoemaker’s necessities. Already there is considerable 
interest in red footwear, for now and Summer, while the 
greater part of the orders for navy have already been 
delivered. 

The larger houses still find themselves from 60 to 90 days 
late in their deliveries, mainly due to the fact that suit- 
able hides are difficult to get. Since quality skins seem to 
be increasing in price, well-established houses maintain 
that a rise in retail prices is inevitable, even though they 
wish to make every effort to defer such action until the 
latest possible moment. With this in view they are concen- 
trating mainly on good, well-cut, staple merchandise, avoid- 
ing the extreme, high fashion. They base their thinking on 
the premise that if a woman is obliged to buy footwear at 
higher prices, she will be interested in the shoe that is con- 
servative, with the cost expressed in the innate quality of 
the shoe itself rather than in the style angle. 
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EDWARDS WAY SHOES 





FOR CORRECT FIT 









4061—Patent 
4065— White 
ONE STRAP 
4041—Patent 
4043—Red SADDLE OXFORD 
4045—White 4038—-White and Brown 
OXFORD 


4047—Brown + 4035—White 


ROMAN TIE 
4012—Patent Leather 
4014—White Elk 





IN-STOCK = “arm 
Sizes 4%-8 
SLIM, MEDIUM AND CHUBBY WIDTHS 









American parents are buying quality 
as they have rever bought quality 
before; and every pair of Edwards 
Way Shoes you sell today are the 
same, honest VALUE you've sold for 
years. Result: More parents are find- 
ing their way into Edwards Way 
Dealers’ stores with faster turn-over 
and more profits for them .. . And 
more satisfaction for their customers. 


TO RETAIL ABOUT $4.00 


PAYES SHOE COMPANY 


253-27 NO. 4th STREET -. PHILADELPHIA 6. PA. 
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Oklahoma-Expandiné Shoe Market 


plays are studied thoroughly at night 
and that women return to buy the next 
day. Accessories are given scattered 
spots amid these displays. The store 
has glassed doors which enable patrons 
to see inside and at the same time 
provide additional night display area. 
A hosiery and accessories bar is situ- 
ated at the front and to the right of 
the entrance. 

The three shoe departments at Roths- 
childs B&M, 300 West Main Street, op- 
erated by A. J. Brunswig, are also out- 
standing institutions doing better than 
$500,000 a year in retail sales. A. J. 
Sprague is men’s buyer, L. M. Phil- 
lips buys for children and J. K. Stone- 
man for women. Newspaper, direct 
mail and radio are the advertising me- 
dia used, with the store spending three- 
and-one-half to five per cent of gross 
sales for advertising. Radio spot an- 
nouncements are used and changed 
with the seasons. 

Good displays, fine merchandise and 
courteous employes are, Mr. Brunswig 
believes, of utmost importance in shoe 
merchandising. He selects his employ- 
ees from applications, pays good wages 
to keep the good ones and trains them 
by starting the salespeople at the bot- 
tom and letting them work up. 

Peyton-Marcus at 315 West Main 
Street, managed by Everett P. Nelson 
with William J. Lazerus, is another 
outstanding shoe department. It de- 
pends on newspaper advertising to 
build sales, and windows here are 
trimmed with a minimum display in an 
effort to co-ordinate shoe displays with 
those of other store products. 

“Oklahoma families are particularly 
style conscious,” Mr. Nelson declares, 
“yet quality is the thing that sells 
shoes year in and year out.” Pumps are 
today selling best with platforms run- 
ning a close second here. 


@ [CONTINUED FROM PAGE 69] 


Kerr’s Department Store shoe de- 
partments managed by Dennis O. Flood 
and W. F. Moss is one of the fashion 
shoe centers of the city and has a state- 
wide reputation. Particularly outstand- 
ing have been the shoe windows of this 
institution. In-store displays follow the 
same pattern with emphasis on single 
patterns and styles. 

Lon C. Tranter is in charge of the 
shoe department at Sturm’s, 125 West 
Main Street, one of the oldest men’s 
wear stores in the Southwest. He has 
built his business on a basis of service 
and perfect fit for the customer. 

Lewinson’s, 108 West Main Street, is 
managed by Royal L. Prince and is 
another of the older men’s stores, hav- 
ing been established in 1898. Crowded 
displays are scrupulously avoided by 
Mr. Prince who believes that the best 
way to sell men’s shoes is to give the 
customer as much information as pos- 
sible while the sale is being made. 

Kyle O. Arvington is manager of the 
Kinney Shoe Store at 404 West Main 
Street. This store features completeness 
as its main drawing card and seeks to 
offer as wide an assortment of colors 
in matching accessories as possible. 

John A. Brown Co. department store 
now has three attractive departments 
for men’s, women’s and children’s shoes 
with J. T. Kirpatrick as manager of 
all three departments. The children’s 
department features two recessed dis- 
play frames in a circular plaided wall 
embracing the department. The women’s 
department uses a three-step circular 
island display in the center which can 
be easily split and used as two sepa- 
rate displays for department rearrange- 
ment. 

Barron’s new shoe department fea- 
tures an attractive layout for a medium 
priced store that can be presented at 
minimum cost. A floor mirror has been 


one of the best aids to selling used 
by this store. 

Other topnotch attractive shoe stores 
and departments include those at Hal- 
liburton’s managed by W. O. Early; 
Anderson’s at 114 West Grand; Baker’s 
at 319 West Main Street; Harry Katz, 
Inc., at 311 West Main Street; Burt’s 
at 304 West Main Street; A. H. Clark 
store for men; Kimberlin’s at 416 West 
Main Street; Dr. M. W. Locke’s Shoe 
Salon in the Perrine Building; May 
Bros. at 136 West Main Street; Fisher- 
Miller; Levenson’s at 9 North Harvey; 
the O’Rourke Shoe and Foot Clinic; 
and the Thom McAn store at 122 West 
Main Street. 

Also an outstanding shoe store is 
Day Fezler’s at 226 Northwest First, 
one of the oldest shoe stores with a 
fine reputation in the area. This store 
has moved from a former Main Street 
location to a newly developed financial 
district a block away. 

The outstanding shoe store for men 
is the Clouse-Stone Store at 201 West 
Main Street which occupies the busiest 
corner in Oklahoma City at Main and 
Robinson Streets. This store has a 
reputation for the excellence of its 
window displays which are used as the 
most effective business getters in its 
merchandising plan. All of its windows 
possess an element of showmanship 
which adds to their effectiveness. 

These shoe stores, with a number of 
other smaller suburban stores and de- 
partments, and some 34 shoe repair 
shops, comprise the shoe business in 
Oklahoma City which has shown the 
remarkable growth demonstrated in the 
figures given above. Shoe business is 
good in Oklahoma City because its 
merchants are energetic merchandisers 
and have succeeded in making Okla- 
homa City men and women as shoe 
style conscious as those anywhere else 
in the United States. 





Easter Buying Strong 
At Ohio Show 


CoLumBus, 0. — Present economic 
conditions controlled the buying to a 
great extent at the Ohio Shoe Travel- 
ers Club’s Spring and Summer showing 
held recently at the Deshler-Wallick 
Hotel here. 

As a whole the showing was quite 
successful with more than 400 persons 
from Ohio, Indiana, West Virginia and 
Pennsylvania braving a heavy snow- 
storm to see the 135 lines represented. 
Many who had been delaying their 
Easter buying made their purchases 
at this shoe display. The heaviest 
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buying seemed to be in the “middle of 
the road” type of shoe for women. 
There was no price resistance within 
the $6 to $10 bracket, but, over that, 
merchants picked their styles care- 
fully. Inexpensive casual shoes and 
house slippers were plentiful as dealers 
have been overstocked in these particu- 
lar lines. There is still a decided short- 
age in the better lines of men’s and 
children’s shoes. 

E. H. “Larry” Minor, of Columbus, 
in charge of the arrangements for the 
show, stated that the situation in qual- 
ity materials is still acute and that not 
before Fall will the retailers be able 
to buy exactly the shoe they want and 
get delivery when they want it. 

M. C. Swan of the Gale Shoe Com- 
pany is president of the Ohio Shoe 


Travelers’ Club, which was started a 
year ago in Cleveland. Dick Barnes 
of the Dr. A. Posner Co., is first vice- 
president; Elroy Beil of Bates Origi- 
nals, second vice-president; and Bob 
Newcomb of the Manning Gibbs Shoe 
Company, secretary and treasurer. 
Members of the board of directors in- 
clude Harry Minor, Lester Abrams, 
Frank McKelvy, Ray Randall, Ira 
Longini, Burt Jackson, C. A. Risley, 
Ben Tolpen and Max Krause. 

The next showing of the Ohio Shoe 
Travelers Club will be held May 18, 
19 and 20 in Columbus. 

The highlight of the meeting was 
the banquet, floor show and dance held 
in the Hall of Mirrors at the Deshler- 
Wallick, which was attended by about 
300 persons. 
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What Tanners Will Show 
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S. W. SIMON LEATHER CO.., INC. 


Black and Brown Suede Kid 
Black and Brown Glazed Kid 
Black and Brown Slipper Kid 
Black Glazed Kangaroo 
Black and Brown Suede Kangaroo 
Handgrained Morocco 

Black 

Brown 

Blue 

Red 

Green 

Wine 
Vegetable Tanned Finished Pigskins 


SURPASS LEATHER CO. 


Surpass Glazed Kid 
Black 
Blue No. 13 


Black Suede Kid 
Black Capre Kid 
White Capre Kid 
Glazed Genuine Kangaroo 
Black 
Kid Linings 
Beige No. 56 
Gray No. 75 
Pink No. 15 
Garment Goatskin 


Walnut 
Chestnut 


TAN-ART CO., INC. 


Tan-Art Suede 
White 
Black 
Colors 


ALBERT TROSTEL & SONS 


(sEE pace 133) 


R. J. WIDEN COMPANY 


Side Leather for Bag, Case, and Strap 
trade, and Shoe Leather 


RICHARD YOUNG COMPANY 


White Suede Kangaroo 
Glazed Black Kangaroo 
Lambskin Linings 
Rychrome Lambskin Linings 

(All current lining shades) 
Rychrosuede Lambskins 
Smooth Cape Lambskins 
Crushed Cape Lambskins 
Embossed Lambskins 
Ooze and Noslip Lambskins 
Saddle Aniline 
Calf Finish Lambskins 
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Remember us—we're the 

Happy Go Lucky shoemakers 
who gave you shoes when you 
wanted them ... immediate 
service regardless of the size 

of your order. 


No. 100 and 100p. An old friend re- 
designed to feature our new “uplift” 
counter. Washable white glazed kid. 
Sizes 0 to 3. Plain or perforated. 


All during the 

war our “in stock” department 
was (and still is) fed 

some 3600 pairs of shoes each 
working day. Many use 

it as their own warehouse! 


No. 400 and 400p. Another revised 
“uplift” counter model. Washable 
white elk. Sizes 1 to 4. Plain or 
perforated. 


Now... more and 

more Happy Go Luckies are in 
the offing. Just look at 

some of our new models—all in 
stock for immediate delivery. 


No. 900. Hand embroidered 100% 
wool felt, pinked sole. Sizes 0 to 3. 
No. 900 is white, 901 is blue and 
902 is pink. 


What's more, we 

bave many other styles made 

to fit every need and 

meet every type of competition. 


describing your needs. 


No. 401. Chubby last, moccasin vomp 
intermediate with scalloped tongve. 
White elk. Sizes 1 to 4. A must in 
every infant's department. 


NATIONALLY ADVERTISED 


America’s Largest Exclusive Infant's Shoe Manufacturer 


ED WHITE JUNIOR SHOE CO. 


3203-07 CHIPPEWA $T. LOUIS 18, MO. 


Write or wire us q 
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Dont Let Flats Fall Flat 


picture. However, flat street shoes en- 
joy a cumulatively slight but significant 
edge over play shoes. In one Philadei- 
phia department store street flats out- 
sell play shoes by a margin of ten to 
one. In individual cases where play 
types lead, the margin is small. Several 
shoe men have advanced the opinion 
that flats are too often erroneously 
treated as play or casual shoes. These 
figures should prove to a merchant 
guilty of such treatment the error of 
his ways. 

Furthermore, one reason for the 
slump in the sale of flats is the lack of 
dressy and closed styles. However, even 
those merchants who are aware of this 
unsatisfied demand have their hands 
tied by the apparent unawareness of 
the market in general. Certainly there 
are, and always have been, manufac- 
turers who make attractive flats for 
formal occasions and dressy attire. But 
they are a mere handful as compared 
with those who simply recognize flats 
and include a few tiresome staples in 
their lines, just to “keep up with the 
Joneses.” But, the “Joneses” being 
the se few smart style leaders in the 
field, they are not actually keeping up 
with them at all. And merchants who 
operate in the same manner, carrying 
only a few well-worn patterns, are like- 
wise missing the fashion boat. 

One of these well-worn patterns is 
the “shank’s mare” type, with sling or 
closed quarters. The concensus labels it 
a classic, and as such it should be in- 
cluded in every stock of flats. But mark 
this: customers are weary of being 
shown but this style, without the proper 
smattering of new high style essential 
to the health of every stock. Therefore, 


[CONTINUED FROM PAGE 71] 


retailers realize that if they present 
the new merchandise first the customer 
will often take the “shank” in addition, 
giving the salesman the extra sale that 
he needs today. 

The estimated percentage of evening 
flats sold ranges from next to nothing 
in San Francisco up to fifty per cent 
of all evening shoe sales in a Milwaukee 
shop. The latter sells them to girls and 
women of all ages. While the majority 
of stores find their customers for these 
formal flats among young and tal! girls, 
one retailer mentions the older woman’s 
preference for flats. However, the store 
whose great success in this line is men- 
tioned is an isolated case. In most 
places evening flats need a boost. 

Figuring on the sum total of ail 
types, styles and heel heights among 
flats, we have found that they represent 
from a low of five per cent to a high of 
about thirty-five per cent of retail sales. 
The lowest estimate came from Cali- 
fornia, where the native sliplasted 
wedge reigns supreme, and the highest 
was found in the Middle West and 
East, although the Northeast shows re- 
sistance to flats. 

A further breakdown of the best lo- 
calities for flats shows that manufac- 
turers believe all stores can use flats. 
While they are a sure thing in colleg2 
towns, and growing girl’s and deb de- 
partments, they have a place in regular 
women’s shoe departments everywhere. 
Of course, they must be merchandised 
for each individual store and depart- 
ment in a different manner. The im- 
portant thing is to keep them in line 
with other shoes carried as to quality 
and price. As flats seem to fit into any 
locality, they also find a broad scope of 


customers. Those stores whose cus- 
tomers for flats are only teen-agers and 
college girls are outnumbred by those 
who sell them also to business girls and 
women. This is true particularly of 
metropolitan areas. 

Naturally, the top retail price ac- 
ceptable varies with the age of the con- 
sumer. Whereas a business girl can 
and will spend thirteen or fifteen dol- 
lars and more, her young schoolgirl 
sister cannot afford more than seven to 
eleven dollars. Price also depends upon 
style and reputation, of course. Be sure 
your higher priced flats are high style 
shoes! 

There are some of your answers; the 
rumor was true to considerable extent, 
and with substantial reason. Flats 
have been neglected recently by most 
dealers, perhaps due to lulls in de- 
livery. They need promotion, the pub- 
lic must be reminded of them and told 
what is new about them (closed styles, 
slightly highers heels, etc.). Flats have 
been slipping but they have not slipped 
and never will. How low-heel heights 
gradually fluctuate (remember, it’s not 
a jump from 4/8 to 14/8) depends upon 
the greatest of feminine prerogatives, 
but how consumer acceptance of this 
type of shoe fluctuates depends upon 
you—buyer, merchandiser, and promo- 
tion director—with a nod to your re- 
sources in hopes that they will keep a 
step ahead on style and supply. Above 
all, be guided by the advice of a manu- 
facturer who sees the intricacies of 
making, selling and promoting flats and 
warns that play shoes, casuals, and 
low-heel dress shoes are as different to 
merchandise as dancing shoes are to 
snow shoes. 





Advertising Builds Children’s 


Shoe Business 


PROVIDENCE, R. I.—When establishing 

its new children’s shoe department the 
first of the current year, the manage- 
ment of the Charles T. Heilborn Shoe 
Co. established a sales quota which it 
hoped to achieve. The potential quota 
was sufficiently high to make the de- 
partment a profitable one. 
e In less than nine months, the sales 
volume in this new department has far 
exceeded this quota and has awakened 
the company to the larye potential in 
children’s shoes. The conclusion to date 
is that children’s shoes offer a market 
almost untouched. 

“We had no idea that a line of chil- 
dren’s shoes could be introduced and 
established so quickly,” comments Fred- 
erick F, Fisher, vice-president. “We 
took on the Propr-Bilt line which was 
at that time unknown in this city. While 
we had previously sold some children’s 
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shoes, the business was very small and 
was never developed at all. We knew 
the line could be developed and we were 
constantly on the alert to find a line 
which had preventative features, be- 
cause we felt such a line held great 
cumulative sales value. 

“We also wanted a line which was 
well advertised. While most manufac- 
turers of men’s and women’s shoes de- 
veloped their product lines with exten- 
sive advertising, those producing chil- 
dren’s shoes have been slower to use 
advertising to make their shoes well 
known. Thus, we sought a line made 
by a manufacturer who had developed 
an appreciation for his products. 

In building the children’s business Dr. 
Fisher established a separate children’s 
department, with six elevated platform 
seats where the children may be fitted 
without use of a foot stool. At the end 
of the platform are cards, one to be 
filled out for each new customer, which 
gives the store a complete card index of 


all customers. 

Local advertising of the children’s de- 
partment utilizes newspaper and radio. 
Newspaper space about two columns of 
seven inches is used weekly in a local 
paper with the exception of the Summer 
months. Copy emphasizes the trade 
name of the line, stresses the preventa- 
tive features and quotes the price range. 

Radio advertising is used weekly over 
a Providence station. This is a store 
sponsored program and about twice 
each month is devoted to the children’s 
department. At that time the entire 
program is a kiddies’ show, including 
snappy music that appeals to young- 
sters. 

“A gratifying angle of the children’s 
department,” adds Dr. Fisher, “is that 
it has brought us many new customers 
for our line of women’s shoes. We fit 
the child, the mother is pleased and she- 
frequently asks ‘Could you fit me as 
well as that?’ And there we have a 
new customer.” 
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Lasting Comfort... 


Here's headquarters for 
“fashion firsts’”—the home of lasts that 
are authentic style leaders—a service 
that keeps you out in front of the style 
parade—and assures you of shoes with the highest 


degree of fit-ability and lasting comfort. 


UNITED LAST COMPANY 
140 FEDERAL STREET, BOSTON, MASS. 
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Sell on Sight! 





Yes — Shower Toes are back . . . and in 


almost unlimited quantities. 


THEY MOVE FAST! At 75 cents per 
pair, they literally walk right out of the store. 

YOU NEARLY DOUBLE YOUR MONEY. 
They cost you $4.62 per dozen. You sell at 
$9.00 per dozen. 

“@® Ladies love Shower Toes’ trim, smooth- 
as-skin look and feather-lightness. They’re 
on-and-off in a jiffy and tuck away in a coin- 
purse size pouch. 


national advertising telis it 
ta aillions of ladies 
again and agatn 


National advertising will 
“peak up” in Mademoiselle 
and Ladies’ Home Journal 
during the rainy season 
. . « talking to the ladies 
when they'll be wanting 
and looking for Shower 
Toes. 


FOR DETAILS on as- 
sortments, colors, dis- 
plays, write Dept. C. 





BETTER YET —try a trial order of two 
dozen packed in a dispiay carton. 


THE Elly wurosr CO., MASSILLON, OHIO 
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Better Service and Selling 


[CONTINUED FROM PAGE 73] 


inventories have been abnormally low during the war 
years and that comparison with a gear »go is hardly 
the type of comparison to make. The trend is clearly in 
favor of getting stocks in balance, eliminating over- 
priced, inferior quality merchandise and returning to 
the practice of timing deliveries wherever possible. 

“Alert merchants now favor a tighter control of stocks, 
the use of model stock plans and maintenance of ade- 
quate records to indicate the status of outstanding 
orders and the open-to-buy position, so that a fairly 
clean inventory position may be maintained. Much of 
current volume is being obtained through stimulation 
in the form of markdowns. The war years have taught 
us on thing that many of us thought hardly possible: 
namely, that we can operate successfully on a much 
smaller inventory position than we thought we could. 
In the prewar period, 70 per cent of business was done 
on 35 per cent of stock. The trend is clearly toward 
more intensive application of the principles of inventory 
control, shorter deliveries and faster turnover. 

“The shoe merchant has learned that wide assort- 
nients in all sizes is an out-of-date method of merchandis- 
ing except for the extremely large operation. The small 
merchant will know his trade well enough, or make it 
his business to find out, what sizes, which styles and 
what quality of shoes are in demand in his neighbor- 
hood. He will hold his inventory position down and seek 
to maintain a higher rate of turnover than he did before 
the war. 


“Soft” Merchandising Methods 


“There is no doubt that we have grown soft in our 
merchandising methods during the war years. Costs 
and sales prices were set by the government, operating 
costs were reduced due to the curtailment of delivery 
services, fancy packaging and other frills, and customers 
were willing to buy anything when merchandise was 
scarce and money plentiful. Some of us may have tem- 
porarily lost the art of maintaining a carefully controlled 
merchandising operation. 

“Expect keen competition for the consumer’s dollar 
in the year ahead; expect an increasing mortality rate 
among those of your competitors who have not learned 
the importance of economy of operation. Good quaiity 
merchandise, improved customer service, better mer- 
chandising methods and more efficient distribution key- 
note the trends of the times. We must return to selling 
rather than merely servicing customer’s needs, and we 
must again cope effectively with customers’ preferences. 

“The successful shoe merchant will attract the cus- 
tomer to his store in preference to his competitor’s 
through rendering better customer service. And this is 
the only avenue through which he can outstrip the other 
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fellow. His competitor will be able to meet him on an 
equal footing both as to the type of merchandise and 
prices. 

“It was never more true than it is today that the most 
important single factor in a successful shoe store opera- 
tion is the excellence of its personnel, and this is 
especially true in the small town or in the exclusive shop 
where customers are more or less limited and the sales- 
person must sell himself as well as his merchandise so 
that the customer will want to return to him. Customers 
will expect and demand courtesy and personal attention. 
Salesmanship will again come into its own. 


Good Service Essential 


“A recent survey of customer reaction to store serv- 
ice points up the importance of giving personal attention 
to the details of good service. This survey indicated that 
customers consider the interest shown by the salesperson 
throughout a sale as the most important single factor 
in sales service; giving helpful information about mer; 
chandise was regarded as equally important. Be sure 
you supply your sales personnel with sales helps so that 
they may have the information to pass on to customers. 
Displaying merchandise effectively was also rated as a 
highly important factor and, along withthis, was offer- 
ing future assistance to customers who may not have 
made purchases, certainly a rarity in customer service 
during the war years. Acknowledging customers, 
courteously answering questions and objections satis- 
factorily were also rated as important factors in cus- 
tomer service. 

“The Want Book will play an increasingly important 
part in determining future buying practices, and sales 
personnel should be trained not only to know what stock 
is available but also to spot customer demands which are 
not being met by the store. By keeping the Want Book 
up-to-date and not failing to record any customer's un- 
filled want, you will soon be in a position not only to 
know your customers’ buying habits, but to meet their 
demands on a minimum rather than a maximum in- 
ventory. You will carry what customers want and not 
what they don’t want. 


Clean Stores a Must 


“We should not overlook the importance of good 
housekeeping. Stores will be cleaner and merchandise 
fresher than ever before. Keep your stock well dusted 
and in good order. The selling floor should be reserved 
for merchandising shoes and accessories and not as a 
storage place for cartons and debris. Windows should 
be regularly cleaned, well lighted and frequently dec- 
orated, and many of us believe that every style and type 
of merchandise for sale in the store should be at- 
tractively—yes, dramatically—displayed in the windows. 
Counters and interior displays should play an important 
part in suggestive selling to tie up accessory buying 
with shoe purchases.” 
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tat Chks! 


PLAY-POISE infants’ shoes 
feature: flexibility and Good- 

year welt construction ...a com- 
bination that is boosting sales 

for shoe dealers everywhere. 
Complete line in stock. Nation- 

ally advertised in GOOD 
HOUSEKEEPING, PARENTS’ 

and THE JOURNAL OF BONE 
AND JOINT SURGERY. 
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For 84 years the House of Heywood has taken 
pride in the distinctive craftsmanship and - 


quality of fine Heywood shoes. Evidence, too, 
of their established reputation is the roster of 


leading retailers who feature them. McFarlin’s 
of Rochester, Marshall Field of Chicago, and 
Goodwin’s of Hollywood. The confidence of 
such shoe experts is valued. Heywood quality 
and Heywood style leadership will continue 
to inspire their good faith and yours. 


Made by the House of Heywood in Worcester, Mass. Since 1864 


MAKERS OF THE FAMOUS MATRIX SHOES FOR MEN 


Review of the Retail Trade 


[CONTINUED FROM PAGE 118] 


second, a style demand for medium 
heels. 

Price resistance in the higher 
ranges, noticed last month, continued 
to increase in the higher priced lines. 
and shoe men handling lines from 
$14.95 up report stocks moving slowly. 
Many find that a large number of 
women who bought better grade shoes 
are now moving down to the $10.95 
and lower brackets, feeling that they’d 
rather pay top prices for that quality 
shoe than pay the higher prices for 
the lines they have been wearing. The 
top price shops also are faced with 
allotment difficulties, and cannot ob- 
tain in quantity those items which they 
would like to feature, thus hampering 
to a large degree any full scale pro- 
motion. 

The medium priced shoe seems to 
have made the healthiest adjustment 
to present market conditions, for de- 
liveries, styles and prices have fared 
much better with both the public and 
the retailer. Price resistance seems 


almost to have disappeared, and s« 
long as customers have little difficulty 
in finding just what they want, it is 
felt that there will be little complaint. 
Blacks are still scarce, but dealers re- 
port that deliveries are picking up fast 
and that this small problem should 
soon be overcome. 

In all women’s lines the cry for the 
medium heel has been loud. Starting 
last Fall the demand for the medium 
heel has been constantly increasing 
and unfilled. Shoe men find that less 
attention is being given shoe styling 
and more to heel height, and they re- 
port that although suede and calfskin 
are still in top demand, if they can 
please by offering the requested heel. 
there is little discussion about open or 
closed toes or heels. 

In the men’s field a swing has 
started away from the moccasin which 
has dominated the demand for months. 
Present indications are that the dress- 
ier shoe is becoming more popular 
with certain customers, while others 





stick to the square toe and moccasin. 
With the first smells of Spring in 
the air, Yale boys are picking up their 
requests for the age-old favorite, the 
red soled white buckskin, which has 
been practically off the market since 
the students returned 8000 strong last 
Fall. Shoe men report that they have 
had hundreds of requests for these 
shoes and still have not had a definite 
answer from manufacturers as to pos- 
sible shipments. In the absence of 
white buckskin, the second choice has 
been saddle oxfords, and here, too, the 
demand has caused a short supply. 


LOS ANGELES CUSTOMERS 
SEEK SPRING SHOES 


Warm Spring weather sent Los Ange- 
les men and women shopping for light- 
er, brighter footwear, and retailers en- 
joyed brisk volume, which many had 
not anticipated. Two-tone spectators, 
patent leather sling pumps, reptiles in 
both tailored and dress styles, and 
wedge casuals in white or red leather 
led the parade of best sellers. The 


closed-up shoe was termed as having 
little importance among Southern Cali- 
fornia women. Red and green in calf, 
suede, and reptile were outstanding in 
high style patterns. 

Charles Reedy of Wetherby Kayser 
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QUAIL HUNTERS 


Production is rising — but so is the 
demand for Bass footwear ...Sorry 
but present accounts still come first. 
New York Office: 658 Marbridge Budding 
FOOTWEAR 
| WILTON, MAINE 








Moccasins, Ski Boots, Weejuns 
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states that reptiles are important and 
that his firm is promoting honey-toned 
alligators for Spring. These new 
honey-tones are neutral, but they have 
a warmth that women seem to like. Mr. 
Reedy has found a renewed interest in 
casuals, and although they are not as 
active as they were a year ago, women 
of all ages are requesting them in 
dressy as well as play styles. 

“We're getting lots of calls for black 
patent,” Mr. Reedy reports, “with the 
sling pump the number one style wo- 
men are requesting in patents as well 
as other leathers. There is some inter- 
est in navy, and although it is not out- 
standing yet, it bears close watching 
this season.” Mr. Reedy says the de- 
mand for the closed shoe is very slight. 

Lawrence Schmidt, assistant buyer 
in the Broadway Basement shoe de- 
partment, reported that black kid 
arch-type shoes are tremendously im- 
portant. Young womer as well as 
matrons are still asking for styled- 
arch shoes. Women are more brand 
conscious in regard to arch types than 
they have ever been before, and it is 
almost impossible to talk them into 
anything else once they decide in favor 
of a particular brand. 

In children’s shoes the demand is 
high and so are the prices, which 
parents are objecting to quite strongly. 
Thus buying has fallen off consider- 
ably in clindren’s shoes, and althougi: 
the total dollar volume is higher than 
it was a year ago at this time, pairage 
is off at least 20 per cent. 

George Schwab, Westwood Village. 
asserts that so far this year business 
has compared favorably with last year 
at this time, although there is some 
price resistance in higher priced lines. 
Mr. Schwab has had many calls for 
patent but is still selling a great deal 
of black suede, both of which are 
year-round favorites in Southern Cali- 
fornia. “It’s difficult to give an ac- 
curate picture of Spring footwear 
trends because shoes that should have 
been in the store two and three months 
ago have not arrived.” he said. “Shoes 
that used to sell for $8.95 but are now 
$26.95 could not be expected to sell as 
well as they used to,” he added. 

“I am surprised at the number of 
casuals I am selling. Even though I 
have promoted them in my windows 
and ads, the response has been over- 
whelming,” says Mr. Schwab. He re- 
ports the closed shoe as bearing very 
little significance in his pre-Spring 
sales. 

Joseph Ferguson, Gold Cross, Holly- 
wood, reports that flat heels are much 
in demand for young girls and tall wo- 
men, the schoolgirls expressing a 
strong preference for open backs, 
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closed toes, with low heels. “Calls for 
patent, two-toned spectators, and navy 
calfskin started early in the season. 
Manufacturers are late on delivery on 
all of these, and thus it is difficult to 
forecast what the women will really 
buy when we get them in. But prac- 
tically all of our customers want the 
open toe sling pump.” 

Alan Shirek, May Company, says: 
“We started selling ladies’ two-tone 
spectators early in January and met 
with far greater acceptance than we 
had ever anticipated. Our stocks are 


good on this shoe, both in open and 
closed styles, and I think that it will 
be one of the top shoes of the season. 
Women love it for suits, prints and 
play clothes, and its classic simplicity 
lends itself to every occasion.” 

Mr. Shirek has been promoting red 
calfskin in his ads and windows and 
reports that in the first three weeks 
in January it was a sell-out. Styles 
featured in the bright shade included 
dressy sling pumps and tailored walk- 
ing shoes. 


















saves time sw? 
.« Makes Selling Easier 





PRIMEX platforms measure 
12 inches from front to back, 


Check These 


EXTRA 50% wider than ordinarily.’ 
FEATURES 


This extra width permits your 
customer to remain on the 
platform in a comfortable, 
sideways position while 
New Low Step listening to your sales story, 
Mischief Proof instead of getting up and 
down —thus saving effort on 
his part — speeding sales for 
New X-Ray Unit you. Mail the coupon below 
for full story of the many 
PRIMEX selling advantages. 


always a STEP chead 
a = 
Gentlemen: | 
Please send me without charge or | 
obligation full details on the new and | 


EQUIPMENT co. better PRIMEX SHOE FITTER. | 


135 SOUTH LA SALLE STREET 
CHICAGO 3 


3-Ray Penetration 


Compact Size 


2 YEAR GUARANTEE 
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Trade Area Survey Reveals 
Shoe Buying Habits 


In a recent survey conducted by the Lincoln, Neb., Cham- 
ber of Commerce retail committee, the Nebraska Farmer 
and the Warren Joyce Ayres Advertising Agency, it was 
revealed that 774 answers to questionnaires sent out favored 
Lincoln as the shopping center for men, women’s and chil- 
dren’s shoes. 

These figures were based on 719 replies to 1950 question- 
naires mailed to town dwellers and 404 replies to 1000 
forms sent farm residents, or a grand total of 1123 out of 
2950. The 38 per cent return is extremely high for a survey 
of this type, and gives opportunity for an excellent sampl- 
ing of opinion among Lincoln’s retail customers. 

The survey covered 20 counties of Southeastern Nebraska 
and the two main towns in each of these counties, except 
Lincoln. Fifty “town” questionnaires were sent to each of 
these 39 communities. In addition, the Nebraska Farmer 
mailed 50 questionnaires to farm residents of each of the 
20 counties. 

Questions were not “slanted” in any way to produce re- 
sults favoring Lincoln, but the compiled replies indicated 
that Lincoln, with its population of about 90,000, is a pre- 
dominant favorite for shoppers in this area. 

The figures show the following results: 


IN WHAT TOWN DO YOU BUY MEN’S SHOES? 


Lincoln 215 
Omaha 63 
Beatrice 41 


(No Farm Answers Tabulated) 


IN WHAT TOWN DO YOU BUY CHILDREN’S SHOES? 


Town Farm Combined Total 
Lincoln 142 Lincoln 59 Lincoln 201 
Beatrice 31 York 22 York 48 
York 26 Beatrice 16 Beatrice 47 

Fairbury 36 
Seward 35 


IN WHAT TOWN DO YOU BUY WOMEN’S SHOES? 


Town Farm Combined Total 
Lincoln .. 272 = Lincoln 113 Lincoln 358 
Omaha 58 York 38 York 88 
York 50 Fairbury 24 Omaha..... 72 

Beatrice 55 
Fairbury 51 


The survey asked these additional questions: 
DO YOU PREFER SHOPPING IN? 


Town Farm Total 
Small town 315 189 504 
Larger town 283 180 463 
Both 45 18 63 
No preference 76 -= 76 


WHAT OBJECTIONS, IF ANY, DO YOU HAVE TO 
SHOPPING IN LINCOLN? 
Town Farm Total 


None — 126 456 
| ee re 190 99 289 
BED: nce a cide ase danas 40 43 83 
Indifference of clerks —— 10 23 
Crowded stores im 8 20 
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WHAT ARE SOME OF THE THINGS YOU LIKE 
ABOUT LINCOLN? 


Town Farm Total 


Cleanliness of city .. 182 67 249 
Stores and selections ......... 137 130 267 
Courtesy of business people.... 85 48 133 
PROMOTIONAL INFLUENCES 
RADIO 

Station Town Farm Total Station Town Farm Total 
KFAB 586 384 970 KMMJ 235 227 462 
wow 539 353 892 KFOR 222 154, 376 
KMA 229 276 505 KOWH .. 181 85 239 


KOIL 152 87 239 




















* WATCH IT GROW!/8|7/5/|< 


FOOT RELIEF 
GUARANTEED 


or money refunded 


THEY WANT RESULTS 


People who buy Arch Supports have aching feet. 








| They want relief. 


Patent Pending U.S.A. 


RESULTS COUNT 


lt mokes no difference 





NEWSPAPERS 
Publication Town Farm Total 
Lincoln Papers yemmeniee = 286 644 
State Journal 154 383 
Lincoln Star ato = 132 261 
World-Herald ee 142 562 
Kansas City Star... 20 15 35 
Other Dailies ........... 101 — 101 
Farm Publication Town Farm Total 
Nebraska Farmer . ... 162 400 562 
Capper Weekly 23 95 118 
Farm Magazines ......... — 67 67 
Journal Stockman — 12 12 





Store Stresses Correlated Merchandise 


THE shoe salon of Schuneman’s, Inc., St. Paul, Minn., 
does an excellent job in selling correlated merchandise— 
shoes and gloves, shoes and belts, etc. 

To catch attention, displays show shoes and a group of 
matching accessories in a special shop of the salon. In a 
Spring showing, one color was carried through in shoes, 
belts, purses, hats and gloves. 

Other similar displays were placed in shadow boxes 
which form one end of the special shop in which high qual- 
ity casual shoes are shown. 

In addition to the interior display, a large window dis- 
play accented shoes with the matching accessories. Mir- 


rored backings made the displays appear sitll more elab- | 


orate and brought out the pattern of the shoes and hats and 
purses from every angle. 

Another display was featured in the glove section and 
another in the purse’ section. So strongly were matching | 
accessories stressed that customers in each section re- | 
sponded well. 

A half-page advertisement was used in a Sunday paper, 
followed by a quarter-page advertisement, when the shoe- | 
and-accessories campaign was launched. 

Special girls in the department showed the merchandise, 
others modeled—and did some selling. The models wan- 
dered throughout the store, calling attention to the match- 
ing shoes and accessories. 

Schuneman’s keeps one window near a street entrance on 
one side of the store exclusively for shoes. It has a series 
of mirrors which multiply the apparent number of shoes, 
making necessary actual display of only a few pairs. Dur- 
ing the accessories promotions, this window carried excel- 
lent displays. 

“Our plan,” said Hugh Turley, buyer and manager of 
the department, “is to keep the thought of matching acces- 
sories in the minds of customers so strongly that they will 
feel that their outfitting is incomplete if they have not pur- 
chased the proper accessories with their shoes.” 
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shoe retailers are selling 


| shoe retailers can tell you 


| drawers. They are building 


who makes them, or how 
much they cost. 


% ONLY RESULTS COUNT 


Over 875 leading shoe 
retailers know that 
VelVa-Soles praduce relief 
or a refund. Over 875 


results. Over 875 leading 


thet VeiVa-Soles are not 
laying unused in dresser 


business on the foot. 


RESULTS BUILD SHOE 
BUSINESS* 


The VelVa-Sole franchise in your 
town is valuable to you because: 
1—VelVa-Soles are sold only in 
leading shoe stores and shoe de- 
partments. 2—Velva-Sole 
Therapeutic Arch Restorers hove sensible, 
scientific selling features. 3—VelVo-Soles 
produce foot relief or it costs your customer nothing; it costs 
you nothing. 


*The VelVo-Sole Franchise is a new source of prestige 
ond profit for your store. investigate the most senso- 
— odvancement in foot comfort appliances in 35 


EL VA".JOLE 


ARCH RESTORERS 


Trade Mark 


VELVA-SOLE CORPORATION, 17 NORTH STATE STREET 
1211 STEVENS BUILDING, CHICAGO 2, ILLINOIS 
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PRINCIPLE > 
Molded in 





Established 1896 





SNUG FIT RUBBER 
CLOGS and SANDALS for MEN 


Unique Construction Feature Builds 
Profitable Business For Jobbers And Dealers 


\ 
LA) 
/ L4) 
*PATENTED «Sy , 


Sandal strap principle molded in the rubber—extending from 
the base of the arch to the top of back of rubber—prevents 
the rubber from coming off or flopping at the heel under any 
service conditions. A dressy rubber for dress shoe tailored to fit 
with no gaps. 


NO FABRIC OR FILLERS «+ 
FOLDABLE 


Stock three sizes of each 


A PROFITABLE LINE TO RETAIL 


CLOGS 
SANDALS 


TINGLEY - RELIANCE RUBBER CORPORATION 





One Piece 


FEATHERWEIGHT 
¢ CLEANS INSIDE AND OUT 


item and cover the 
popular range of men's shoes 


eee: $1.50 per pair 
sak Unease $1.75 per pair 


} 
| 
| 
RAHWAY, NEW JERSEY | 











Shoe Sales Show 
Gain in Ohio 

CoLUMBUS, OHI0O—Total of 43 inde- 
pendent retail shoe stores scattered 
throughout Ohio, having a total dollar 
sales volume for December, 1946, of 
$697,234, reported that December sales 
were 22 per cent above the same month 
ef 1945, and that total sales for 1946 
were 18 per cent ahead of 1945. 

Sales during December were 22 per 
cent ahead of November, 1946, accord- 
ing to a report of the Bureau of Busi- 
ness Research at Ohio State University, 
working with the U. S. Department of 
Commerce. 
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Named General 
Office Manager 


St. Louis, Mo.—George W. McCaslin 
has been named general office manager 
of the Roberts, Johnson and Rand divi- 
sion of the International Shoe Co., it 
was announced recently. 

An alumnus of Washington Univer- 
sity, St. Louis, Mr. McCaslin joined 
the Roberts Johnson and Rand division 
of International in 1924 where he went 
to work in the mail order department. 
During the last two years, however, 
he has been manager of the sales-ser- 
vice department. 

In addition to managing the mail 





order department for 15 years Mr. Mc- 
Caslin also had several years experi- 
ence working with customers on the 
merchants service and concentration 
plans of retail shoe store operation, and 
at one time he handled contract bids 
for municipal, state and institutional 
business. 





Becomes Sales Manager 
For Stetson 


SouTH WEYMOUTH, Mass.—Paul N. 
Vonckx has been appointed sales mana- 
ger of the Stetson Shoe Company, Inc., 
succeeding Carl E. Ganter, who re- 
cently resigned his post to become the 
general manager of the calf division 
at Colonial Tanning Company. 

Mr. Vonckx had previously been asso- 
ciated with the United Shoe Machinery 
Corp., for 12 years, and during the 
war served as shoe purchasing agent 
in the Navy Department’s Bureau of 
Supplies and Accounts. Before joining 
the Stetson Company, he was merchan- 
dising manager of women’s shoes for 
the Regal Shoe Company. 





Sponsors Telecast 


Of Shoe Styles 


St. Louis, Mo. — The Johnson-Ste- 
phens & Shinkle Shoe Company here 
sponsored a 15 minute telecast under 
the brand name of their Rhythm Step 
Shoe, in an Edison Week program of 
27 commercially sponsored telecasts, 
over station KSD-TV, recently. 

The Rhythm Step show included exhi- 
bitions by four Arthur Murray dance 
teams in a rhumba, fox-trot, jitterbug 
and waltz, and close-ups of four Rhythm 
Step styles; a spectator, a suit shoe, a 
brown and white casual, and a high- 
heeled date pump. 


C.P.A. Approves Proposed 
Construction of Shoe Factory 


NortH Hotiywoop, Cauir. — C.P.A. 
approval has been obtained for con- 
struction of a shoe factory at Cleon 
and Burbank Boulevards, North Holly- 
wood, Calif., for John E. Mills, of 13,327 
Ventura Boulevard, Sherman Oaks, 
Calif. The one-story, reinforced con- 
crete structure will be 40x100 feet. 





Will Open Store 
In “Shoe Row” 


Kansas City, Mo. — The Nisley Shoe 
company recently leased a location at 
1020 Main, and after remodeling will 
open its new Main street quarters. 

Main street’s 100 block is becoming 
what might be termed “shoe row,” as 
Nisley’s lease will be the sixth individ- 
ual shoe store to be located on this 
block. Other stores in the block include 
the Robinson Shoe Company, Baker 
Shoe coompany, Clark Shoe company, 
Flagg Brothers and the Thom McAn 
Shoe company. 
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What Tanners Will Show 


[CONTINUED FROM PACE 123] 


ALBERT TROSTEL & SONS CO. 


Tuxedo Sides 

Wapiti Sides 

Vegetable Antiquity Sides 
Zebu Sides 

Blizzard Sides 

California Sides 


Nubian Calf 

Atasco Calf 
Antiquity Calf 

Dull Pochette Calf 
Glazed Pochette Calf 
Mellotan Calf 


To Shoe Maid of Cotton 


New YorK—Joyce, Inc. has been 
chosen this year to supply footwear 
for the wardrobe of the 1947 Maid of 
Cotton, who is Hilma Seay of Mem- 
phis, Tenn. Miss Seay is the winner 
of an annual contest held in the seven- 
teen cotton-producing states under the 
sponsorship of the National Cotton 
Council, the Cotton Exchanges of New 
York, New Orleans and Memphis, and 
the Memphis Cotton Carnival Associa- 
tion. 

Miss Seay will start a countrywide 
tour in Miami with a fashion show at 
Burdine’s. She will travel from coast 








They're stronger, wear 


longer, and customers 
notice it! Manufacturers 
will find them easy to 
work, and economical to 
cut for slippers, casuals, 
children’s and women's 


dress and street shoes. 


John Flynn & Sons, inc. 


SALEM, MASSACHUSETTS 
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GOLF 
SHOES 


FOR IMMEDIATE DELIVERY 


Golf shoes can play an important 


part in building Spring and Sum- 
mer volume and profits, but they 
must be “just right”; you must have 
ample sizes and you must feature 


them at the “right” price. Let 
Service be your “top flight” 
source of supply for 
all golf shoe re- 
quirements. 











SERVICE. 


MANUFACTURING COMPANY, INC. 


meriy ¢ cor & legging C 













§8.65 No. 3306 


Soft drying Army Russet Maison Kip, 
5 eyelet blucher with butted lacestay; 
seamed quarter, felt lined tongue, 
full oak sole, removable spikes, made 
genuine flexible Goodyear welt con- 
struction over combination last with 
good toe spring —D Width only — 
Packed 7 to 11 — 2 sizes included — 
12 pairs to case. 


$5.40 No. 3310 


Soft drying, water-repellent, 
Chocolate Black, Oiled Retan Moc 
pattern. Duflex brown rubber sole 
and heel, removable spikes, filex- 
ible Goodyear welt construction, 
D Width only — Packed 7 to 11 — 
VY sizes included — 12 prs. to case. 


i Zoloh a a -tola 


: olMariiels 


Leathercrafters Since 1927 
120 East 16th Street, New York 3, N. Y. 





to coast as the ambassador of cotton 
and take part in the Memphis Cotton 
Carnival and a congressional cotton 
ball in Washington, D. C. This year, 
for the first time, the Maid of Cotton 
will also fly to Paris and the Riviera. 





Embark on Expansion 
Program 


Fort WortH, Texas—The footwear 
department at Leonard’s will be great- 
ly expanded and completely reor- 
ganized as a result of a half-million 





collar expansion program which has 
just been announced. Construction of a 
new modern five-story building, with 
basement, is expected to be completely 
effected by September of this year. 
New modern store fixtures will re- 
place those now in use throughout the 
store, in all departments, and an esca- 
lator system will be installed. Addi- 
tional floor space is to be provided by 
extensions from the basement and sec- 
ond floors of the present main building, 
over and under First Street, to cor- 
responding levels in the new building. 
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SHOE BRAIDING 


IS A PRODUCT OF 


LAWSILK RIBBON CORP. 
ALLENTOWN, PA. 


Boston 


Rochester St. Louis 


One of the Best-Known Lines of Quality Shoes 
for America’s Best-Dressed Women 


ime il 





SCHIFF RIBBON CORP. 


Manufacturers of Bindings, Braids and 
Narrow Fabrics for the Shoe Trade 


95 MADISON AVE. NEW YORK 16, N.Y. 


¢ Affiliates 
(7r— OFFICES <S™ 













gives that added touch of 
dressmaking detail . . . that 


perfect refinement for unlined 


and faille-lined shoes 
so popular today 
among the most 
discriminating patrons 
of the nation’s 
shoe shops 






ALLEGHENY RIBBON CORP. 
QUAKERTOWN, PA. 


Chicago 


Montreal 






Cincinnati 






| Don’t Miss the ““TRIM-RIB” Display in 


ROOMS 505-506 at the ALLIED SHOW 


Hotel New Yorker + March 9th to 13th 








New Firm Makes California 
Type Men’s Shoe 


CAMBRIDGE, Mass.— Entering the 
high-grade shoe field with a new line 
of men’s California type platform 
shoes, the Kamborian Shoe Corp. has 
started production on top-grade calf- 
skin shoes to retail at about $15.00. 
The line will include seamless plug 
vamp and whole vamp models made 
possible by the use of a new crimping 
machine which forms the toe. 

For the present, distribution will be 
largely through local department stores 
and a few high-grade men’s shoe shops. 

According to officials of the company, 
these shoes demonstrate the great 
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versatility of the California process. 
This process is being thoroughly ex- 
plored by the Kamborian Shoe Corp., 
which was established to demonstrate 
to the shoe manufacturer International 
Shoe Machine Corporation’s equipment 
and processes under actual factory 
conditions. 


To Open Shoe Department 
In Specialty Shop 

New YorK—A division of Mackey- 
Starr, Shoe Salon, Inc., has entered 
into a five-year lease with Florence 
Lustig of New York, a women’s high 
grade specialty store being constructed 








at 54 East 57th Street, near Park 


| Avenue, it was announced recently by 


Miss Lustig. 

The shoe department will be divided 
into two footwear salons, an office, a 
stockroom, and a powder room, cover- 
ing approximately 1100 feet of space 
on the second floor of the five story 
elevator building, where women’s fine 


| ready-to-wear, handbags, jewelry and 


lingerie will be carried. 
The two shoe salons will cover an 


| octagonally spaced area, a main salon 


with a center display fixture for find- 
ings under which will be mirrors for 


| ease in reflecting shoes being fitted; a 
| second small salon termed a private 


celebrity room. The seating capacity 
will be approximately 40. 
A custom-made shoe section for the 


| creation of shoes specifically designed 


| garments produced 





| 


to go with apparel and with special 
in an exclusive 
custom-made division at the new store 
will be featured. A one-day dyeing 
service wil be offered. 

A minimum of five per cent of the 
shoe volume of the Florence Lustig 
shoe department will be spent for ad- 
vertising, it was emphasized by Miss 
Lustig. 

The department will be under the di- 
rection of Murray Goldsmith, son of 


| Ben Goldsmith, treasurer of Mackey- 


Starr, Inc., and Samuel Sussman, son- 
in-law of J. Starr, president of Mackey- 
Starr, Inc. 





30 ITEMS 





No. 100 SHOE STAND 
Eyecatching basic shoe display unit. 
Adjustable 7 inch top, % inch 
round stem, needle-type heel grip- 
pers. Heights 9, 12, 15 and I8 
inches, 


PRICE {all heights)... $5.50 


Gillman Plastic Fixtures 


made in our own factory 
503 N. 12th St.. Dept. B, St. Louis 1, Mo. 
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They Learn to Sell 
While Still in School 
[CONTINUED FROM PAGE 74] 


during the final two-year period. 

When he is a junior—his first retail- 
ing year—the student begins with class- 
room work which is similar to the basic 
course given new clerks by most stores. 
He learns how to meet the public, 
how to dress neatly, how—in the case 
of girls—to use make up properly, how 
to fill out sales slips, use a cash regis- 
ter, etc. 

Then the student is issued a text 
book on retail selling, and is “indoc- 
trinated” in the peculiarities of various 
retailing fields so that he may make 
an intelligent choice of what sort of 
merchandise and merchandising he likes 
best. After that the meat of the selling 
course begins. 

From nine in the morning, when 
school opens, until lunch time, the re- 
tailing student pursues his regular 
scholastic courses, which include at 
least one full time course on the cus- 
toms of retail selling. 

After lunch, he reports to a New Or- 
leans shoe store, department store, or 
other retail shop. Miss Dorothy Sim- 
monds, coordinator of distributive edu- 
cation for the Orleans Parish School 
Board, makes the decision as to which 
store will train the student. From an 
interview with him which determines 
the retail field’ he will enter, and from 
observation of the student himself, she 
decides which store’s policies will suit 
the student best and which store will be 
best suited by him. From her office in 
the School Board building he is sent 
to the chosen store where the person- 
nel manager has the final say on hiring. 

During the in-store afternoon hours, 
> student performs the regular work 
of a shoe salesman. He does receive 
special help, however, from the depart- 
ment head, who points out the whys 
and hows of individual retail selling 
and of overall retail merchandising. 
How well he picks up this instruction 
is noted. In grading him for the course, 
his school bases only fifty per cent of 
his final mark on what he has done in 
the classroom; 


the other and vital | 





half of the school grade is given by the | 
store department head and personnel | 


manager. 

All of the classroom work is designed 
to make the student a better salesman 
during his on-the-job hours. In the be- 
ginning, he is given general courses 
in retail selling, which include instruc- 
tion in the fundamentals of window and 
interior display and in retail advertis- 
ing. 

Later, in his senior year, the stu- 
dent “specializes” in a particular mer- 
chandise field. Those who major in shoe 
retailing are assigned projects much 
like the degree theses of college stu- 
dents, but instead of a thesis the retail- 
ing student must compile a scrapbook. 

In this scrapbook he assembles com- 
positions on assigned phases of shoe 
merchandising; trade paper articles that 
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A LONG, 
STRONG LINE OF 
FOR 





IMMEDIATE 


DELIVERY 


For every Moccasin requirement, there's an attractive Service value. 













No. 742 — Men's Brown, split cowhide, Littleway 


construction, 


included. 
B-742 


—Yz sizes included. 


Packed 24 pairs 
to case 


SERVICE 


MANUFACTURING COMPANY, INC 


me Se e Boor & leggin 





brown rubber sole, 
braided lace — 7 to 12 — Vp sizes 
$1.90 
— Boys’—As above—2!/p to 6. 


No. 607 — Ladies’ White, full grain Elk upper, 
White cotton Lace, rubber sole 4 to 9 


Illustrated — 

No. 556 — Men's Black 
Waterproof, hand - sewn 
construction, brown 
orthopedic rubber sole, 
rawhide lace—7 to 11— 
Vy sizes included. 


B-556 — Boys’— As 
above — 2!/> to 6. 


No. 2700 — Men's Brown Retan, 
Littleway construction, 
Brown rubber sole 


6%, to 12. $2.50 


— Boys’—As above | to 
6—Vo sizes inc. 2.45 


766/2701 — Lodies—As above 4 
to 9—'/2 sizes includ- 
ed 2.50 


B-2700 
1.85 a 


2.65 


Terms: 2/10 Net 30 — f.o.b. Factory N. Y. C. 


Footweor 


Division 


a 


Leathercrafters Since 192 
120 East 16th Street, New York 3, N. Y. 





tell how to sell shoes‘or illustrate spe- 
cific angles of the business as carried 
on by successful merchants; synopses 
—boiled down by the student himself— 
of shoe selling textbooks; facts about 
the merchandise; and ideas of his own 
on how it should be merchandised and 
sold. 

“This program is a big thing—and 
a good thing,” says one New Orleans 
shoe merchant, “because it teaches the 
high school boys and girls practical 
and effective selling to fit them for im- 
mediate jobs after they graduate. It 
also furnishes the merchants with a 


steady stream of new and trained sell- 
ing blood. We are glad to hire these 
boys and girls when they graduate. 
They know their selling stuff because 
they’ve learned it from both angles: 
the theory of merchandising, and the 
actual practice.” 


Junior Bootery Opens 


Macon, Ga—The Junior Bootery, 
catering to children from infancy 
through high school ages, has opened 
for business at 608 Cherry Street, 
here. L. J. McWaters is manager. 





















SPIKES 


iT 

ENGINEER'S S BOOT 
3740 Brown are 
Strap and Buckle at Instep and Ti 
Reinforced Steel Shank © Full Leather Heel 
Heavy Plump Elk © Goodvear Welt Construction 
bas ee Outer Sole @ Built to Stand Heavy 

ar 


$9.85 


Sizes 7-12 D Width 


ASCO 


SPORTS 


No. 2177 


Brown Bootmaker Finish 

Elk Leather Uppers 

Moccasin Toe 

Skeleton Lined 

Removable Spikes Fitted into 
Sockets 

Leather Heel 

Sizes 6/2-12 C and D Widths 


ft New L. ow 


GOLF SHOES (Approved) 
REMOVABLE 


$6.75 


JODHPUR BOOTS 


$5.65 


© Grode 
No. 826 Browne 
No. 827 Bleck 


Kip Leather Uppers © Lined Throughout 
Adjustable Straps 
Sizes 4-9 C and D Widths 


Samples Sent on Request 


WESTERN BOOTS 





ricesl! 









No. 3828 Brown $8.45 


Authentic Western Boots 
Reinforced Throughout 
Leather Lined, Pegged Shanks 
Colored Stitching, High Heel 
Goodyear Welt Construction 
Sizes 5-11 C and D Widths 


IMMEDIATE 
DELIVERY 


THE ARNOFF SHOE CO.Inc.+101 Duane Street « New York 7,N.Y. 





80% of the Population Must Be Served 


advertising approach, He says, is to be 
different from that formerly used by 
the basement sections. Ads in the daily 
press, as well as in street cars and sub- 
ways already emphasize the budget 
idea. Many of these are captioned: 
“Better Living on a Budget” as they 
present individual items from any one 
of the 83 complete shops on this down- 
stairs floor. Mr. Krogh sees the develop- 
ment and successful operation of this 
Budget Floor as an important contribu- 
tion to the solution of the high cost of 
living problem with which the middle 
and lower income groups are faced. 

He sees in this development, further- 
more, an opportunity for the upstairs 
departments to concentrate, as they 
once did prior to the depression of the 
30’s, on the higher-priced and very 
finest lines of domestic and imported 
merchandise. It was during that period 
of low sales and low prices, he pointed 
out recently, that upstairs and down- 
stairs departments found themselves 
carying much the same price lines and 
actively competing one with another. 
That trend, once established, has con- 
tinued, he pointed out, and the store’s 
new operation is designed to reverse it 
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[CONTINUED FROM PAGE 76] 


and to re-establish a relationship which 
had lapsed. 

Thus, he said, the principal function 
of the Budget Floor is “to offer in the 
medium and lower price ranges, assort- 
ments to compete with popular price 
department stores and specialty chains, 
while at the same time maintaining the 
company’s standards of quality, fashion 
and value.” 

To achieve this, Mr. Krogh says it 
will be necessary to take the fullest 
possible advantage of all improvements 
in manufacturing as well as in cost of 
distribution. He, cites as an example of 
the former the fact that 20 years ago 
the “Field Specified” shoe sold at $10 
a pair and represented the best styling 
and value that could be put into a shoe 
at that price. In 1941, the “Fielco,” an 
equivalent line, offered better fitting 
qualities, better workmanship, superior 
styling and sold at $5.95 and $6.95. He 
does not take today’s prices as a stand- 
ard, since even though the war has been 
over for many months, quality stand- 
ards are still disrupted and supply and 
demand are still unbalanced in most 


lines of goods. 


In aiming to maintain this kind of 
service to the customer, the company 
also has evolved a policy toward its re- 
sources whose whole-hearted co-opera- 
tion is necesary for the successful 
operation of this plan. Thus in “Man- 
agement’s Policy Manual” it is stated: 
“We believe that a prerequisite to satis- 
factory relationships between buyer 
and manufacturer is the existence of 
cordiality and courtesy between them 

. Fair dealing is essential to building 
confidence . . . In order to do a con- 
structive and creative job satisfactory 
to both, it is important that manufac- 
turer and buyer be willing to experi- 
ment with meritorious new ideas, new 
methods, and to test their potentialities 

. . Very often the value of an item is 
lost through our not recognizing the 
sales potentials, through lack of pro- 
motional effort, or through dropping 
that effort too soon. Follow-through, by 
giving the item an adequate test, is 
just as important as being the first to 
introduce a new item . . . The above 
elements, plus others, create on the part 
of the manufacturer a feeling of con- 
fidence and respect for the buyer and 
for Marshall Field & Co.” 
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{as shown) 
WOMEN'S White or Turf-Tan, closed back 
MEN'S Turf-Tan, open back 


MISSES’ & CHILD'S White or Turf-Ton, 


closed back 


INFANTS’ White or Turf-Tan, closed back. . 


MALLROY SHOE COMPANY INC. 


ST. LOUIS 3, MO. 


1708 DELMAR BLVD. 





_ AN EXCITING 
NEW LINE OF 
SANDALS BY 


QUALITY LUGGAGE LEATHERS 
insure extra wear, extra beauty 

AMAZING FLEXIBILITY due to 
all-leather construction, double- 
stitched sole 

STEEL ARCH for added protec- 
tion and long-lasting comfort 

CLEVER DESIGNING that 

achieves both style and fit 


SAMPLES SENT UPON REQUEST 


WOMEN'S White or Turf-Tan, open back 








. MALLROY | 





") 1 doz. small 


r) 1 doz. lorge 
) SEND 


> 15.00 

> 15.00 
PAIR @ $1.25 PER PAIR 

ry > Please send, without obligation, your catalog Modern Design on Display 
containing 60 i!lustrations of modern fixtures 





THE “INVISIBLE” SHOE FORM! 


CLEAR PLASTIC! 
MAIL THIS CONVENIENT ORDER BLANK TODAY! 
PRICE LIST 


FITS EITHER SHOE. 


SIZES 


$ 1.25 ea. Small 4\2-5 Shoes 
15.00 doz. lLerge 52-6 Shoes 
Sy i ng Trade Mark Registered* 
[) 3 doz. smell @ 13.50 [) 4 doz. small @ 12.00 
3 doz. large @ 13.50 - 4doz large @ 12.00 


Cy LARGE [ SMALL 





5 eae 4/9 $3.00 
.. 4/9 3.25 Firm Name 
° .6/12 3.25 ° Street - _ 
ee 8/3 2.60 a 
pean we 5/8 2.00 


December Shoe Production Down 4 Per Cent 


WASHINGTON, D. C.—Shoes and slip- 
pers produced in December totaled 39 
million pairs, 4 per cent less than the 
cutput for November, the Bureau of 
the Census has announced. 


A sharp drop in the manufacture of 
slippers for housewear accounted for 
the decreased over-all output. The pro- 
duction of this type of footwear totaled 
approximately three million pairs, 48 











Production 
thousand pairs) 
Percent 
KIND OF FOOTWEAR of 
| December November Increase 
| 1946 1946 or 
| (preliminary revised) | Decrease 
| | 
Shoes and slippers, total.........................] 39,066 40,752 4 
I i a Nk a 38,868 40,556 -4 
Shoes, sandals, and playshoes......... 35,315 34,315 3 
ie oe in gu Wee den dbennk 9,012 8,274 4 
Es os snc bnsntdnunsineee’ 1,733 1,625 10 
le iain 8 at eek Git 17,399 17,599 -4 
oh swe a ning ns eto 2,012 2,052 -2 
a 2,175 1,906 | 14 
Ait cnn eheckreaanaekte 1,894 1,804 | 5 
Babies’. 1,030 1,055 —2 
Slippers for housewear...................... | 2,943 5,606 —48 
RR aia shy a A ES pee 397 395 
ge | 213 20 6| = «(-11 
ed te cee en eed eee 198 196 1 





Minus sign (—) denotes decrease. 
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per cent under the November output. 
Preliminary figures showed an out- 
put of 529 million pairs of shoes and 


slippers in 1946. Of this amount, 
women’s footwear totaled 275 million 
pairs and men’s shoes and slippers 
totaled 127 million pairs. This output 
accounted for 76 per cent of the total 
annual production. 

In December, dress and work shoes, 
sandals, and playshoes, which account 
for 91 per cent of the civilian footwear 
cutput, showed an increase of 3 per 
cent in comparison with the November 
production. The December output for 
these types totaled 35 million pairs. 

Comparative production figures for 
December and November and the per 
cent of change are shown in the ac- 
companying summary. 

These figurés were compiled from 
reports received from 1246 manufac- 
turers. More detailed data on shoe 
and slipper production will appear at 
a later date in “Facts for Industry” 
Series M68A-126. 





Shoe Company Moves 


BLUFFTON, Inp.—Culver Shoe Co. offi- 
cials reported that the firm began op- 
eration on Feb. 20 at its new location 
in Poneto, Ind., six miles south of 
Bluffton, from which it had moved. The 
Culver firm sold its building in Bluff- 
ton and has leased a two-story brck 
building at Poneto. 
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That’s why Invincible Roll 
Setting Aluminum Eyelets 
in large sizes are so prac- 
tical and desirable for 


children’s shoes. 





COLORS 


They are available in Pink and 
Blue as well as in all other 
standard colors. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 
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Shoe News 





RECORDER REVIEW OF CURRENT HAPPENINGS 


IN THE SHOE TRADE 





Sees Dollar Volume in Shoes Holding Up 





Money Invested in Shoes by the Public Will Show a Better Return 
Per Pair than Most Cost-of-Living Items, Says VW. W. Stephenson 


New YorK — Executive Vice-Presi- 
dent W. W. Stephenson of the National 
Shoe Manufacturers Association, on 
February 28th issued the following 
statement on current conditions in the 
shoe industry: 

“The two questions which appear to 
be uppermost in the minds of all re- 
tailers are: 

“1. What will happen to shoe volume 
in 1947; and 

“2. Will inventory values be pre- 
served. 

“It seems to me that there has been 
entirely too much confusion and uncer- 
tainty about these questions. Numer- 
ous factors exist which would lead us 
to believe that shoe retailers will sell 
fewer pairs in 1947 than were sold in 
1946. Nothing so far has indicated 
that dollar volume will be lower, and 
there are some indications that dollar 
sales actually will be higher. This is 
important since profits are gained in 
dollars and are realized on dollar vol- 
ume. 

“To the extent that there is a reduc- 
tion in the number of pairs sold, this 
in itself may prove a healthy trend, 
since the loss will be incurred on the 
rags and tags that were sold so freely 
during the war years, and which were 
recognized as inflationary and non-pro- 
ductive of consumer satisfaction. The 
present trend is for consumers to re- 
ceive greater value for their shoe dol- 
lars, and despite higher prices the 
money invested in shoes by the public 
probably will show a better return per 
pair than during recent years. 

“Shoe manufacturers are keenly 
aware of the problems faced by retail- 
ers and are using their full ingenuity 
to hold down prices and to increase 
values. When we look back on the hec- 
tic years beginning in 1942, and observe 
the fluctuations on production by types, 
and when we analyze the transition 
from government controls to a free 
economy, it is a source of wonder to all 
of us that the shoe industry has come 
through to this point with its capital 
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structure in good condition. Today, 
the shoe industry is probably in the 
soundest position that it has been since 
the beginning of the war; yet many 
manufacturers and retailers are in- 
clined to look on conditions today as un- 
certain and dangerous. 

“I am reminded of the innumerable 
occasions during the past five years 
when disaster appeared to be just 
around the corner, but somehow was 
averted. When material and produc- 
tion restrictions were put into effect 
in the Fall of 1942, many manufactur- 
ers and retailers believed they would 
be ruined. When rationing was insti- 
tuted in the Spring of 1943, panic went 
through the industry. When rationing 
was removed in the Fall of 1945, many 
members of the industry foresaw huge 
losses and financial disaster. When 
price controls were removed in the Fall 
of 1946 a period of boom and bust was 
visualized. Despite these major up- 
heavals and accompanying fears, the 
industry has gone steadily on and con- 
sumers have continued to spend an in- 
creasing amount of money for shoes. 

“In evaluating shoe prices today, and 
when comparing current prices with 
those in effect before and during the 
war, it should be kept in mind that the 
value of money is substantially lower, 
and while shoe prices have advanced, 
they are not out of line with other cost- 
of-living items. For that matter, it is 
doubtful if shoes have advanced to the 
extent of most other major consumer 
commodities. From 1930 to 1940 shoe 
prices reflected depression levels and 
were too low to provide a sound return 
to the public or the industry. So long 
as national income remains at present 
levels, the demand for honestly-made 
footwear which represents sound value 
will continue; in fact, the demand prob- 
ably will be sufficient to consume all of 
the desirable shoemaking materials 
which will be available this year. 

“Let us also examine the outlook 
with respect to the maintenance of in- 

[TURN TO PAGE 152, PLEASE] 


Shoe Fair Space Drawings 
For 600 Completed 


New York—The National Shoe Fair 
management has announced that space 
cGrawings for all those who have made 
application for exhibit rooms at the 
New York National Shoe Fair to be 
held April 28 to May 1, 1947, have been 
completed. Nearly 600 requests have 
been filed for exhibit space by shoe 
manufacturers and members of allied 
industries and all applicants will re- 
ceive notification of space assignments 
on or shortly after February 19, it was 
announced. These assignments will 
cover sample rooms in the Hotels New 
Yorker, McAlpin, Commodore and Bilt- 
more, as w2ll as exhibit booths which 
will be erected in the Grand Ballroom 
and on the Mezzanine Floor of the 
Hotel New Yorker. 

It is reported that additional booths 
are now available for those who desire 
open exhibit spaces. Early application 
is suggested by Shoe Fair officials. Any 
organization or individual who has 
made application for exhibit space and 
who does not receive official notification 
of room assignment by February 25, 
should immediately contact Charles 
Holt, Manager, National Shoe Fair, 
Hotel New Yorker, it was noted. 

The Housing Bureau of the National 
Shoe Fair has asserted that up to the 
present time arrangements have been 
made with more than 55 New York 
hotels to set aside a large pool of rooms 
composed of single, double, twin-bedded 
rooms and suites to take care of the 
requirements of those who will be in 
attendance at this big buying event. 
All requests for sleeping rooms should 
be made direct to Royal Ryan, Shoe 
Fair Housing Bureau, New York Con- 
vention and Visitors’ Bureau, 233 
Broadway, New York, N. Y. 

The full list of sleeping hotels for 
buyers is as follows: Roosevelt, Dorset, 


Sheraton, Belmont Plaza, Knicker- 
bocker, San Rafael, Claridge, Park 
Central, Luxor Baths, Hampshire 


House, Prince George, Beverly Hotel, 
Times Square, Paramount, Pennsyl- 
vania, Martinique, Victoria, Barbizon 
Plaza, Picadilly, Bryant, Iroquois, 
Irving, Wellington, Sherry-Netherland, 

[TURN TO PAGE 152, PLEASE) 








Crowd Ultra Fashion Show in St. Louis 





Extraordinary Interest Seen Example of Desire for Style and Quality 
Above Price. Shoe Designers Favor Closed Toes 


St. Louis, Mo.—Shoe buyers and re- 
tailers who have contended that the 
greater selectivity of the feminine 
shopper has been resistance to unwant- 
ed merchandise more than resistance to 
price could have found evidence to sup- 
port their belief at the “All-American 
Gallery of Fashion” on the roof of the 
Chase Hotel, St. Louis, recently. What 
had been planned as a select pre-view 
of the swank and ultra-smart in fashion 
from head to toe at $1.20 per admis- 
sion mushroomed into a shoving, elbow- 
ing mob which grew to nearly 5000 
women on the last afternoon of the 
event. 

With the audience about five times 
greater than had been anticipated, 
many of those who came did not reach 
the scene of the event until late after- 
noon. ; 

Sponsored by the St. Louis Fashion 
Group, an organization of 36 profes- 
sional women, each engaged in some 
phases of fashion; creation, design or 
publicity; manufacturers, retailers, de- 
signers from many sections of the na- 
tion participated. Included were shoes, 
millinery, jewelry, dresses, lingerie and 
nearly every type of fashion apparel, 
from St. Louis, New York, California, 
Texas, Cleveland and Miami. 

Of especial interest to mid-western- 
ers, were the shoes and dresses de- 
signed and modeled by the students of 
Washington University’s School of De- 
sign. Most noticeable trend in shoe 
designing, evidenced from those created 
from the works of these young design- 
ers was the development of closed toes 
and the draping of leather to a high 
line at the instep. And, unlike the 
type of shoes seen on the feet of so 
many college women, Washington Uni- 
versity designers produced styles with 
high heels and pointed toes. 

The Washington University design- 
ers produced their shoes over lasts do- 
nated by the St. Louis Shoe Manufac- 
turers’ Association, sponsors of the 
class in shoe design, under a committee 
composed of William S. Milius, Jack 
Jacobs, James S. Legg, A. L. Johnson 
and F. H. Cornwell. 

Shoe manufacturers from St. Louis 
who loaned shoes for use at the 
“Fashion Gallery” included Milius 
Shoe Co., Johansen Brothers Shoe Co., 
Valley Shoe Corporation, Monogram 
Footwear, Inc., Boyd-Welsh Inc., Inter- 
national Shoe Co. and Johnson, Stephens 
and Shinkle Shoe Co. while the five 
St. Louis retail firms who loaned shoes 
for the event included Stix Baer and 
Fuller, Famous-Barr Co., Scruggs, 
Vandervoort and Barney, Adrian and 
Garland’s. 

While creators and producers of 
nearly every type of fashion commod- 
ity participated by exhibiting at the 
“Gallery” the wives and daughters of 
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a portion of St. Louis’ shoe industry 
also were represented, serving as 
models. 

Among the latter were Mrs. Edgar 
E. Rand, who wore a “Dictionary Suit” 
of black faille with slim skirt and cut- 
away jacket; Mrs. James Lee Johnson, 
who wore a gray chiffon evening gown 





The high-heeled sling pumps, salient fea- 

ture of the coordinated ensemble mod- 

eled by this provocative lass, were de- 

signed by Washington University stu- 

dents and made by a St. Louis manufac- 

turer for the recent “All-American Gal- 
lery of Fashion" at St. Louis. 


with multi-colored sequins; Miss Mary 
Frances Rand, who exhibited a junior 
fashion; and Mrs. Andrew Shinkle who 
modeled a Herbert Sondheim long torso 
jacket suit of pure silk in bowknot 
print. 

Unlike the average fashion show, the 
“All American Gallery of Fashion” 
was arranged to resemble a gallery of 
art. The roof-top room of the Chase 
was transformed into a museum-like 
setting, with a raised dais and burning 
tapers on which mannikins were posed. 

Also produced as a part of the “Gal- 
lery” was a fashion ballet, titled “The 
Bridal Party.” It was arranged by 
Madame Victoria Cassan, a former 
member of the Anna Pavlova troupe. 

Another feature of the show was the 
co-ordination of accessories with the 
principal garment displayed. Millinery, 
shoes, gloves and any part of the en- 
semble worn was matched. Special ef- 
forts were made to see that this prac- 
tice was followed throughout. 


Wholesalers Reassure Retailers 
That Shoe Market Is Stable 


New YorK—The New York Shoe 
Wholesalers Association, representing 
54 of the 59 shoe wholesale houses in 
this area, passed a resolution at a re- 
cent meeting to individually send to 
their retail customers a circular letter, 
expressing the belief that the present 
shoe market has reached an encourag- 
ing and hopeful point of stabilization. 

The association, said Sidney Thal- 
heim, president of the organization, is 
intent upon reassuring retailers of the 
firmness of prices for at least the next 
three to four months. The stable mar- 
ket is attributed, in part, by the whole- 
salers, to the conservative, cautious 
policies that have been followed by the 
manufacturer, wholesaler and retailer 
up to the present date. 

Each wholesaler, Mr. Thalheim said, 
will print and distribute its own litera- 
ture, but all will embody the principles 
agreed upon at the meeting. 

The flood of cancellations in Decem- 
ber and January, which the wholesal- 
ers dealt with then by creation of a 
“blacklist” of those relailers whose re- 
turns were considered “unjustifiable”, 
has almost entirely subsided, Mr. Thal!- 
heim noted. 


Berger Upholds 
Shoe Discounts 


PHILADELPHIA, Pa. — Feeling that 
there has been a deterioration in buy- 
er-seller relations as between retailer 
and shoe manufacturer and anxious 
that both should get together and co- 
operate as they did prior to the war, 
Stanley C. Berger, president of the 
Middle Atlantic Shoe Retailers’ Asso- 
ciation, has placed on the agenda of the 
next meeting of his board of directors, 
the question of maintaining normal 
discounts and the re-institution of co- 
operative advertising. 

Mr. Berger points out that some 
manufacturers are endeavoring to 
change discount practices of long stand- 
ing, and in so doing, are making it 
more difficult for the retailer to operate 
at a profit since, “when competition is 
keen retail shoe prices too often do not 
reflect the full mark-up and the manu- 
facturer’s discount is an element of 
security which is necessary in the con- 
duct of a retail shoe business.” Mr. 
Berger believes that these discounts 
have the force of a verbal contract. 

The same principle, says Mr. Berger, 
should be applied to co-operative adver- 
tising which, he claims, has been elimi- 
nated by some manufacturers who 
heretofore had included it as an integral 
part of their dealer-help program. To 
deprive merchants of what “is consid- 
ered an important part of the opera- 
tion of a retail shoe business is unfair,” 
Mr. Berger says. 
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Unit Sales Decline; Gain in Dollar Volume 





Shoe Chain Group Asks Washington to End Export Quotas as Measure 
Against Price Rise and Pairage Decrease. Commerce 
Department Announces Quota for March 


New York—A telegraphic survey 
made by the National Shoe Manufac- 
turers Association of a number of 
manufacturing - retailers’ unit sales 
since Jan. 1, as compared with a year 
ago, revealed a 37 per cent decrease in 
mens’ shoes over $10 and a 20.4 per 
cent decrease in men’s shoes under $10. 
Results of the survey were reported in 
the association’s bulletin of Feb. 21 and 
showed that women’s shoes priced un- 
der $10 had decreased only 10.3 per 
cent, as against a 20.7 per cent drop in 
those over $10. Without price defini- 
tion, an approximate drop-off of 30 per 
cent in men’s shoes and 18 per cent in 
women’s was indicated. In the main 
the survey related to the month of 
January. 

January a year ago was an excep- 
tionally big month for men’s shoe sales 
at retail due largely to the fact that 
large numbers of discharged service 
men were then in the market for ci- 
vilian shoes. 


Dollar Volume Up 


The dollar volume of chain store 
shoe sales in January was reported by 
the Council News, Tanners’ Council of 
America, as being 8.9 per cent greater 
than in January, 1946, based on figures 
from four large shoe chains. The Coun- 
cil conservatively estimated that the 
slight increase in dollar volume could 
be translated into a decrease of 18 to 
20 per cent in pairage. It was also 
noted as significant that department 
store. total sales for the week ending 
Feb. 8 showed a dollar gain from the 
preceding year of only 2 per cent. 

At the same time, a warning that 
the coming Easter season will witness 
the worst shortage of desirable foot- 
wear in more than six years because 
of the hesitancy in-buying that has 
pervaded the industry, was issued by 
Sidney Thalheim, president of the New 
York Shoe Wholesalers Association and 
head of Wearwell Shoe Company, Inc. 
This view, which in some measure ap- 
peared to contradict the evidence of 
sharp declines in unit sales, cited the 
unloading of unwanted merchandise in 
the past six months by retailers and as- 
serted that retailers have not been re- 
plenisHing their inventories. 


Volume Stores Protest 


Chain shoe store operators of the 
Popular Price Shoe Retailers’ Associa- 
tion, representing some 5000 retail shoe 
stores over the country, urged the 
elimination of export quotas on cattle 
hides as a means of combating a fur- 
ther decrease in pairage volume caused 
by an artificial upturn in prices. In a 
telegram sent to government officials 
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over the signature of Edward Atkins, 
executive secretary of the association, 
the chain stores declared that the do- 
mestic supply of hides and leather was 
still insufficient to withstand even a 
small export quota. The quota estab- 
lished recently for February was 
60,000 domestic cattle hides. The Com- 
merce Department in Washington this 
week announced an export quota of 
70,000 cattle hides for March of which 
45,000 were domestic and the balance 
foreign hides. 

A bulletin from the National Shoe 
Manufacturers Association notes: “It 
is difficult to reconcile the results of 
this survey (showing sharp decreases 
in unit sales) with the behavior of the 
hide and leather markets during the 
past three weeks. Although hide futures 
have declined a full cent during the 
past week, spot hides are still firm, 
rising about five cents over the low 
points reached three weeks ago. Both 
sole and upper leather have firmed up 
considerably and some leather prices 
which previously were reduced have 
once again been increased.” 

Text of the telegram, sent by the 
Popular Price Shoe Retailers’ Associa- 
tion to government officials, read in part 
as fo’lows: f 


Says Quota Caused Price Rise 


“On behalf of the 5000 retail shoe 
stores represented by this association, 
and in behalf also of the millions of 
American consumers who depend on 
these stores for shoes, we urge that no 
export quotas for cattle hides be 
granted for March. The effect on the 
domestic economy of the February 
quota has been serious and harmful. 
Domestic supplies of hides and leather 
still are too small to withstand the loss 
even of 60,000 winter hides. The Feb- 
ruary export quota caused a 20 per cent 
rise in price levels of principal hide 
categories, which increase could not 
have occurred had domestic supplies 
been adequate. 

“In view of the public’s inability to 
buy all the shoes it needs at present 
price levels it is obvious that the higher 
prices resulting from government ex- 
port policies will close off American 
consumers from even more of the foot- 
wear they need. At present rate of 
consumption of shoes the public is ob- 
taining footwear at the rate of less 
than 450 million pairs annually and is 
exhibiting marked inability to pay high 
prices. If artificial price levels induced 
by current government policies on 
cattle hides are permitted to continue, 
rate of shoe consumption will fall be- 
low prewar levels, allowing for increase 
in population.” 


NESLA to Continue 
Exchange Bureau 


Boston, Mass.—The New England 
Association’s Products Exchange 
Bureau, established as a wartime 
measure in December, 1942, has proved 
so highly successful that it will be 
maintained as another postwar project 
of our Association, according to Max- 
well Field, executive vice-president and 
originator of the bureau. 

“This bureau has been operated dur- 
ing the past four years to facilitate 
the exchange of merchandise from one 
manufacturer who has a surplus, to 
another manufacturer who has a 
shortage of this same material,” Mr. 
Field said recently. “Furthermore, the 
facilities of this bureau remain open 
to all persons engaged in the manufac- 
ture of shoe and leather products in 
New England, and not only to those 
manufacturers who are members of 
this association. Our association acts 
as a clearing house of information, in 
the functioning of this bureau. It 
takes no part in negotiations which 
may lead to a sale or exchange of any 
materials. 

“How successful this bureau has 
proved is attested by the fact that to 
date a total of 30 lists have been 
issued, which contained hundreds of 
shoe and leather items that were of- 
fered for sale, or which were requested, 
by New England concerns during this 
period, as well as by the fact that our 
members and officers have approved its 
continuance as a regular service of our 
association.” 


Shoe Club Plans 
Luncheon for Cancer Fund 


New YorK—The New York Shoe 
Club will hold a luncheon in memory 
of the late Damon Runyon, sport’s 
writer and author, at 12:30, March 
llth, at the McAlpin Hotel, the pro- 
ceeds of which will be contributed to 
the Memorial Fund for Cancer Re- 
search. 

Guests of honor will include Benny 
Leonard, famed pugilist of old; Sam 
Taub, well-known sport’s announcer; 
and others of the sport world. Those 
interested in attending should contact 
Abe Plotkin, president of the Shoe 
Club, William H. Burger, president of 
the Boot and Shoe Travelers of New 
York, both with offices in the Mar- 
bridge Building, or Minna Morgan- 
stern, executive secretary of the Shoe 
Club, in the McAlpin Hotel. 

Initial returns indicate that a ca- 
pacity crowd will attend the luncheon, 
which is open to guests of Shoe Club 
members, whether in or out of the shoe 
industry, and it is advisable that tick- 
ets be reserved as soon as possible. The 
guests of honor, all well-known and 
steeped in the lore of sports, will pro- 
vide stories and reminiscent anecdotes 
involving the late Mr. Runyon, who 
with Ring Lardner rose to literary 
fame as a sport’s writer. 
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EASON after season Sterling Lasts 
remain preeminently the wood of 
fashion, contributing an elegance to 
modes of feminine footwear. Today 
. . . those new closed toes on which we 
are hastening deliveries as best pnecible 
to our list of waiting customers; whose 
patience and good-will inspire ys to 
redoubled efforts of service. 


The Wood 
of Fashion 
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Dates to Remember 


Monthly Shoe Show, Michigan Shoe 
Travelers’ Club, Hotel Statler, Detroit, 
Mich. March 2, 3, 4, 1947 

Allied Shoe Products and Style Exhibit, 
Hotel New Yorker, New York City. 

March 9 to 13, 1947 

Leather Show, Tanners Council of Amer- 
ica, Hotel Commodore, New York, 

N. Y. March 11, 12, 1947 

Monthly Shoe Show, Shoe Travelers’ As- 
sociation of Chicago, Morrison Hotel, 
Chicago, Ill. March 31, April 1, 2, 

Shoe Manufacturers Fall Opening, Hotel 
New Yorker, New York City. 

April 13, 14, 15, 16 and 17, 1947 

Shoe Show, Tri-State Shoe Travelers’ As- 
sociation, Hotel Statler, Buffalo, N. Y. 

April 20, 21, 1947 

Fall Shoe Show, Central States Shoe 
Travelers, Muehlebach and Phillips 
Hotels, Kansas City, Mo. 

April 27, 28, 29, 1947 

National Shoe Fair, Hotels New Yorker, 
McAlpin, Commodore, Biltmore, New 
York, N. Y. April 27 to May |, 1947 

Dinner and Entertainment, Boot and 
Shoe Travelers’ Association of New 
York, Pennsylvania Hotel, New York 
City. April 29, 1947 

Fall Show, Northwestern National Shoe 
Travelers’ Association, St. Paul Hotel, 

St. Paul, Minn. May 3, 4, 5, 6, 1947 

Fall Shoe Show, Mid-Continent Shoe 
Travelers’ Association, Skirvin Hotel 
Oklahoma City, Okla. May 4, 5, 6, 1947 

Shoe Show, Boston Shoe Travelers’ As- 
sociation, Parker House, Boston. Mass. 

May 5, 6, 7, &, 9, 1947 

Semi-annual Banquet, Boston Shoe Trav- 
elers’ Association, Parker House. Bos- 
ton, Mass. May 7, 1947 

Fall Shoe Show, Pennsylvania Shoe 
Travelers’ Association, William Penn 
Hotel, Pittsburgh, Pa. 

May 10, I1, 12, 13, 1947 

Spring Shoe Show, lowa Shoe Travelers’ 
Association, Hotel Fort Des Moines, 

Des Moines, lowa. 
May I!, 12 and 13, 1947 

Fall Shoe Show, Southwestern Shoe Trav- 
elers' Association, Adolphus, Baker 
and Southland Hotels, Dallas, Texas. 

May 12, 13, 14, 15, 1947 

Shoe Show, Midwestern Shoe Trovelers' 
Association, Paxton Hotel, Omaha, 
Nebraska. May 17, 18, 19, 20, 1947 

Shoe Show, Ohio Shoe Travelers’ Club, 
Hotel Deshler-Wallick, Columbus, O. 

May 18, 19, 20, 1947 
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Hide and Skin Stocks 
Up in Canada 


MONTREAL, CANADA—Stocks of raw 
cattle hides held by tanners, packers 
and dealers in Canada at the end of 
December amounted to 660,274 com- 
pared with 625,165 at the end of No- 
vember, and 882,448 at the end of 
December, 1945, the Dominion Bureau 
of Statistics reported today. 

Calf and kid skins on hand increased 
from 466,869 at the end of November 
to 575,649. Stocks of other types at 
the end of December included 86,365 
dozen sheep and lamb skins, 118,466 
goat and kid skins and 29,553 horse 
hides. 
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MEN'S GENUINE HAND SEWN 


MOCCASINS 


Here they are! Cozy moccasins that will be a 
treat for your customers. The finest hand-sewn 
moccasins, made in one piece, that skilled 
craftsmen can turn out. Others are available 
in styles for women and boys. Place your order 
today. 

No. 580—DARK BROWN 


RETAN ELK 
Brown 
Orthopedic 
Rubber Sole 
Sizes 62-12 


Minimum order !2 pairs 

Packed 24 pairs to case 

Net 10 days, F.O.8 
N. Y. 


Featuring CROSS-OVER Shoes For Men 


KANDEL SHOE COMPANY 


MEN‘’S AND BOYS’ FINE SHOES 








114 READE STREET NEW YORK 13, N. Y. 

















20th CENTURY FOOTWEAR CO. 


introduces the 


Greatest Workshoe Value for 1947 


MEN'S GOODYEAR WELT WORKSHOES 
at real money making prices 
#588 — Black, » 
Plump, Elk Up- | 
pers. Heavy 
CORD-ON-END SOLES 


$3.95 


Sizes: 6-10 or 7-11 
12 pair cases 


#592 (Black Heavy Waterproof Uppers 


er ) Cord-on-End Soles 
#591 Pe 6-11, 12 pr. cases $4. 1 5 
+590 Black Heavy Waterproof Uppers 
Heavy Leather Soles 
rowan Hy 12 pr. cases $4 3 5 
Terms: Net 10 days, F.O.8. Milwaukee 
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785 N. Water St., Milwaukee 2, Wis. 
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Pulm Beach, Fia.—Opening for the current winter sea- 
son, the new Hertz-Ross shoe salon on Worth street here 
represents strikingly the functional purposes to which ab- 
stract design can be applied commercially. 

Viewed from the street (photo on the left], no window- 
shopper's attention can escape the suspended show ftablies, 
held by fine wire, above the triangular biack tile aquarium, 
stocked with tropical fish. Notice the balance created by 
the complementary triangular solids of the inset entrance 
and the aquarium pool. 

The careful placement of the abstract, angular solid 





show-cases, the indirect lighting arrangement and the col- 
umn-tableau in the rear, merge in a picture of avant garde 
design and decoration—by Jack Levine. 

The photograph ot the right reveals in more detail the 
unique interior. Blond birch is used in all the show cases 
and tables and the legs and trim of the over-stuffed chairs. 
The walls are of gray, gold and aque—each color dominat- 
ing one of the three walls. 

Tropical plants, set on many of the tables about the 
shop, give warmth and atmosphere to the geometrical 
austerity of design; generating the key mood. 





St. Louis Production Up 


by the Eighth Federal Reserve Bank in pared with December, 1945, prodeution 


St. Louis, Mo.—Shoe production in St. Louis, shows an increase of plus 7 shows an increase of plus 30 per cent, 
the Eighth Federal Reserve District per cent over 1945. A preliminary sur- indicating an upsurge getting in stride 
for 1946, according to statistics released vey of December, 1946, production com- 30 days following decontrol. 
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No revamped medi- 
cal unit, but a big 
powerful Dynamikore 
power unit designed 
especially for X-Ray 
shoe fitting. 

Liberal extended payment 
plan. No interest or car- 


rying charges. Write for 
details. 








X-RAY CO. 














2507 $. HOWELL AVE. - MILWAUKEE 7, WIS. 
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designed for 









WRITE TODAY for free circular 
AND SAMPLE TICKETS 


MERCHANTS’ SERVICE, Dept. E 


209 S. STATE STREET, CHICAGO 4, ILL. 


your SPRING WINDOW 
lite, SELLI I 
2 


CARD AT LEFT IN 


= LAVENDER and YELLOW 
SIZE: 8" x 14" 

FIVE OTHER TEXTS 

TO SELECT FROM 


$1.00 each; 3 for $2.25 


PRICE TICKETS 
In Bright Easter Colors 
MANY STYLES — 
109 PRICES 


-) 30c doz.; 12 doz. $3.00 


AS ILLUSTRATED 
NATURAL 
WOOD FINISH 


$2.25 each 
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Lane Bryant Shoe Salon Goes Fifth Avenue 





The circular design of the new Lane Bryant Shoe Salon produces a nice effect, 
in conjunction with the lattice-work background and shadow-boxes, as well as in- 
creasing the fitting capacity. Not shown at the right is an accessory counter. 


New YorkK—With the transfer of 
Lane Bryant to Fifth Avenue and 40th 
Street (See Feb. 15th issue of Boor 
AND SHOE RECORDER, page 152), some 
appropriate changes have been made in 
the policy of the store’s shoe depart- 
ment, it was announced recently. 

First, a heavier emphasis will be 
placed on women’s and misses’ high 
style and novelty shoes, to attract 
younger women and the style-conscious 
Fifth Avenue trade in general. Fred- 
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eric C. Beck, shoe buyer for all Lane 
Bryant stores, in advancing this in- 
formation, also pointed out that the 
new store’s shoe department will not 
only specialize in the larger shoe sizes, 
as before, but also in sizes at the other 
extreme—carrying 4% to 11 and from 
triple A to double E shoes. In the high 
heel and low platform lines, some shoes 
will be carried up to size 12. 

The traditional Lane Bryant concern 
for comfort, accurate fitting and qual- 


ity will be carefully maintained, Mr. 
Beck said, and noted that an enlarged 
chiropody department, in charge of Dr. 
Bryon Schindler, is located on the 5th 
floor of the building for those suffer- 
ing foot ailments. 

“Fitting is a byword at Lane Bryant 
and we are proud of the fact,” Mr. 
Beck said. “All of our shoe salesmen 
have long experience and are employed 
for their ability in fitting feet rather 
than selling shoes.” 

It was emphasized that the store’s 
change in location did not entail a 
change in the price policy on shoes. 

The main shoe salon, at the rear of 
the first floor, has been enlarged to 
a capacity of 38 people, with plans for 
a 50-person capacity. The stock has 
been doubled. 

In the basement of the new store is 
the “basement fashion” shoe depart- 
ment, in which lower prices and more 
novelty are the attractions. The base- 
ment price range is $6-9; that on the 
main floor $10-20. 

Harold Siegal is the manager of the 
main floor shoe salon, and Arthur 
Fink heads the basement department. 
Both men came from long-time posi- 
tions in the Dr. Locke shoe department 
of Macy’s. 





Buy Savings Bonds 
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Trade Mark Pending 
No. 5681 


All Elk Leather, Unlined Sch- 
dals, Retan Leather Soles. 


Colors: Brown, Red, White. 
Sizes: 5-8, $1.65, 8/.-12, $1.75. 
Regulor Half Sizes 


- 


= , 
All Leather Sondols, Lecther 
Lined, Leather Insole, Leather 
Soles. 


No. 5686 White 
No. 5687 Red 


Sizes: 12, 124-3, $2.40. 
Regular if Sizes. 


All Leather Sandals, Leather 


Soles. 





| New Shoe Film Available for Ciena 





This photograph shows the new United Shoe Machinery Corporation toe lasting 
machine Model C as pictured in film “Making Shoes" by Encyclopaedia Britannica 
Films; the film depicts the complete process in the manufacture of men's shoes. 


New YorK—A new 16-millimeter America’s shoes in modern time-saving 
teaching sound film entitled, “Making factories, has been released for use in 
Shoes,” trading the manufacture of classrooms throughout the country by 
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For You... 


Ne. 1401 

Child's and Misses’ 
Brown and White 
All Leather, Soddile 
Oxford. 


Sizes: 9-12, | 3. 





Encyclopaedia Britannica Films. An- 
nouncement of the new educational 
motion picture was made by C. Scott 
Fletcher, president of the largest class- 
room films company in the world. 

“Making Shoes” was filmed in a 
men’s modern shoe factory, typical of 
those found from coast to coast with 
the cooperation and assistance of the 
National Shoe Manufacturers Associa- 
tion. Harold R. Quimby, secretary of 
the Association, worked with Encyclo- 
paedia Britannica Films Inc. producers 
to assure an accurate and authentic 
picture of shoe manufacturing. 

It will be used principally in the pri- 
mary grades, middle grades and junior 
high school, Fletcher said, although the 
shots of new machines shown in the 
one-ree] film are of such interest that 
he predicted use by adult groups. 

The film, in showing the steps in 
making shoes, is designed to help de- 
velop an appreciation of the contribu- 
tion of science and industry to every- 
day life. 

Closeup photography and overall 
shots of different rooms in the shoe 
factory combine to give students the 
feeling of almost actually participating 
in the manufacture, Fletcher pointed 
out. 

“Making Shoes” was produced in col- 
laboration with Dr. A. S. Knowles of 
Rhode Island State College, teaching 
expert in elementary science and social 
studies. 
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A Profit-Packed 
READY 
SELLER 










Sit, 


HEALTH 
ARCH 


Display it and it sells! Scott's Health Arch is the last 
word in corrective appliances. Scientifically fitted with 
three major supports — Metatarsal — Longitudinal and 
Transverse — Cuboid. 

The Health Arch is beautifully finished and especially 
treated to resist moisture. Shaped by hand over correct 
lasts. Available in all sizes for men and women. 





Write for Catalog 
Showing Scott's Com- 
plete ‘'Profit’' Line 






SOLD EXCLUSIVELY 
THROUGH SHOE STORES 
SHOE DEPARTMENTS 
AND FOOT SPECIALISTS 






_fOOT APPLIANCE | 


OMAHA} NEBRASKA 


Send PIERCE’S shoe forms 
on the road. as 
silent extra salesmen 


| 
Prompt delivery on all models 
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\ ENTIRE SHOE 
\ INDUSTRY 


MING FINE SHOES 
Cc. §. PIERCE COMPANY 


BROCKTON: MASS 


HOTEL NEW YORKER 











Philadelphia, Pa.—Steigerwalt, 1528 Chestnut street, has opened the Windsor 
Shop. This attractive shop occupies a large space in the rear of the store and 
sells moderately priced shoes ranging from 9.95 to 14.95. A beautiful oriental 
rug is expected to replace the one now on the floor. The seating arrangement 
for customers is casual and inviting. Shadow boxes displaying new style shoes 
brighten the side walls and are different in design than the usual square ones. 








group of vacationing Michigan shoe- 
men and others at a luncheon in the 
Los Angeles Athletic Club. 

Among those present at the luncheon 
were: John Scott Black, former OPA 
official in Detroit and Los Angeles; 
Jack Stillman, Stillman’s Shoes, Ro- 


Vacationing Shoemen 
Honor Clyde Taylor 


Los ANGELES, CALIF.—Clyde Taylor, 
president of the Michigan Shoe Re- 
tailers and well-known Detroit shoe re- 
tailer, was honored recently here by a 
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chester, N. Y.; Dr. J. Kammins, well- 
known Detroit shoeman’s dentist; A. L. 
Sheppards, Gilberts, Pasadena; Fred 
Sherman, Sherman’s, Detroit; Peter 
Johnson, Peter Johnson’s Shoes, Port 
Huron, Michigan; Nathan Hack, for- 
mer Detroit retailer, now of Los An- 
geles; and fellow travelers, J. R. 
Thompson, of the physical culture divi- 
sion of the Selby Shoe Company, and 
Harry R. Terhune, of Boor AND SHOE 
RECORDER. 

Since Clyde Taylor is a former 
president of the Detroit Shoe Retail- 
ers, the following wire was read at 
the gathering: “Detroit Shoe Retailers 
join with Los Angeles shoemen in hon- 
oring Clyde Taylor, Michigan Shoe Re- 
tailers president, on Abe Lincoln’s and 
Nate Hack’s birthday.” 





Adds Men’s and Boys’ Lines 
By Popular Demand 


HARRISBURG, Pa.—Men’s and boys’ 
shoes have been added to the stock at 
Miller’s Shoe Store, on Market Square 
with entrances at both 5 South Market 
Square and 203 Market Street, which 
had previously carried women’s and 
children’s shoes only. 

Arleigh Miller, proprietor of the 
store which has been in operation for 
a quarter of a century, said that his 
decision to add men’s and boys’ shoes 
to the store’s stock was influenced by 
countless requests by patsons. 
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Save Money on Your 


Advertising 


Wirn the return of competitive conditions, many a shoe 
retailer will be tempted to spend money on advertising in 
order to win and hold business against this new competi- 
tion. Advertising has always been a must for success in 
the shoe business, but money can be thrown away in the 
name of advertising as readily as in any other phase of 
business management. 

It is far wiser to use small space and repeat in every 
issue of a publication than to splurge on large space every 
now and then, except when a special announcement or 
sale is made and then the space should dominate every- 
thing on the publication’s page. 

Often advertising will cost less if more space is pur- 
chased. For example, if the campaign calls for 985 lines 
at a rate of 10 cents, the cost will be $98.50, but study of 
the publication’s rate cards reveals that 1000 lines or above 
bring a rate of 8 cents or a total cost of $80.00, a saving 
of $18.50 and an additional lineage of 15 lines of copy. 
Study rate cards carefully for such saving factors. 

A great many newspapers will offer discounts from their 
regular rates for standing ads without change of copy; 
others give discounts for simply constructed advertising 
without complicated boxes or type arrangements. Check 
into this possibility. 

Ninety-nine times out of a hundred money spent for 
advertising in irregular and promotional publications brings 
no results whatsover. When such solicitors come around 
ask if they have been approved by the local chamber of 
commerce, better business bureau, advertising club, or 
whatever organization checks such solicitations. 

Skipping around from one publication to another seldom 
gets results because it destroys the effectiveness of con- 
secutive advertising and, most important, because such ir- 
regular space purchases secure no special handling or 
consideration with the medium such as is normally given 
a consistent advertiser. This makes a lot of difference 
when such factors as placing of an ad in a good spot are 
concerned. 

Before you buy demand certified statements as to how 
the total circulation figure is broken down in order to make 
sure that the circulation you are buying is located in the 
area where it will do you the most good. 

Tie-in a local angle -if possible. This is always a good 
attention getter in small town or big city advertising. 

It never pays to guess about which publication is bring- 
ing the best returns. One dealer made his check by offer- 
ing a special in one newspaper and not mentioning it in 
his advertising in the other. Some such offer presents a 
good way to check the pulling power of a publication. 

Demand excellence in typography and press work. A 
badly made up, poorly printed ad is a sheer waste of 
money; insistence by the advertiser will correct this condi- 
tion in most instances and a withdrawal of advertising sup- 
port is better than continuing to run such copy. 

Look for out-of-the-ordinary types of advertising. Such 
advertising as telephone directories, theatre giveaway calen- 
dars, etc., offer good places to spend advertising money 
profitably if they can be purchased advantageously. 

Use novelty advertising with discretion. Study ail such 
contemplated purchases with the utmost care and con- 
sideration. Apply the yardstick of “how much direct result 
can I expect” from this type of advertising. 
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Brown Retan Elk—Heavy 
Also in Black Waterproof—No. 556. 


Ladies’ Sizes 4-9 $3.00 
Boys’ Sizes 1-6 $3.00 
Sizes Glodly Filled 


Athletic Footwear 


CONJOR SHOE 


IMMEDIATE DELIVERY 


MEN'S GENUINE HANDSEWN MOCCASINS 


Here's the moccasin that's a treat to the feet. Made 
with the know how of experts. Single piece construction. 
Can also be had in Boys’ and Ladies’ sizes. 

orthopedic brown rubber sole. 


$3.15 


Write for Folder on Bowling Shoes, Work Shoes, 


Cc Oo. 287 BROADWAY, 





NEW YORK 7, N. Y. ° 














VERMONT . 








SALESMEN WANTED 


GOOD OPPORTUNITY WITH SHOE FACTORY 
WOMEN’S NOVELTY LINE — ALL MAKE-UP 


RHODE ISLAND 


WRITE TO SALES MANAGER 


BOX #654 c/o BOOT AND SHOE RECORDER 
100 E. 42nd St., New York 17, N. Y. 


TERRITORY OF: NEW YORK 
NEW HAMPSHIRE e NEW JERSEY 
MASSACHUSETTS e CONNECTICUT sers. 


years 


vertisers. 














DON’T LOSE _ -@ 
YOUR HEAD “> 


over that Surplus Stock 


Turn to the CLASSIFIED PAGES for 


Sixteen continued use of 
PURCHASE” space is the record for one of our ad- 


BOOT AND SHOE RECORDER 


Classified Advertising Dept. 
100 E. 42nd St.. New York, N. Y. 
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‘jo ies People 


Sam Nicholl has been promoted to as- 
sistant buyer to Robert C. Lundahl, 
head women’s buyer for the Midland 
Shoe Company, of St. Louis, Mo. Mr. 
Nicholl will take over the buying of 
children’s, men’s and certain types of 
women’s shoes. Formerly he had oper- 
ated one of the company’s larger units 
at Muse’s in Atlanta. 

o : > 


Floyd H. McCluer, formerly of Nei- 
man-Marcus, and for the past six 
months in charge of Joyce sales in the 
southwest is now in charge of the 
southeast as well. It is planned for 
Walter D. Lever III, who is now in 
training, to eventually assist Mr. Mc- 
Cluer, concentrating on the southeast. 

. . + 


Mack Wilson, president of Frank & 
Seder, of Philadelphia, announced the 
appointment recently of Maxwell H. 
Haus as buyer of basement men’s, 
women’s and children’s shoes. Mr. 
Haus comes to his new position from 
the Kaufman Store, Richmond, Va. 
Prior to that, he was associated with 
Barnett’s Bootery, Rochester, Pa., A. S. 
Beck Shoe Store, Boston, Mass., and 
Empire Shoe Store, Worcester and 
Hartford. Mr. Haus succeeds Mr. Fred 
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Hirsch who remains as assistant buyer 
of basement shoes. 
. . > 


Paul La Iuppa, formerly a buyer for 
the Gorton Coy Company of Elmira, 
N. Y., is now representing Middletown 
Footwear, Inc., Middletown, N. Y., in 





PAUL LA IUPPA 


the states of New York and Pennsyl- 
vania. Mr. Iuppa served in the Armed 
Forces for some two years and was dis- 


charged early in 1946, when he returned 
for a short time to Gorton Coy Com- 
pany. In his present position he will 
work out of Rochester, New York, 
where he makes his home. 

>= * > 

C. A. Lancaster has been made man- 
ager of the Roe Shoe Company’s Pasa- 
dena, Calif., store. Mr. Lancaster was 
former manager for this same concern 
in their Denver, Colorado store. 

= * > 

Harold Demby and Eugene Perleman 
have opened a new family shoe store at 
207 No. San Fernando Road, Burbank, 
Calif. They will be carrying all the 
better- type footwear. Mr. Demby was 
formerly with the Roe Shoe Co., and 
Mr. Perleman has been in the retail 
shoe business in Los Angeles for many 
years. 

> 7 . 

A. L. Schenk, Los Angeles, recently 
added a 25 ton pressure hydraulic press 
to his orthopedic laboratory that will 
enable him to manufacture all types of 
new foot appliances and foot corrective 
devices. Dr. H. L. Schenk, his brother, 
whose distinguished work has won him 
an excellent reputation in the medical 
world on foot corrective designs, will be 
working directly from the laboratory. 
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PLATFORM 





SEASON’S SENSATIONAL VALUE 


CASUALS THAT APPEAL 


STYLED RIGHT — FIT RIGHT 


#35 BLACK CROSS STRAP 
SMOOTH LEATHER UPPERS 
OAK LEATHER SOLES, FAILLE 
PLATFORM. M WIDTHS 42-9 


36 PRS. OR 18 PRS. ONLY 
#36 SAME IN BROWN 


3 
$2.98 
AT ONCE DELIVERY 


a# BLACK ONE STRAP 
) TH LEATHER UPPER 
OAK LEATHER SOLES, FAILLE 


M WIDTHS 442-3 
36 PRS. OR 18 PRS. ONLY 
9 
$2.95 


TERMS NET 10 DAYS 
F.O.B. MILWAUKEE 





N WIDTHS 5/9 























(1) \Genreny 
2) rawness C0. 


785 NO. WATER ST., MILWAUKEE 2, WIS. 








Morris Bayroff, Alexander Wasser- 
man and Ralph Vogel, all of New York, 
have formed a new partnership under 
the name of Arch Mould Shoe Stores, 
it was announced recently. Their two 
stores, one located at 1012 Westchester 
Avenue, Bronx, New York, and the other 
at 492 Avenue C, Bayonne, New Jersey, 
will soon be joined by associate stores 
to enlarge this new chain. 

: > > 


Charles Strauss, formerly associated 
in shoe businesses on Wisconsin ave., 
Milwaukee, and more recently manager 
of a chain of shoe stores in the mid- 
dle west, has returned to Milwaukee to 
open his own business at 214 East Wis- 
consin avenue. 

7 > > 

Haney’s Town Bootery is now occu- 
pying two floors at a new location, 221 
E. Wisconsin ave., Milwaukee. Earl H. 
Haney, owner, states they will carry 
well-known brands of ladies’ shoes and 
cater to an exclusive clientele. 

> - > 


Hugh Bullock and Paul C. Thiemann, 
owners of the McKesson Shoe Manufac- 
turing Co. at 2817 South Vermont Ave- 
nue, Los Angeles, recently moved to 
1836 West Washington Street, Los An- 
geles. They have changed the name of 
the company to Zenith Shoe Manufac- 
turing Co. 

. > . 

Cecil Oppenheim is now representing 

the United Men’s Division of the Brown 
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Shoe Company in Southern California 
and Arizona. Mr. Oppenheim, who was 
recently discharged from the Army, 
served as Captain for five years in the 
Third Armored Division. 
> > ao 
Al Beagle, manager of Florsheim’s 
women’s division, was guest speaker at 
the Washington Birthday luncheon 
meeting of the Chicago Shoe Club in 
Chicago. Having been one of the 
founders of the New York Shoe Club 
he gave an interesting review of the 
activities of the fine group of shoemen 
who now make the Club’s activities 
effective. Headquarters of the Chicago 
Shoe Club are located in the Republic 
Building, Chicago’s Shoe Center. 
> > = 
Samuel Abrahams, new president of 
the Baltimore Shoe Club, returned to 
Baltimore recently from a three week’s 
vacation in Florida. His wife was with 
him. 
‘@ 2 
Paul Friedberg, buyer in the shoe 
department at Hochschild Kohn & Co., 
in Baltimore, will be the buyer. also for 
this department store’s new two 
branch emporiums, one to open at Ed- 
mondson Ave. here around May 1., the 
other to be ready for business at York 
Road and Belvedere Ave. at some future 
date. 
> > > 
Harry Moss has been named manager 
of the mezzanine department at Rus- 





Order now for earliest possible 
delivery. Terms: Net 30 doys 


BEST IV BALLET 


Deluxe plected toe shoe in block or white 
kidskin. Style 10, $2.00 


Full Sole student ballet, 

Style No. Ii, $1.90 

> Style No. 1, Acrobatic Sandals 
Fawn or Block, 60 Cents 





166 North 3rd Street, Columbus, Ohio 


sek’s, Detroit, succeeding William A. 
Wiss. Mr. Moss was formerly sales- 
man at Russek’s before going into the 
Army, for about a year, and before 
that with the Frank & Seder store in 
Detroit. 
o 7 > 
William Yeffa, for ten years asso- 
ciated with Kirby’s shoe stores in Cali- 
fornia, has recently opened a family 
shoe store. The Haight Bootery, 1524 
Haight street, San Francisco. Mr. Yeffa 
is assisted by his wife in the manage- 
ment of the new store. 
> > © 
Herbert Corley has been named man- 
ager of the General Shoe Corporation’s 
new shoe manufacturing plant in Car- 
roliton, Georgia, which will begin oper- 
ation in the very near future in a 10,- 
000 square foot building on Alabama 
Street. 
-_ 7. > 
Patrick J. Hinchey of The Brown Co., 
manufacturer of shoe innersoles, in 
Berlin, N. H., has been renamed by 
Gov. Charles M. Dale and his Executive 
Council for another three-year term on 
the State Water Resources Board. 
> . > 


Miss Violet D. Jackson, a member of 
the office staff at the A. C. Lawrence 
Leather Co., Winchester, N. H., and 
Norman M. Brewer, of Richmond, were 
married recently at the Congregational 
Church. The bridegroom is a Navy vet- 
eran of World War II who served three 
years on an aircraft carrier. 
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MEN'S LEATHER SANDALS 


FOR IMMEDIATE DELIVERY 
It’s going to be a sandal §2.85 
Summer. The attractive 
sporty look of Service san- 
dals and their downright 
comfort give them an im- 
mediate appeal for all lei- 
sure wear. it’s Service For 
Sandals, too. 


No. 2910—Men’s Tan 
T-Strap leather sandal, 
woven pattern with 
platform leather sole, 
brown rubber heel, D 
widths—6 to 12—(whole 
sizes only) 24 pairs to 


ts Into A Girl's 


The Looter That F 


Design frL 


ls Also 
The Loofer Thot 
Fits Into YOUR 


MOCS-EEZ, the hand-crafted loafer sensations, 
are your guarantee of Increased Sales Volume 
and Customer Satisfaction. They’re Made right 
. . « Styled right . . . and Priced right! 


Widths: AA and B 
Colors: Red, Brown and Combination 
Soles: Rubber ond Leather 





Made to retail of 


Pe ene SERVICE j= 


MANUFACTURING COMPANY, INC 
merly e 8 éi wma 


Division 





Leathercrafters Since 1927 


120 East 16th Street, New York 3, N. Y. 











WRITE—BETTER STILL—WAIRE FOR FURTHER DETAILS! 














Baltimore Shoe Club 
Elects New Officers 


BALTIMORE, Mp.—At a recent meet- 
ing of the Baltimore Shoe Club, with 
approximately 90 members attending, 
both wholesale and retail dealers, of- 
ficers were elected for the 1947-48 sea- 
son. 

Those elected were: Sam Abrahams, 
president (Whitelock Bootery); W. 
Milton Volk, vice-president (Volk 
Shoe Co.); Herbert Cox, secretary 
(orthopedic shoe specialist, Liberty 
Bidg.) Ray Evans, treasurer; Max 
Myers, sergt.-at-arms. 

New members of the board of direc- 
tors for the current year are: M. E. 
Bronson (buyer at May Co.), Perry 
Chester (manager, I. Miller), Harry 
Snooks (Dalsheimer’s) and Opel White 
(manager, Hahn’s, Baltimore, Md.). 





Shoe Stock Flown to 
Store for Opening 


DayTON, O.—A great event for shoe 
shoppers here was the day the new 
Holiday Shoe Store threw open its doors 
to an eagerly awaiting public who 
wished to look over the complete new 
stock of shoes which had been flown in 
from New York City by the American 
Air freight division. 
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The shoes were shipped from New 
York two days before the opening day, 
and arrived at the Dayton Municipal 
airport at 3:19 p.m. of the same day. 

According to Manager B. B. Beeman, 
the General Shoe Corporation of Nash- 
ville, Tenn., owners of the local store, 
were so impressed with the extreme 
speed in which the initial stock of shoes 
reached Dayton that it may utilize the 
airline freight facilities to supply the 
entire chain. 

Since the city of Dayton is the home 
of the Wright brothers and also can 
boast of Wright Field, the nerve center 
of the Army Air Forces, any new de- 
velopment in the use of aircraft makes 
news in this city and the local papers 
carried a story of the airline shipment 
and the opening of the new store. 





Third Corkland Store Opened 


KNOXVILLE, TENN.—J. B. Corkland, 
who operates Corkland’s Style Center 
and the French Bootery, has recently 
opened a third shoe store, known as 


Mayer’s, at 312 South Gay Street, 
here. 
Mayer’s specializes in women’s 


dress and orthopedic shoes, as well as 
a complete line of children’s shoes. 
The main floor shoe department is de- 
voted to women’s novelty and dress 
shoes, with a price range of $5 to 


$32.50. The mezzanine floor is the le 
cation of the children’s, as well as the 
women’s orthopedic shoe departments. 
The store is spacious and attrac- 
tively decorated. The walls are tinted 
in soft pastel shades, and the floors 
are covered in matching asphalt tile. 
Comfortable, modernistic chairs add 
another modern note to the interior. 
The main floor is managed by C. L. 
Burnette, assisted by Harry Cooper. 
The mezzanine is under the direction 
of Dr. M. D. Krauss, a chiropodist. 





Southern Department Store 
Shoe Sales Jump in °46 


St. Lours — Computed from figures 
by 17 reporting stores in St. Louis, 
Louisville, Memphis and Little Rock, 
statistics released by the Eighth Fed- 
eral Reserve Bank, comparing depart- 
ment store sales for 1945 and 1946 show 
that men’s and boys’ shoes and slipper 
sales volume increased 49 percent, 
women’s shoes increased 18 percent and 
children’s shoes by 17 percent. 

Shoe sales in basement departments 
went up 19 percent in 1946 over 1945. 
While men’s shoe volume increases were 
considerably higher than most other 
commodities they were far behind 
radios and major household appliances 
which showed increases of 1476 percent 
and 601 percent increases respectively. 


Boot and Shoe Recorder 














Youth Colony Includes a Special 
Shoe Section 


Saint Paut, Minn.—Included in the new Youth Colony, 
which occupies an entire floor of Macey’s, is a special shoe 
shop which carries shoes from cradle through high school. 
This is in addition to the complete shoe department on an- 
other floor. 

The shoe shop is located in the first bank of shops in 
front of the elevators, where it comes to the attention of all 
who visit the floor. 

Bleached mahogany wood gives the shop a striking ap- 
pearance, when blended with other colors to give indi- 
viduality to one of the shops. Plywood with a fine fiuted fin- 
ish is used on display units, while matching wallpaper is 
combined in the background to make a rich, sturdy appear- 
ance against which shoe displays stand out well. 

A large display unit at one side gives privacy to the shop 
without cutting off the view from customers. In front of this 
and on the opposite side are individual fitting chairs of 
blende wood upholstered in pigskin. A raised seating ar- 
rangement for little tots makes fitting easier. The tiny 
chairs attached to it are done in aqua leather. 

“The beauty of the decoration, with its color, combined 
with the good lighting which spots merchandise as well as 
the regular fluorescent lighting, making shopping in the 
department a pleasure,” said William Ziton, manager of 
the store’s shoe departments. “We carry nationally-known 
brands of children’s shoes, well styled and of good quality, 
and stress careful fitting, always a requisite for building a 
good children’s repeat trade.” 

Canopy lighting with concealed spots is used. Shadow 
boxes show displays against a rear wall. The large display 
unit which divides the shop from the other sections of the 
floor is up with a series of playforms on which are colorful 
displays of children’s shoes made even mere attractive by 
the inclusion of cunning toys. The display side of this unit 
is on the traffic lane which leads from the elevators. 

Steck is concealed behind the back wall where it is easily 
reached by salespersons. 

So prominent is the shoe section that parents buying gar- 
ments for their children are naturally led to outfit them as 
well with shoes. 


To Hold International Fur 
and Leather Fair 


SWITZERLAND'S ‘first International Fur and Leather 
Fair is scheduled to be held from April 10th to April 17th, 
1947, in the Dewette-House in the frontier city of Basle. 

Exhibitors of the following fourteen countries will par- 
ticipate: United States, Australia, Belgium, Czechoslo- 
vakia, Denmark, France, Great Britain, Holland, Italy, 
Norway, Sweden, Palestine, Yugoslavia and Switzerland. 
Also on the “probable” list are exhibitors from Russia, 
Canada, Argentina, Brazil, China, Union of South Africa, 
Poland, Hungary, Finland and Austria. 

Fur industry exhibitors will include breeders, dealers in 
skins, dressers and dyers, furriers and retailers. The leather 
industry will be represented by dealers in skins and hides, 
leather goods manufacturers, tanners, glove makers and 
leather clothes manufacturers. Chemical and machine as- 
pects of the fur and leather industries will also be ex- 
hibited. 

*Detailed information can be secured from Swiss Con- 
sulates or Alltransport, Inc., 6 State Street, New York 
City 4, N. Y. 
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Supreme in BRAND NAMES! 
Women's Arch Shoes Se 4 
Since 1919 






Announcing . ++ after five years... KID 
LEATHER ARCH shoes 


are now available. 


- Limited Quontities 
For 
Immediate Delivery 


OUR SPRING LINE OF SPORTS, SPECTATORS, 
NOVELTIES AND CASUAL FOOTWEAR IS READY 
FOR PRESENTATION. IF YOU WILL COMMUNI- 
CATE WITH US OUR REPRESENTATIVES WILL BE 
GLAD TO CALL. 


SIZES: 3-10 
WIDTHS: AAA-EEE 





QUALITY RETAILERS 


at $4.00 10 $42.00 


“KING OF STYLISH STOUTS” 


NU-WAY SHOE CO. 


142 DUANE STREET NEW YORK 13, N. Y. 























Lion 


707 BROADWAY 


Our Modern Factory Is Now In Full Production And We 
Are Ready To Supply You With A Complete Line Of Fine 
Leather Sandals For Men, Women And Children 


NEW YORK 3, N. Y. 
FORMERLY LION LUGGAGE CO. 





















Cu 

can greatly increase the 
sales appeal of your men's shoe displays 
with these low-cost Fairy Form reversi- 
ble Tre-ettes. Snug-fitting, light-weight 
Pyra-Shell — easy to use. 

Available in any two-color combina- 
tion of maple, mahogany or solid 
black finish, with or without the knobs 
illustrated. 


Write for Bulletin 1728 





SHOE FORM CO. INC. 


AUBURN, N. Y. 





Shoe Fair Space Drawings 


[CONTINUED FROM PAGE 139] 


Bretton Hall, Kimberly, San Carlos, 
Half Moon, Gov. Clinton, Hotel Rex, 
Alamac, Henry Hudson, Embassy, 
Bristol, Sutton, Winthrop, Gotham, 


Lincoln, Jefferson, Manhattan Towers, 
Empire, Pierrepont, Taft, Herald 
Square, Century, New Weston, Nassau, 
Edison, Columbia, Wentworth, War- 
wick, Plaza, Century and Raleigh. 

The National Shoe Fair Committee 
indicates that there will be only one 
cfficial luncheon. 


1§2 





Select New Secretary for 
West Coast Travelers 


Los ANGELES, CALIF.—David Kline- 
smith has been selected secretary of 
the West Coast Shoe Travelers’ Asso- 
ciates by the board of directors, it was 





DAVID KLINESMITH 


announced recently Klinesmith’s ap 
pointment as paid secretary of the or- 
ganization was made necessary by the 
resignation of John L. Zingleman as 
secretary-treasurer. 

Mr. Klinesmith has been secretary 
of the Pacific Northwest Shoe Retail- 
ers, and a buyer at Rhodes, Seattle, 
and in the retail shoe business in 
Southern California. The Association 
has expressed its regret at the loss of 
the services of Mr. Zingleman, caused 
by a transfer of residence to San Fran- 
cisco. 


Profit Sharing Schemes 
Expand in Britain 


GLascow, ScoTLAND—The very fluid 
industrial condition now operating in 
Britain since the advent of a labor 
government has encouraged a consider- 
able degree of employee-employer co- 
cperation, several joint industrial coun- 
cils and similar bodies. 


There has also been a considerable 
development of profit-sharing schemes, 
with the footwear trade prominiently 
represented. One Birmingham firm, for 
instance, whose employees share in the 
profits of the company, finds the scheme 
producing unusual results. Many of 
the workers arrive half an hour early 
and often work three hours extra. They 
are not paid any overtime and are not 
on piecework. Employees indicate that 
they are prepared to share in the bad 
times of the company as well as the 
good. 


Will Add Shoe Department 
In New Clothing Store 


ROANOKE, VA.— Smartwear-Irving 
Saks, Inc., women’s apparel store here, 
will add a shoe department when it 
completes its new $350,000 five-story 
ultra-modern building at 210-212 South 
Jefferson street, according to Irving 
Saks, president and general manager 
of the corporation. 

The new footwear department will 
be located on the second floor. It will 
be streamlined and contemporary in 
design and will provide ample seating 
space. 


Sees Dollar Volume 
Holding Up 


[CONTINUED FROM PAGE 139} 


ventory values. To the extent that in- 
ventories still contain inflated wartime 
goods or shoes which were bought be- 
cause the retailer could not get the 
shoes he wanted, some further deprecia- 
tion will be necessitated on these tynes. 
Fortunately, most of these markdowns 
already have been taken and there have 
been few instances where such mark- 
downs have seriously affected the retail- 
er’s financial position. On basic foot- 
wear which has been bought in accord- 
ence with retailers’ needs and with 
proper consideration for type and vaiue, 
there are no apparent reasons for be- 
ing concerned about depreciation.” 
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Survey Shows Women’s 
Opinions of Retail Stores 


New York—Sparks of consumer re- 
sentment against retailers, smoulder- 
ing during the war years, are starting 
to break into flame, according to a sur- 
vey just completed by the First Annual 
Store Modernization Show, which is 
formulating a broad educational mer- 
chandising program to be held at 
Grand Central Palace during the week 
of July 7. 

The study encompassed 29 large and 
small cities in every section of the 
country, representing a trading area 
population of 12,500,000. The survey 
sought to determine what factors 
women shoppers regard as synonymous 
with a “modern store,” and which of 
these elements were lacking in the re- 
spective communities. 

Number one symbol for “modern 
store”, cited by 72 per cent of those 
questioned, was better interior display. 
Better lighting was ranked second, with 
48 per cent of the vote. Next in order 
came periodic redecoration, 44 per cent; 
wide aisles, 38 per cent; rapid charge 
system, 17 per cent; elevator and esca- 
lator service, 14 per cent; adequate 
comfort facilities, 14 per cent; attrac- 
tive window displays, 10 per cent; re- 
lated selling departments, 10 per cent. 

Asked to designate which of these 
elements were most often lacking in 
their local stores, respondents ranked 
adequate elevator and escalator ser- 
vice number one. Fifty-five per cent 
of those questioned stressed this need. 
Better lighting tied for second place 
with faster charge system. Both re- 
ceived a vote of 34.5 per cent. Next in 
order came courteous sales clerks, 24 
per cent; better interior displays, 20 
per cent; better grouping of related 
merchandise, 20 per cent; better win- 
dow displays, 17 per cent; more spa- 
cious aisles, 14 per cent; redecoration, 
10 per cent; more adequate comfort 
facilities, 4 per cent. 


Issue 40 New Fall 
Rayon Colors 


New York — Crystal Pastels reflect 
the lighter motif in the advance collec- 
tion of 1947 Fall Rayon Colors, which 
The Textile Color Card Association has 
just issued to its members. Decidedly 
feminine in their appeal, these delicate 
pastels comprise Glass Green, Rock 
Crystal, Quartz Pink, Crystalline Blue, 
Coralsheen, Yellow Lustre, Limpid 
Mauve and Aquaglint. In addition to 
its style significance for evening and 
southern resort wear, this light range 
is expected to enjoy favor for blouses 
and lingerie. 

More radiant and festive in spirit, it 
was explained by Margaret Hayden 
Rorke, managing director of the Asso- 
ciation, are the brilliant Gala Hues, 
which will impart a glamorous note to 
formal evening fashions. These dra- 
matic shades include Cocktail Lime, 
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DELIVERY 


Springtime is jodhpur time for riding, dude 


“blue ribbon” resource for jodhpurs. De- 
signed by expert horsemen for style and 
practicability, their clean, smart appear- 
to every 


| ranch or just plain hiking. Service is your 
| 


| ance makes them irresistible 

| sports-loving girl. 

RIGHT No. 3702 
side leather jodhpur, 


12 poirs to case. 


Factory, N.Y.C. 
Other styles available in 
Mens and Womens — Write 


SERVICE 








Formerly Service Boot & Legg 


-Leathercrafters Since 1927 


Women's black, smooth 
lined straps, 
bark sheeplined, leather sole, Good- 
year stitchdown construction. C Width 
—Packed 5 to 9—'/2 sizes included— 


No. 3703 — Some in Brown 







MANUFACTURING COMPANY, INC. 

















LEFT Ne. 3503 — Women's 
brown Elk, Kafsted 
lined jodhpur, lined 
straps, rubber sole and 
heel. Goodyear stitch 
down construction, C 
Width — Packed 5 to 9 
—V/y sizes included—12 
pairs to case. 


§4.25 


Footweor 


eTMarticls 


120 East 16th Street, New York 3, N. Y. 





Glamour Rose, Gay Turquoise, Romance 
Geld, Magnetic Orchid, Dramatic Green, 
Dashing Red and Gala Blue. 

In the basic groups of tone on tones 
many new color trends are apparent. 
Among these are the subtle Fragonard 
Rose and Gobeltn Pink, inspired by the 
mellowed tones of rare French tap- 
estries. Also rating high in style in- 
terest are Directoire Green, a rich 
bottle shade, and the lighter Beauvais 
Green. Smartly reminiscent of a past 
era of fashion are Attar of Roses and 
the warm Henna Spice. In the violine 
range, several unusual tones recal] the 


color palette of the Mauve Decade. 
These include the subdued Wistaria 
Blue and Parma Iris in the periwinkle 
family, also French Lavender and Re- 
gency’ Violet. Likewise related to this 
sophisticated group are Paris Cyclamen 
and Riviera Orchid of mauvish rose 
cast. 

In the neutral scale are Brown Cocoa 
and its lighter complement, Champagne 
Gold, Frappe Mocha and Vanilla Blond 
are dulcet lighter shades. The grey 
gamme is effectively interpreted in the 
muted tones, Ash Pearl and Taupe 
Haze. 
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WESTERN BOOTS 
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WESTERN 
BOOTS 


$9.45 


No. 3828 Brown 
No. 3829 Bieck 


® Authentic Western 
Boots 


®@ Reinforced Throughout 
. seater Lined, Pegged 
n 


Stitching, 








on 
© Sizes S11 C and D 
Widths 


Samples Sent on Request 


ARNOFF SHOE CO.,INC., 101 Duane St.,N.Y.C 
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CASUALS 


~~ 











AT NEW LOW PRICES! ! 
MEN’S CASUALS 


$2.75 






® Brown Elk 
Upper 
©@ Heavy Rub- 
ber Sole and 
Heel 
Sizes 7 © Form Fitting 
te tt Last 





Packed 12 assorted pairs to case 
Immediate Delivery—Send for Samples 


ARNOFF SHOE CO.,INC., 101 Duene St.,N.Y.C 














MEN'S GOLF SHOES 


AT NEW LOW PRICES! ! 
MEN'S GOLF SHOES 


$675 ©@ Moccasin Toe 











© Elk Skin Upper 

© Brown Boot- 
maker Finish 

© Removable Spikes 
Fitted Into 
Sockets 






Sizes 
6%-12 ©@ Leather Heel 


c& & D. Widths © Skeleton Lined 
immediate Delivery. Send for Samples 






ARNOFF SHOE CO..INC., 101 Duane $#.,.N.Y.C 
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| of several months. 


Obituaries 





Myar Wolfe Mirvis 


ZANESVILLE, O.—Myar Wolfe Mirvis, 
better known to customers and the 
trade as “Mike” Mirvis, died recently 
at a local hospital following an illness 





MYAR WOLFE MIRVIS 


He was 73 years 
old and for more than 50 years had en- 
gaged in the retail] shoe business here. 
Because of ill health the business was 
recently dissolved. 

His was the oldest independent shoe 
store in this area. Specializing in work 
shoes for coal miners, farmers, mill and 
utility workers, his memory for sizes 
and widths continually amazed cus- 
tomers. Several times at Ohio River 
flood time Mr. Mirvis saw lifetime 
work destroyed but each time he be- 


gan again. 
| Surviving him are two daughters, 
Miss Marie Mirvis, and Mrs. Freda 


| Frank, whose husband, the late Ber- 





nard M. Frank, was among the leading 
wool and hide brokers in southern 
Ohio. 


Charles E. Osterkamp 


St. Louis, Mo.—Charles E. Oster- 
kamp, 63, who was assistant general 
manager of Roberts, Johnson and Rand 
division of the International Shoe Co., 
passed away recently at Barnes Hos- 
pital, where he had been under treat- 
ment several weeks for a heart ail- 
ment. He had been a member of the 
firm 40 years. 

Active in the Chamber of Commerce 
of St. Louis and vice-president of the 
Sales Manager’s Bureau, he had taken 
a continuing interest for many years 


| in civic affairs, including a good por- 


tion of his time in Boy Scout work. 
He was a charter member of the 


| Business Men’s Club and headed the 


southwest region of the general divi- 


| sion of the United Charities campaign; 


and he was a 32nd degree Mason. 

The late Mr. Osterkamp is survived 
by his widow, Mrs. Emma C. Oster- 
kamp and one son, Dr. Roy W. Oster- 
kamp, also of St. Louis. 





C. Irving Byam 

Boston, Mass.—C. Irving Byam, for 
more than thirty years identified with 
C. B. Slater Co., South Braintree, 
Mass., and more recently with J. J. 
Grover Shoe Co., of Haverhill, Mass., 
representing them in the southern ter- 
ritory, died suddenly recently at his 
home in Reading, Mass. He is survived 
by his mother and a sister, Mrs. O. W. 
Storey of Wheaton, Il. He was buried 
in the family lot at Reading. 





Harry Garfield Kendall 


HARRISBURG, Pa.—Harry Garfield 
Kendall, 65, a shoe salesman for 45 
years, died of a heart attack recently 
at his home in Harrisburg. He was a 
salesman for the A. S. Kreider Shoe 
Co. 

Kendall is survived by two sisters, 
Mrs. Grace Houstis, Coldwater, Mich., 
and Mrs. Gertrude Hathaway, Boston; 
four nephews and one niece. 





J. D. Muir 


Rockrorp, Mico.—Jess D. Muir, 67, 
director of the Wolverine Shoe & Tan- 
ning Co. here, died at his home in Rock- 
ford recently after a long illness. 

Mr. Muir rose from a machine opera- 
tor to plant superintendent and later 
to a directorship in his company. He 
held his position of superintendent for 
28 years, retiring from active duty in 
1941, but remaining a director. 

He is survived by his widow and a 
stepdaughter. 





Ixon H. Shapack 


PLAINFIELD, N. J.—Ixon H. Shapack, 
widely known in the shoe business for 
over twenty-five years and a member of 
Shapack Sons Company, operators of 
five shoe stores, died recently in New 
York. He is survived by his widow 
Jetta and his two sons, Allan and 
Harry. Burial took place at the New 
Mount Lebanon cemetery near Iselin, 
New Jersey. 


Helen van Cleave Sullivan 


St. Louris, Mo.—Funeral services 
were conducted recently for Mrs. Helen 
van Cleave Sullivan, vice-president of 
the Midwest Shoe Supplies Co. She is 
survived by her husband, Michael F. 
Sullivan, president of the firm, and by 
two daughters. 
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WORK SHOES 
IN STOCK 
At New Low Prices 


$2.10 


SIZES 
10-1312 
Let = 
8435% 






Immediate Delivery from Stock 
any quantity — any size runs 


© Brown, Plump, Smooth Split Leather 

© “Armortized Cord Wear," One Piece 
Molded Rubber Sole and Welting 

® Neoiled Construction 

© Reinforced At All Points of Wear 


284352 boy's sizes 1-4 $2.35 
8435 men's sizes 6-12 $2.60 
The 
PILOT SHOE CO. 
31 Hopkias Place 
Baltimore 1, Md 
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misses’, children's, * — flesh 
coler only, varied heel ond sizes — 
immedicte delivery. Write samples, also 
HOSIERY FORM details and Shoe Findings 
Catalog 


LYONS & COMPANY | 
120 Deane St., New York 7, N. Y. | 
QUALITY SHOE STORE SUPPLIES SINCE. 1900 | 
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Dewey P. Headen 


CHARLOTTE, N. C.—Dewey P. Head- 
en, 42-year-old shoe sales representa- 
tive, of 3510 Commonwealth Avenue, 
died suddenly of a heart attack recent- 
ly while calling on a customer at Jack- 
sonville, N. C. 

Mr. Headen was a sales representa- 
tive for the Superior Shoe Company, 
the Star Manufacturing Company and 
the Samuel Billiant Company, all of 
Boston, Mass., and had been elected, 
a month before his death, president of 
the Carolinas Shoe Travelers’ Associ- 
ation. 

Surviving Mr. Headen are his father, 
his widow, Mrs. Florence Anderson 
Headen; two sons, Frank Lee and 
Dewey Patrick Headen, Jr.; two sis- 
ters, Mrs. James Kamon, of Goldboro, 
N. C., and Mrs. P. A. Cook, of Char- 
lotte; and two brothers, Fred Headen 
and Joseph P. Headen, of Charlotte. 


Oscar S. Poe 


LITTLE Rock, ARK.—Oscar S. Poe, 69 
years of age, a retired shoe merchant, 
died in a Little Rock hospital recently. 
Mr. Poe was the owner-operator of the 
Poe Shoe Store in Little Rock for a 
number of years. 


Set Besteen 


Kansas City, Mo.—Sol Berkson, 76, 
one of the founders of Berkson Bros., a 
company that handles shoes and other 
extensive merchandise, died recently at 
his home from a heart ailment. 

For almost 10 years, Mr. Berkson, 
who with his brother, the late J. C. 
Berkson, founded Berkson Bros., Inc., 
had been retired because of ill health. 
He gave up the title of president to as- 
sume the nominal roles of secretary 
and member of the board of directors. 
He retained an office which he visited 
daily until about six months ago. 

Mr. Berkson was a member of the 
Kiwanis Club, the Chamber of Com- 
merce and the Masons. He was a mem- 
ber of the Congregation B’Nai Jehudah. 

He is survived by his widow, Mrs. 
Ann Berkson, of the home; two brothers 
and three sisters. 





Jack Altman 


St. Louis, Mo.—Jack Altman, who 
has operated a shoe store under his 
name at 2 N. Cicero Ave., Chicago for 
the past seventeen years, died recently, 
age 48. He is survived by his widow and 
three children. Stricken while on a trip 
to Florida he was flown back here for 
hospital treatment. The store will con- 
tinue under the direction of Jos. Gold- 
stein who has been Mr. Altman’s buyer 
and manager for some years. Mr. Alt- 
man was a charter member of the 
Chicago Shoe Club. 
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sTOocK N CHICAGO 


“Billco" 


Genuine Goodyear Welts 


Immediate Delivery 


No. 2955 Brown Smooth Elk 
| Leather Upper; Ook Leother 
' Sole and Heel; 

AA 6 to ?; 
' 8 4 to %. 







75 


WET . 


Just one from our complete line of Sport 
Shoes In Stock in Chicago; Sample pairs 
of any style on request. 


: Immediate Delivery-2%-10-Net-30-FOB Chicago ; 


Casuals + Sport Shoes - $ 


WILLIAM COHA 


COMPANY 
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WORK SHOES 
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Men's Steel Toe Safety Shoes 
| Men’ s Popular Priced Work Shoes 


Union Made 


_ GOODWILL SHOE COMPANY 


Hollistoa, Messechesetts 
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MEN'S SHOES 










WHEN STYLE'S 
IN THE PICTURE 


hoes 


| wisovesas Fsnos co. sROcKTon 15. mass 
New York Offices, 508-5 10 Marbridge Bidg. New York 1,N.Y 
‘West Coast Offices, 401-402 Hass Bidg. Los Angeles 14, Calif 
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MOCCASINS 


for TURNOVER 


Camp Moccasin 


Women's Brown Leather 
Vamp Loafer Moccasin, 
Panolene Rubber Sole; 


Sizes 4 to 9, M width 
Sepls 
Ay Net 


IN STOCK 


of 
SHOE COMPANY 
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ENGINEERS’ BOOTS 


IMMEDIATE DELIVERY 
>. 
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AT NEW LOW PRICES! 
ENGINEERS’ BOOTS 
Immediate Delivery 


$9.85 


® Brown 17" boot 

© Strap and Buckle at 
Instep and at T. 

®@ Reinforced Steel Shank 

© Full Lecther Heel 

® Heavy Plump Elk 

® Goodyear Welt Con- 
struction 

@ Viscolized Outer Sole 

® Built to Stand Heavy 


Weor 
© Sizes 7-12 D Width 








Samples on 
Request 


No. 3740 


ARNOFF SHOE CO.,INC., 101 Duane S$#.,N.Y.C 
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$2,000,000 Sales 
At Penn. Shoe Show 


PITTSBURGH, Pa.—Buying was brisk 
during the four successful days of the 
recent shoe show of the Pennsylvania 
Shoe Travelers’ Association at the 
William Penn Hotel here, according to 
the judgment of experienced observers. 
One hundred and ten lines of shoes 
and accessories were displayed at the 
show. 

Although it was discovered that mer- 
chants were sensitive to price, it be- 


| came apparent that they had decided 


to replenish their stocks for the Easter 
trade. From unofficial reports, it was 
learned that over $2,000,000 worth of 
merchandise was sold during the show. 
Many of the orders placed were for 
Fall. 

Although the supply could not catch 
up with the demand for men’s shoes, 
the leather in what was sold was in 
lighter colors, extension soles, with 
spade trimmings, and heavy-type 
brogues. Scarce patterns since before 
the war, brown and whites and two- 
tones enjoyed wide popularity. Hand- 
woven patterns also were foremost in 
the buying. Leisure type shoes in plat- 
forms and welts sold very well, it was 
noted, and seemed to be in greater 
quantity than dress shoes. 

In women’s shoes, red, blue, gray, 
and brown and white, and Town brown 
were found to be the most prevalent 
colers among the orders for April and 
May delivery. Casuals were popular, 
but not in quantity. In house slippers 
of the better grades, bridge slippers 
and staples were in the foreground. 

It was observed that scarcities in 
children’s shoes (still on quota) con- 
tinue. However, in children’s shoes 
that were sold, patent-straps, white 


| straps, brown and white saddle oxfords, 
| moccasin oxfords and loafers were the 


styles and patterns in most demand. 
In boys’ shoes, selling was principally 
in reddish brown, and tan. 





Gude’s Remodel Seventh 


Street Store 


Los ANGELES, CAL.—Gude’s Seventh 
Street store is undergoing an extensive 
interior remodeling. The men’s depart- 
ment on the lower floor, the women’s 
salon on the main floor, and the popu- 
lar priced women’s department on the 
second floor are being completely re- 
decorated. Carrying out a plan of 
specialized departments, which feature 
shoes both by brand names and by 
types, Gude’s is remodeling the second 
floor casual shop, which will be de- 
voted to all types of flats and low heels 
for girls and young women. 

Phil Mashburn, buyer of women’s 
shoes, believes that specialized shoe de- 
partments enable the retailer to give 
more intelligent service to his patrons. 





Celebrates 42nd Year 


Since Founding 


GREENSBORO, N. C.—Founded in 1905, 
Robert A. Sills Company, the oldest 
shoe store in this city and one of the 
oldest in the state, recently celebrated 
its 42nd anniversary. The firm as- 
sumed its present name on its anniver- 
sary in 1924, and on the same day in 
1932 it moved to its present site at 104 
Elm Street. 

The original name of the shoe store 
was the Ward Shoe Company, which 
successively became the Callahan-Dob- 
son Shoe Company, the Dobson-Sills 
Shoe Company and finally the Robert 
A. Sills Company. 

Robert A. Sills was associated with 
the store when it was founded and be- 
came manager in 1907. In five years 
he was made a junior partner, and in 
1924 he bought out the other interests 
in the firm and became the owner. He 
directed the management of the store 
until his death in February, 1946, 
when his son, W. H. Sills assumed the 
presidency on his return from Army 
service as a B-24 navigator in England, 
Italy and North Africa. 

There are many possible reasons for 
the long and successful existence of 
Robert A. Sills Company. One of them 
may be the particular attention and 
solicitude that is given each eustomer. 
The name, address and shoe size of each 
customer is recorded at the store, en- 
abling him to make his purchase by 
mail, if necessary. The store caters to 
invalids. Fifty per cent of the Sills’ 
business comes from cities in the sur- 
rounding area, and regular customers 
are located in such far-flung points as 
China, France, Sweden and the Pana- 
ma Canal Zone. 


Offer Fashion Scholarship 


DALLAS, TEX. — Neiman-Marcus will 
offer an $850 scholarship for a year’s 
tuition at the Tobe-Coburn School for 
Fashion Careers in New York City, 
Stanley Marcus, executive vice presi- 
dent of the famous Dallas specialty 
store, has announced. The award, to 
be made on the basis of written test 
topics and personal qualifications, is 
open to young women under 30, who 
have completed at least two years of 
college, and who are residents of Texas, 
Oklahoma, Louisiana, Arkansas, or 
New Mexico or who are enrolled in col- 
leges in that area. 

The scholarship will cover a year’s 
tuition, the course beginning on August 
27, 1947, with graduation May 26, 
1948. Local judges selected by Neiman- 
Marcus will determine the six outstand- 
ing entries. Final selection will be 
made in New York. 

The course is designed to train 
young women for careers in the fashion 
field—as stylists, fashion coordinators, 
buyers in retail stores, promotional rep- 
resentatives, personnel executives, dis- 
play decorators. 
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JODHPURS 
WHEN YOU THINK OF JODMDURS 


THINK OF SERUICE 
YOUR FIRST RESOURCE 
3762 — Women’s black, smooth side leather 





jodhpur, lined straps, bark 
= sheeplined, leather sole, 
Goodyear stitchdown con- 
struction. C Width—5 to 
~~“ sizes included 

- i pairs fo case. 
3703 — Same in 

Brown. $5.25 


Terms 2-18 
Ret 30 

F.0.8. Factory 
a. Y.¢. 


a 


120 East 16th Street, New York 3. N.Y 
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GOLF SHOES 
WHEN YOU THINK OF OUE SHOES 


















THINK OF SERUICE 
YOUR FIRST RESOURCE 


3310—Water-repellent, Chocolate Black, Oiled 
Retan, Rubber Sole and Heel, Removable 
Spikes, Flexible Goodyear Welt Construction. 
D width only. Packed 7 












leathercrafters Since 1 
120 East 16th Street, New York 3, N.Y 
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SANDALS | 


WHEN YOU THINK OF SANDALS 
THINK OF SEBUICE 


YOUR FIRST RESOURCE 


2910 — Men's Tan T-Strap leather sandal, 
woven pattern with platform leather sole, 


brown rubber heel, D 
oe . widths—6 to 12— 
(whole sizes only) 
24 pairs to 
case. $2.85 
Terms 2-10 

fet 30 

F.0.8. 

¥.¢. 
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i 


Lal 
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120 East 14th Street, New York 3, N.Y. 
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Sponsors New Radio Show 
New YorkK—The Coward Shoe will 


| Present The Frank Parker Show at 


1:15 p.m. every Sunday over station 
WNBC of the National Broadcasting 
Company, it was announced recently 
by A. S. Aronson, Coward’s vice-presi- 
dent and general manager. 

The use of radio does not represent 
a departure from Coward's long-stand- 
ing policy of sustained and intensive 
use of newspaper space, Mr. Aronson 
pointed out, but will supplement the 
firm’s newspaper program. The radio 
commercials will be devoted to institu- 
tional selling and to promotion of 
specific comfort features of the Coward 
line. 

The new radio show wil! feature 
Frank Parker, popular romantic tenor 
and Kay Lorraine, torchy songstress of 
the Hit Parade and the Ford Program. 





Purchase Shoe Store 
Detroir, Micu.— Diem’s Footwear, 


| opened at 21629 Grand River Avenue 
| in the Redford section of Detroit over 


a year ago by the Diem Brothers, 
Norman and Joseph, has been sold to 
Edward T. Sullivan and Frank Nata- 
line. Store name is being altered 
slightly to Deem’s Footwear. 

Mr. Nataline, who will be active man- 
ager of the store under the new owner- 
ship, was formerly with Earl’s Shoes 
here for twelve years, and has been 
connected with other Detroit stores in 
both a selling and managerial capacity. 
His partner. Mr. Sullivan, is a new- 
comer to the shoe business. 





Full Scale Publicity 
Promotes New Store 


‘Las Vecas, Nev.—One of the first | 
| exclusive ladies shoe stores in Southern 


Nevada was opened here recently by 
A. H. Illings with a blaze of publicity 


| that attracted a crowd which taxed the 


sales force. 

The planned advertising schedule 
will keep the store constantly in the 
publie’s eye. The current campaign in- 
cludes display advertising in the local 
afternoon newspaper, sponsorship over 
station KENO of two nationally known 
radio programs; and direct mail. 

Illings new store at 313 Fremont St. 
was completely redesigned and rebuilt 
under the supervision of James A. 
Flemming, Las Vegas, architect. Out- 
standing features of the store plan in- 
clude a shadow box display in the en- 
trance, and interior illumination by 
eight spotlights which provide an even 
overall illumination. 

A complete line of accessories includ- 
ing handbags, belts, gloves, and even 
overnight bags to match shoes are fea- 
tured in store displays and radio an- 
nouncements, 

Mr. Illings formerly operated the 
shoe department of the Co-Ed Shop 
here. 
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2 WEEKS 
DELIVERY 


Quality Chrome Chairs 


NO 








Ne. A300 


Tubuler chrome chair with padded beck 
ond seat. Choice of Red, Blue or — 
upholstery. Heavy polished chrome - 
ing throughout. .............. Eoch $14.95 
No. 30!1—Spring sect ......... Eoch $16.95 


F.0.8. St. Lowis Foctory 


HECHT FIXTURE CO. 


212 S. Franklin St., Chicago 6 
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JOBS 





WE SELL 
QUALITY SHOES 


| Qvality Shoes Since 1932 


From the Nation's 
| leading Manufacturers 


M. K. WEIL SHOE CO. 
While in Town See Weil 
K 1215 Washington Ave. 
St. Lovis 3, Mo. 








Merchandise, Better for Less. 
BARIS SHOE CO.. iac. 
Werth 2-5188-( 

79-81 Reede %t., New York 7, M. Y. 
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SHOE STORE FINDINGS 
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IN STOCK 
For Prompt Shipment 


WINDOW DISPLAY SHOE FORMS 


Open and Closed Tops 
Flesh Pink and Tu Toe 


SHOE HORNS 
English Imported Cow Horn Shoe Horns 
Lengths 9'/2, 10, 12, 15, 18, 21" 


SHOE BRUSHES—DAUBERS 
ADULT AND CHILDREN SHOE BAGS 


A Complete Finding Service 
To The Shoe Trade 


A. J. BERGREN CO. 


35 No. Wacker Dr. Chicago 6, lil. 
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“GLAMORIZERS” 


by ACE BOWS 





Town 
Black, Brown, 
Cut" Rings— 


Genuine Black Patent. Black, 
Army Russet, Red, Navy Cait! 

White Suede. Diamond Cut 
Gold’ or Silver. 

Terms: 2% 10 days 
(Twelve Pair Minimum Order) 
Immediate rr All Bows with Clips. 
Semples of other styles on request. 


ACE BOWS, INC. 
212 20th Street Brooklyn 32, N. Y. 
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X-RAY SHOE FITTERS 


PRIMEX .. .... .. 


most imitated shoe fitter. 
Our circular — you why 


oe EE EQUIPMENT co. 
5 So. LaSalle St., Chicago 3, Ill. 

















| Canadian Retailers Oppose 


Shoe Price Increases 


MONTREAL, CANADA—Opposition to 
general increases in the price of foot- 
wear was expressed recently at the 
Shoe Retailers’ Association. Members 
said they would welcome opposition 
against the increases from any sources. 

Price increases in the United States 
had resulted in a decline in the demand 


| for shoes, most pronounced among men, 


said Mrs. Mary B. Hickman, of Mil- 
waukee, Wis. 

Two of the major reasons for shoe 
business failure were described as over- 
buying and over-cautiousness in buying. 

Bruce Knowlton, of Brandon, Mani- 


toba, said that proper control was the 
only answer. 


Earlier Dr. F. A. Fredenburgh, New 
York shoe corporation executive, said 
that present indications did not suggest 
the nearness of a major depression. 
(See page 72). 


Holds Dollar Day on Shoes 


ALBANY, N. Y.—Morse Shoe store, 67 
North Pearl Street, held a novel sale 
event recently. While department and 
other stores were reviving dollar day 
sales, discarded during the war, Morse 
conducted a Dollar Day in shoes and 





handbags, and will make it a semi- 
annual event. 
Opens Fifth Store 

GARNETT, KaNnsAS—Henry DeNeve, 


who operates the DeNeve Shoe Store 
and Sandra Shop in Pittsburg, Kansas, 
recently opened a new store here which 
will be known as the DeNeve Garnett 
Shoes, Inc. This is the fifth oper- 
ated by Mr. DeNeve. 





Shoe Men on University 
Committee 


New YorK—Formation of the Oper- 
ating Committee of the Massachusetts 
Associates of Brandeis University has 
been announced. The new committee 
will function as the public relations 
arm of the recently formed Massachu- 
setts Associates of Brandeis University, 
a body of key leaders of Jewish and 
communal affairs in that State. The 
way was also paved for the establish- 
ment of a group to be known as the 
New England Associates of Brandeis 
University, by the inclusion of two out- 
of-State members in the Massachusetts 
operating committee. 

The non-Bay Staters who joined are 
Pinchos Medwed of Bangor, Me.; and 
Sam Smith of Newmarket, N. H. Both 
are New England shoe manufacturers. 

The Massachusetts Associates of 
Brandeis University was established 
following a resolution, calling for such 
action, by The Albert Einstein Founda- 
tion, Inc., founding body of America’s 
first Jewish-sponsored secular univer- 
sity. 
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Py TIPS 
for TURNOVER 


BACK AGAIN 
Pre-War Quality 
Men’s Leather Romeo 


No. 8501 
Brown Leather 
Upper; leather 
sole; rubber 
heel: 
Sizes: 
7 to 2 







@ Net 








IN STOCK - IMMEDIATE DELIVERY 
. 


SHOE COMPANY 
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MOCCASINS 
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AT NEW LOW PRICES! 
MOCCASINS 


Men's, Boys’, Ladies’ 


$2.70 


Sizes: 6 to ll 
Packed {2 pairs 
te a case 


© Black Waterproof Uppers © Machine Stitched 
© Brown Orthopedic Rubber © Rawhide Laces 
Sole ®@ Rolled Collars 


OTHER MOCCASINS: $2.10 to $3.35 
1N STOCK—IMMEDIATE DELIVERY 
















INC 


ARNOSFF SHOE CO 101 Duane $¢..N.Y.C 





Buy Savings Bonds 
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News of the Salesmitt and Syypliers 


Last Manufacturers Honor Billy Woodward 





. 

Standing before the nautical clock presented fo “Billy Woodward at the onnual 
meeting of the Last Manufacturers at the Harvard Club, are: (left to right! 
Joseph W. Holmes, president of the United Last Company; Norman L. “Billy” 
Woodward, Sterling Last Corporation; and Paul S$. Jones, Jones and Vining. 


New YorkK—Convening for their an- 
nual meeting at the Harvard Club here 
recently, members of the Last Manu- 
facturers Association took opportunity 
to honor Norman L. “Billy” Woodward, 
Sterling Last Corporation, upon his 
many years of identification with the 
industry. 

The honored member of the craft 
was more than surprised upon finding 
himself scheduled for tribute and the 
recipient of a beautiful bronze ship’s 
clock presented to him by the associa- 
tion. 

Joseph W. Holmes, president of the 
United Last Co., made the presentation 
and in so doing paid tribute to Mr. 
Woodward, who for more than a half- 
century has been known to shoe manu- 
facturers throughout the country. 

Indicative of the esteem in which he 
is held, the clock bears the following 
inscription: 

“Presented to Norman L. “Billy” 
Woodward in admiring recognition of 
55 years of distinguished service to the 
Shoe Last Industry.—Last Manufac- 
turers Association.” 

“Billy” views the gift as an inspira- 
tion to excel in the next 55 years his 
achievements of the past. 

The business of the meeting was de- 
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voted to studying problems confront- 
ing the industry and a survey of pro- 
duction figures and the election of the 
following officers and executive commit- 
tee for the ensuing year: president, 
Paul S. Jones, Jones & Vining; vice- 
president, Emil D. Robinson, Geo. E. 
Belcher Co.; secretary-treasurer, Carl 
S. Whittier; executive committee: 
Charles W. Marci'le, C. L. Hagerman, 
Joseph W. Holmes, John J. Morton, 
Robert C. Rhoades, John L. Stanton 
and Norman L. “Billy” Woodward. 





W. J. Cobb Resigns Position, 
Takes Leave of Absence 


New YorK—William J. Cobb, execu- 
tive vice-president of the Melville Shoe 
Corporation since December, 1945, has 
resigned his position and is taking a 
leave of absence, it was revealed here 
recently. Mr. Cobb will remain as 
director of the company. 

Before his appointment as vice-presi- 
dent of the Melville company in 1935, 
Mr. Cobb was buyer and merchandiser 
of men’s and boys’ shoes at the Associ- 
ated Merchandising Corporation, and 
prior to that men’s and boys’ shoe buyer 
for Lord and Taylor. 


Made New Sales Manager 
For Conrad Shoe Co. 





Roston, Mass.—J. D. Christy, of Ger- 
den City, Long Isiand, New York, was 
recently appointed sales manager for 
the Conrad Shoe Company, North Abing- 
ton, Mass., manufacturers of men's welts 
and compos. 

Mr. Christy's long experience in the 
shoe business includes 11 yeors with 
Montgomery Ward, New York, as buyer 
and merchandiser; ond & years with Lon- 
don Choracter Shoe Company, New 
York, also in buying and merchandising. 





Appoint Midwest 


Representative 


Boston, Mass.—William B. Hummel 
has been assigned as salesman to cover 
the territory consisting of part of [I- 
linois, Indiana, and Kentucky, for 





WILLIAM 8. HUMMEL 


Sandler of Boston, it was announced 
recently. Mr. Hummel represented shoe 
firms in the Middle West previously. 
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Heads New Calfskin Division 


Boston, Mass.—Carl Ganter has 
joined the Colonial Tanning Company, 
Inc., as general manager of the newly- 
formed calfskin division, after re- 





CARL GANTER 


signing from the Stetson Shoe Com- 
pany, where he was sales manager of 
the men’s division, it was announced 
recently. Mr. Ganter was for many 
years associated with the Hunt Rankin 
Leather Company. 

Before entering the leather business 
he attended the Bryant & Stratton 
Commercial College and later the Col- 
lege of Business Administration at 
Boston University. From experience in 
the promotion and selling of calf leath- 
er for many years, and the last five 
years in the shoe manufacturing busi- 
ness, Mr. Ganter has accumulated a 
thorough knowledge of the leather and 
shoe business, which, it has been point- 
ed out, will provide a solid foundation 
for his new position. 

The calfskin division of the Colonial 
Tanning Company, directed by Mr. 
Ganter, will manufacture and distribute 
quality suede and grain-finished calf 
leathers suitable for the shoe, bag and 
garment trades, and for both domestic 
and foreign consumption, the firm has 
announced. 





Elected Vice-President 
Of John E. Lucey Co. 


Boston, Mass. — Louis C. Lyda was 
elected vice-president in charge of sales 
and a member of the board of directors 
at a recent annual meeting of the board 
of directors of the John E. Lucey Com- 
pany, Inc., of Bridgewater, Mass. 

Prior to joining the John E. Lucey 
Company on June 1, 1946, Mr. Lyda 
was associated with Brown Shoe Com- 
pany, of St. Louis, for over 19 years. 
In this former connection his work was 
exclusively with men’s and boys’ shoes, 
styling those lines for several years 
before becoming the company’s sales 
manager of the United Men’s Division. 

The John E. Lucey Company manu- 
factures a complete line of popular 
priced young men’s shoes. 


160 


Forms Men’s Shoe 
Manufacturing Firm 

Enpicotr, N. Y.-——Chenango Shoe 
Co., Inc., has been formed by William 
Collingwood II, president and treasurer 
of Collingwood Shoe Co., Inc., and 
A. W. Thomson, second vice-president 
of the company, to manufacture men’s 
shoes and sell them by mail. Capital 
of the new concern is $10,000. 





Marks 25th Anniversary 


‘CINCINNATI, O.—Twenty-five years 
of shoe manufacturing is being cele- 
brated this year by the Miller Shoe 
Company here. The firm began its 
existence in 1922 when Albert E. Klin- 
kicht (now president-treasurer of the 
company), then 22 years old, and four 
other men pooled their borrowed capi- 
tal to form the company. 





ALBERT E. KLINKICHT 


The early trials and tribulations of 
the firm, which today specializes in 
conservative oxford high shoes for or- 
thopedic wear, has been told by Mr. 
Klinkicht: “We began with approxi- 
mately 35 employees to make misses’ 
and growing girls’ Goodyear welt shoes 
and carried on with this experiment for 
approximately eighteen months... . 

“We were soon compelled to divert 
to growing girls’ and women’s shoes. 
In 1925 we tried, as an experiment, a 
few Littleway process shoes. We made 
a little progress but never knew what 
changes we might be compelled to make 
for the want of pairage to keep the 
factory running.” 

In 1927, Mr. Klinkicht relates, start- 
ing with a last used by an orthopedic 
surgeon, the Health Last came into 
existence. The first Miller orthopedic 
shoe program was composed, in 1927, 
of the 9/8 heel, broad-toed blucher ox- 
ford, and 12/8 heel blucher oxfords. 

The difficulties of selling a plain 
shoe to a style-minded market were 
heavy, it was pointed out, but “today 
we have 450 faithful employees, hun- 
dreds of loyal retail] shoe merchants as 
customers, and several thousand doc- 
tors, specializing in all phases of the 
healing art, sponsoring our prod- 
rr 





Will Join Sons 
In Shoe Company 

St. Louis, Mo.—Paul G. Williams, 
sales manager of the Life Stride divi- 


sion of the Milius Shoe Company, has 
announced his resignation after an 





PAUL G. WILLIAMS 


association of seven years. Upon leav- 
ing the Milius organization he will join 
his two sons, Paul G. Williams, Jr., and 
Grant Williams, as head of the sales 
and styling division of the Sons Shoe 
Co. at Bonne Terre, Mo., manufacturing 
women’s popular priced low hee] shoes. 

In the shoe business for many years, 
Mr. Williams started his selling career 
with the Excelsior Shoe Co., owned by 
his father and brother. Upon leaving 
the Excelsior Shoe Co. he joined the 
Selby Shoe Co., Portsmouth, Ohio, 
(Style-Eez Division), where he re- 
mained for nine years. Before joining 
the Milius firm, however, he was an 
executive in the shoe merchandising 
and buying division of Montgomery, 
Ward and Co. 


Shoe Company Lauded 
By Chamber of Commerce 


Enpicott, N. Y.—Endicott Johnson 
Corp. recently received a scroll from 
the Greater Endicott Chamber of Com- 
merce in recognition of the contribu- 
tions made by the company to the 
founding and development of the com- 
munity. 

George W. Johnson, company presi- 
dent, and Charles F. Johnson, Jr., vice 
president and general manager, were 
presented with the scroll at the com- 
pany’s tannery office by a committee 
from the Chamber of Commerce. 

“The Village of Endicott,” the cita- 
tion read in part, “was founded on the 
principles many times expressed by 
Mr. George F. Johnson: That human 
rights are superior to the rights of 
dollars; that labor honestly done is 
man’s highest achievement, and that 
the greatest good for the greatest num- 
ber should be the objective for industry 
as well as individuals. This community 
is a better one because you work here.” 
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SADDLE OXFORDS 
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WOMEN’S SADDLE OXFORDS 


and White smooth 
&, etibe ein, Sask 


Os 


a 






$3.00 net 
Immediate Delivery 


Sizes 4 to 9, M and C widths. Sample poirs 
gladly sent on request. 


KRISCHER, ROGERS & FISCHER 
20 No. 4th St. Phile. 6, Pa. 














MOCCASINS 








WOMEN'S MOCCASINS 


a uppers, brown 
erthopedic “rubber 






immediate 
Delivery 


M widths $2.50 

Sizes 4 te 8 net 

Brewe—7'00, White—7/0!, Brews and White—7/ a2 
Semple Pairs gicdly sent on request 


KRISCHER, ROGERS & FISCHER 














~ 


20 Ne. 4th St. Phile. 6, Pa. | 
PES | 
. SHOE CLEANERS 











SENSATIONAL || 


White Dry Shoe Cleaner 





Cost, $1.85 Dz. — $19.20 Gr. 


ORDER FROM YOUR JOBBER 
OR DIRECT FROM FACTORY 


S & M CHEMICAL CO., Inc. 


2900 S$. Michigan Ave., Chicago, Ill. 
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Western Representative 
Named 


New YorK—Al] Berkowitz has been 
appointed Western Representative for 
Dr. A. Posner Shoes, Inc., covering the 
states of California, Nevada and 
Arizona. 





AL BERKOWITZ 


Mr. Berkowitz’s headquarters will 
be in the Haas Building, Los Angeles. 
He will carry the entire line of Dr. 
Posner’s shoes. 

Al Berkowitz comes from a long line 
of shoe men. His father is the popular 
Harry Berkowitz, organizer and first 
president of the West Coast Shoe 
Traveler’s Association. 





U. S. Shoe Corp. Changes 
Officers, Announces Earnings 


CINCINNATI, OHIO—J. J. Smith, who 
had been chairman of the board of 
the U. S. Shoe Corporation, was named 
chairman emeritus as changes among 
top officers were made at the com- 
pany’s organization meeting recently. 
The company reported net earnings of 
$454,888 for the fiscal year ended No- 
vember 30th. 

Joseph S. Stern, who had been presi- 
dent, was elected chairman of the 
board; A. B. Cohen, formerly vice 
president, was elected to succeed Mr. 
Stern as president. Two new vice 
presidents elected are E. M. Daniels 
and Nathan Stix. Alfred T. Wood- 
ward was elected secretary-treasurer. 

Directors re-elected are J. J. Smith, 
J. J. Smith, Jr., A. B. Cohen, Alfred 
M. Cohen, Joseph Stern, Alvin Sa- 
linger, Harold LeBlond and Joseph B. 
Reynolds. 

In the previous fiscal year, net profit 
was $336,731. 





Opens New Store 


” Bristot, Pa.—A. Popkins has opened 
a new store here equipped with two 
large twin windows with up to date 
lighting effects. A large selection of 
shoes at reasonable prices are display- 
ed. The store has been under con- 
struction for several months. 
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SLIPPERS 











_ HAITI SLIPPERS 


Fascinating, Captivating, Exciting 





For Completing 
Feminine Ensembies 
Now in Vogue 

Lot B-405!1, Natural Sisal 

Lot B-4053, Red Sisal 

Lot B-4054, Green Sisal 
Lot B-4055, Brown Sisal 
Lot B-4057, Yellow Sisal 


$4.55 pr. net F.0.8. BALT. 
Women's Sizes 3-8. Each Pair Boxed 


P. H. VOLK & Company 


2-4 W. Lombard St. Baltimore 1, Md. 
importers & Distribsetors 

















RUBBERS 
MEN'S SNUGFIT RUBBERS 
Pal. & assures perfect Gt. 







olded 
CLOG Ne. 2066, S5¢ Sandals We. 
2070, $1.10 per pair. Terms 2% 16. 
F.0.8. Detroit. Packed 24 Pr. 
te Case. Asst. or solid sizes, 
small, medium end large. 
ta stock. Write or Wire. 


AMERICAN SHOE CO. 
251 W. Jef. Ave.. 
DETROIT 26. MICH. 
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rxavor eo JODHPURS 


THINK OF SERUICE 


YOUR FIRST RESOURCE 


3503 — Women's brown Elk, Kafsied lined 
Jodhpur, lined straps, rubber 
sole and heel. Goodyear 
stitchdown construction, C 








pairs to case. 
$ 





120 East 16th Street, New York 3.N Y 

















MEN'S WELT LOAFERS 
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SMOOTH ELK LOAFER 


GOODYEAR WELT 
Brown Rubber Sole 


$4.25 


NET F.O.8. 















Phila. 
12 pr. Ass'td case 
lots. Quick Delivery 


HUNN 


SHOE CO. 
18 N. 4th St. 
Phile. 6, Pa. 





Sizes 
6-9, 6-10, 7-11 
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GOLF SHOES 


WHEN YOU THINK OF BOLE SHOES 


THINK OF SERUICE 


YOUR FIRST RESOURCE 


3306 — Soft drying Army Russet Maison Kip, 
Oak Sole, Removable Spikes, Goodyear Welt 
Construction. D Width 
only. Packed 7 to 11 
—!/ sizes included. 
i? prs. fo case. 
$8.65 









120 East 16th Street, New York 3, N.Y 





“+19 


MOCCASINS 





WHEN YOU THINK OF PRLOCCASING 
THINK OF SERUICE 


YOUR FIRST RESOURCE 


556—Men’s Black Waterproof, hand-sewn con- 
struction, brown ic rubber sole, raw- 
hide lace—7 to 11—v sizes included. $3.15 








B-556 — Boys'—As above— 
2% to 6 $3.05 
_ 2-10 


Leothercrafters Since 1927 
120 East 16th Street, New York 3, N.Y. 
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Ball Cushion Available 
As Shoe Accessory 


New YoRK.—The Com-o-Form Ball 
Cushion, which has been successfully 
used in many thousands of pairs of 
shoes as a built-in feature, is now avail- 
able as an accessory, which can be pur- 
chased separately and fitted into any 
pair of women’s shoes, high or low 
heel, open or closed heel, by the shoe 
clerk at the time of purchase or by the 
customer herself at any time there- 
after. 





The new accessory, whose principle hes 
been successfully used as a built-in 
feature of many shoes, cushions and bal- 
ances the whole bali area of the foot. 
It is moulded of sponge rubber or an ac- 


| ceptable substitute, under license of Dr. 


B. J. Silver. 


This new accessory, like the original 
built-in Com-o-Form Ball Cushion fea- 
ture, is the patented invention of B. J. 
Silver M. Cp., of New York. Its par- 
ticular advantage is found in the fact 
that it serves the need of the entire 
ball area of the foot, according to Dr. 
Silver, providing a maximum degree of 
enduring comfort and protection to this 
vital part of the foot. Dr. Silver de- 
scribes it as a purely natural require- 
ment in all shoes made over ordinary 
lasts. 

The Ball Cushion in actual use tends 
to cushion completely the whole ball 
area and balance the same accurately. 
It thus prevents strain, callous forma- 
tion, etc. It also cushions and recesses 
the heads of the metatarsals. It pro- 
vides a pocket for the outer side of the 
metatarsal arch and is said to prevent 
pronation because of its novel char- 
acteristics. Molded out of sponge rub- 
ber or an acceptable substitute, it pro- 
vides a resilient cushioning effect that 
gives the feeling of walking with bare 
feet over soft ground. It is manu- 
factured under license of Dr. Silver by 
Modern Orthopedic Appliance Com- 
pany, Inc., of New York. 


New Neoprene Crepe 
Soles Perfected 


WILMINGTON, DEL. — Spectator-type 
and sport shoes with neoprene crepe 
scles are an important addition to the 
wider variety of styles among spring 
offerings in better grade shoes. To 
supply this popular type of soling Du 
Pont research has developed a new type 
of neoprene to provide what is said to 
be a more durable product than the sole 
made of natural crepe rubber. Little 
or no natural rubber suitable for this 
specialty use has appeared on the 
American market since V-J day. 

It is claimed that the new material 
is highly resistant to oil and heat and 
therefore does not soften on hot pave- 
ments or become slippery on oily sur- 
faces; it has less tendency to spread 
than natural rubber; and has superior 
wearing qualities. 

Like natural rubber soles, the new 
crepe sole can be attached by using a 
neoprene type cement. It also may be 
stitched like leather or vulcanized and 
can be supplied in almost any color. 





New Leather Preserver 


CuHicaco, ILL—A new product for 
shoe men, recently made available for 
national distribution by the Bar-F 
Products, of 5646 Lake Park Avenue 
here, is the “Bar-F Leather Cream,” a 
liquid for protecting and preserving 
fine leathers. 

The leather cream is a heavy sub- 
stance made up of many animal oils, 
whidh through scientific preparation 
do not separate—eliminating uneven 
distribution of the oils on leather, it is 
claimed. It is easily applied with a sof:, 
damp cloth. 

The company will soon have gavail- 
able also a leather cleaner or saddle 
soap and its own waterproof high lus- 
ter polish, it was announced. 





Market New Shoe Buckle 


New YorkK—The Ormond Tool Com- 
pany, manufacturers of shoe buckles, 
have announced the addition of a new 
line of quality heavy buckles, available 
in 14-gauge material. The buckle is 50 
per cent heavier than the Ormond 
standard and quality lines and is known 
as the Hygrade line. The buckles are 
available in rollers and non-roliers, in 
brass only, and in all of the standard 
finishes, including enamel and pearl 
luster. 








| Buy Savings Bonds 
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TENNIS 








Our 1947 tennis is really tops!! 
Quality—plus—Sales Appeal 


* Heavy Canvas Uppers 
*No Mark Rubber Soles 
* Features: Side Stays & 
Ankle Patch 
Biack, Brown, 


Blue 
* Packed 24 assorted pairs 
to the 






© Colors: 


* Boys 22 
to 6, $1.65 pair 


* Little Gents 6'> te 10%. $1.45 pair 
*Also Ladies Hi-White available at $1.55 


Oxford 


*Colors: White or Blue 
*Mens 6 to 1], $1.45 
pair 


¢ Youths 11 te 2, $1.55 pair 





32 to 9, 
$1.35 pair 
© Misses 12'/2 te 3, $1.25 pair 
© Childs 6 to 12, $1.15 pair 
* Special cuse packings so specify sizes preferred 

TERMS: 3%—30 Days 


S. STEINHART SHOE CO, Inc. 


613 Grand Ave., New Haven 11, Conn. 
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BOWLING SHOES 
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CLOSING OUT!! 


MEN'S HIGH BOWLING SHOES 
© Black Leather 


Dpers Style 
aes Oe ite. 0005 






$315 


Packed 24 pair te case. Sizes 6% te Ii 
Immediate Delivery. Send fer Samples 








ARNOFF SHOE CO..INC., 101 Duane St..N.Y.C | 


~~ 








FOOT APPLIANCES 


SUPPOR 
pedie SHOE CORRECTION. Write for illustrated 
catalog. 


A. L. SCHENK ORTHOPEDIC LAB. 
1024 W. 7th St. Les Angeles 14, Calif. 
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Shoe Manufacturer Celebrates 
75th Anniversary 


CoLumMBus, O.—Five hundred office 
and factory associates of the Walker 
T. Dickerson Co., Columbus, O., shoe 
manufacturers, recently celebrated the 
75th birthday of Walker T. Dickerson, 


president of the firm, here in the 
Southern Hotel. 
Mr. Dickerson presented service 


pins to all employes who were with 
the company 15 or more years. This 
was followed by a musical program, 
dancing, floor show, and buffet supper. 

Other officers of the company pres- 
ent were: Owen H. Dickerson, grand- 
son of the president, vice president; 
Charles Shriner, secretary; and Edwin 
T. Melancon, treasurer. 





Health Shoe on Market Again 





New York.—Once more the Dr. Posner 
“Muscle Builder” shoes are directed to 
children who walk with their toes 
pointed outward, a condition known as 
“pronation.” The shoe contains a sci- 
entifically built-in wedge placed on the 
inner border of the heel, tilting the heel 


‘bone and causing the toes to point 


straight ahead. Patented, non-wearing 
pegs on the outer border of the heel 
keep the wedge at the correct angle. 
The shoes are available in biucher boots 
and oxfords in all widths and sizes. 





Wholesaler Moves 
To New Offices 


New YorK.—The May Company, 
Inc., shoe wholesalers, has moved its 
offices from 200 Church street to 121 
Duane street, here, it was announced 
recently by Samuel M. Le Vine, presi- 
dent of the firm. 

The concern occupies a three-story 
building at the new address, in which 
are a completely modern showroom and 
ample space for stock and warehous- 
ing. In-stock service will be maintained 
for the small and large retailer and 
eight salesmen will travel across the 
country for the firm, it was said. 

A complete general line of shoes will 
be stocked, including children’s, in- 
fants’, women’s, women’s novelties, 
growing girls’ welts, rubber and ten- 
nis footwear, camp moccasins, and slip- 
pers. Stanton S. Sachs, former shoe 
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"Billco" 3 
Genuine Goodyear Welts 
Immediate Delivery 
No. 2355 Brown Smooth Elk 
Leather Upper; Ook Leather 


Sole, Leather Heel; AA 6 
to 9; 8 4 to 9%. 


sTYue 









$Q75 


2355 is only one of a complete Sport Shoe 
line; Ask for sample pairs of other styles 


| Immediate Delivery-2%,-10-Net-30-FOB Chicago : 


Casuals + Sport Shoes - Slippers 
WILLIAM COHAN 


COMPANY 





i, 





- 


JODHPUR BOOTS 





- 








AT NEW LOW PRICES!! 
Jodhpur Boots 


No. 826 Brown No. 827 Black 


$5.65 


PAIR 





© Kip Leather Uppers 
® Lined Throughout 
© Adjustable Straps 


Pe | Somples Sent on Request 











| ARNOFF SHOE CO., INC., 101 Duane S*..N_Y.C 





manufacturer and representative of 
Craddock-Terry Shoe Company and 
David Brown Shoe Company, is the 
sales manager for the concern. 

Mr. Le Vine also operates the Uncle 
Sam’s Shoe Stores, and is chairman of 
the board of directors of Hobby Foot- 
wear, Inc., women’s shoe manufac- 
turers of Passaic, New Jersey. 
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SHOE CLIPS 


Oe 


FIRST POST-WAR OFFER!! 


Immediate Delivery 
of our SHOE CLIP 
in the MODERN 
NICKEL FINISH 
Special Cash Price 
$4.50 Gross Postpaid 
Also available in 
Oxidized 


MIWA TRADING CO. 


305 Madison Ave. 
New York 17, N. Y. 


~~ ere 























Increase Dealer Ad Service 


Boston, Mass.—The Spring and 
Summer installments of the George E. 
Keith Company’s 1947 advertising plan 
books for dealers were issued recently, 
in view of the faster tempo of post- 
war merchandising. A separate adver- 
tising plan book for Keith’s women’s 
shoes, published quarterly, is a new 
feature of the firm’s dealer help, and 
will supplement the regular semi-an- 
nual newspaper service for men’s shoes, 
it was announced by Deane Alexander, 
Walk-Over advertising manager. 

The new 1947 dealer services include 
a wide selection of advertisements 
geared to seasonal shoe fashions as 
well as to standard year-round models. 
In the women’s division, the regular 
Spring and Fall ad plan books will be 
augmented by two extra issues, to 
keep the dealer abreast of current shoe 
fashions. 

Additional features of the company’s 
dealer service, it was pointed out, in- 
clude window posters, display cards, in- 
door and outdoor neon signs, radio 
scripts, publicity stories and other sell- 
ing aids. The ad books, in which many 
of these dealer aids are printed, are 
prepared by the company’s advertising 
agency, Hanly, Hicks & Montgomery, 
Inc., of New York. 





Appoint Ad Agency 


New YorK.—The Taicher Co. located 
here and in Haiti has retained Norman 
D. Waters & Associates to handle their 
advertising and publicity campaign for 
“Bamboche,” women’s sisal resort shoes 
and matching handbags. Class publica- 
tions will be used for color and black 
and white advertising. 
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Made Sales Representative 
In Virginia 

BRATTLEBORO, VT.—Thomas H. Fall- 
well, of 1709 St. Mary’s street, Raleigh, 


N. C., was recently engaged as sales 
representative in the state of Virginia 





THOMAS H. FALLWELL 


by Dunham Brothers Company, dis- 
tributors of Ball-Band footwear. 

Mr. Fallwell has been associated with 
the shoe business for many years and 
has travelled extensively in the South. 





New Officers Named 
By Goodyear 

AKRON, OHIC—Three important 
changes in the top management of The 
Goodyear Tire & Rubber Company were 
announced recently by P. W. Litchfield, 
Chairman of the Board. 

These changes included the resigna- 
tion of Cliff Slusser as vice-president in 
charge of production and as a member 
of the board of directors. He will con- 
tinue with the company as vice-presi- 
dent and general manager of the sub- 
sidiaries which operate Goodyear’s do- 
mestic textile plants and coal mines. Mr. 

lusser is succeeded on the board of di- 
rectors and as vice-president in charge 
of production by Russell DeYoung, who 
has been vice-president and general 
manager of Goodyear Aircraft Corpora- 
tion, a subsidiary. Fred W. Climer was 
elected to a new vice-presidency of the 
parent company in charge of industrial 
relations. 





Announces Incorporation 


St. Louris, Mo.—Capitalized at $70,- 
000 the Easton Boot and Shoe Co. has 
announced its incorporation with the 
following officers: Everett R. Hamilton, 
president; John J. Walsh, vice-presi- 
dent; and C. D. P. Hamilton 3rd, sec- 
retary-treasurer. 

During the war the firm operated as 
the Victory Canvas Products Co., with 
Cc. D. P. Hamilton 3rd, president of 
Hamilton Scheu and Walsh Shoe Co., 
as head. The firm now will manufacture 
slip-lasted, unbranded women’s shoes. 





Launches Promotion Contest 


New YorK—At a dinner held here 
recently at the Commodore Hotel, the 
American Girl Shoe Company presented 
their plan for a nation-wide contest to 
choose the “Typical American Girl.” 
Guests of the occasion were more than 
50 buyers and merchandise heads of 
leading stores throughout the country 
who sell American Girl Shoes. 

The contest starts on March 15 and 
ends on April 15.“American Girl Week” 
will be from March 23 to 29, chosen 
as the peak of the Easter selling period. 
A full-page, four-color advertisement 
featuring the contest and showing 
eight American Girl shoes will appear 
in This Week Magazine on Sunday, 
March 23. Names of stores selling these 
shoes and participating in the contest 
will appear in this advertisement in 
this magazine section which runs in 24 
newspapers across the country. Dealer 
newspaper mats will also be provided 
for stores to run in full, half and quar- 
ter page sizes at the time that the 
four-color advertisement appears in 
This Week. 

Winners in the individual store con- 
tests may be awarded prizes by the 
store and the three top winners in 
each store will become candidates for 
the national contest. The grand na- 
tional prize will be a seven-year con- 
tract with the Harry Conover Agency 
for modeling, television and screen. 
The final winner will be announced 
in Life Magazine next Fall. 

Oscar Bresnick, of Bresnick & Solo- 
mont, Boston advertising agency, pre- 
sented the plan; and Oliver J. Sullivan, 
general manager of American Girl 
Shoe Co., presided. 


Opens New Plant 


CoLtumBus, O. — Joyce California, 
Inc., manufacturers of women’s casual 
shoes, took the entire personnel of its 
Columbus, Ohio, plant to Xenia, Ohio, 
February 20, for the opening of its new 
plant in that city. It will be operated 
as a branch of the Columbus plan: 
under the name of Joyce-Xenia, Inc. 

Establishment of the branch at 
Xenia is the latest move in the com- 
pany’s expansion program. The plant 
will employ between 130 and 150 per- 
sons. It was established to provide 
faster deliveries and better service to 
dealers in the midwest. 

The plant is located in a former 
cigar factory that has been equipped 
with new shoe manufacturing ma- 
chinery and its interior modernized to 
include, among other things, a “snack 
bar” for employees. 

Frank N. Baker, vice-president and 
general manager of the Columbus 
plant, will be in charge of operations 
at both plants. Gordon Forrester has 
been transferred from company head- 
quarters at Pasadena, Cal., to serve 
as superintendent at Xenia. 
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CHILDREN'S SHOES 
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LAMET LEADS the way 


FOR GREATER PROFITS - SALES! 





CHILDREN’S SMOOTH WHITE 


ELK BOOT 


Available For 
Immediate 
Shipment! 






Fiexible leather sole. Spring heel. Also 
ovocilable in Brown Elk. Sizes 5/2 to 8. 


stock $2.00 
No. D501 PR. 
Net 10 Doys, F.0.8., Chicago 


IRVING LAMET SHOE CO. 


Chicago 6, Ill 


329 W. Monroe St 


To Represent Company 
To Leather Industry 


BounpD Brook, N. J.—John W. Pfeif- 
fer has been appointed as a company 
sales representative of Calco Chemical 
Division, American Cyanamid Co., to 
the leather industry in the Metropolitan 
and Philadelphia territories. 

Mr. Pfeiffer brings to his new duties 
a background of experience in all 
phases of leather manufacture and 
dyeing procedure. For eight genera- 
tions his family has been engaged in 
leather manufacturing. The firm, 
Pfeiffer Brothers, was first established 
in Warsaw, Poland, in 1727, and at the 
beginning of World War II was the 
largest leather firm in Poland. 

After the outbreak of World War II 
in Europe, Mr. Pfeiffer joined the Calco 
Sales Application Laboratories, at 
Bound Brook. Entering the armed 
forces in 1943, he attended officers’ 
training schools and later was assigned 
to the Intelligence Service as a Special 
Agent Counter Intelligence Corps in 
Europe. Returning from Europe in 
July, 1946, he rejoined the Calco Chemi- 
cal Division, American Cyanamid Com- 
pany, Bound Brook, N. J. 


March |, 1947 


Reports Near Half- 


Million Profits 
CoLumsBus, O. — Consolidated net 


profit of the H. C. Godman Co., Colum- 
bus, O., shoe manufacturers, totaled 
$446,824 for year ended Dec. 28, 1946, 
after an allowance of $288,384 for 
depreciation, federal income taxes, 
and reserve for contingencies, it was 
revealed recently. J. O. Moore, presi- 
dent, said $233,691 of the net profit 
was from operations and $213,133 from 
the sale of idle real estate and equip- 
ment. 

Mr. Moore pointed out that the firm’s 
Logan and Columbus, O., plants were 
shut down by a strike of production 
workers on Jan. 21, 1946, with opera- 
tions resumed when the strike was 
settled June 25, 1946, five months 
later. 

New addition to the plant in Logan 
was completed during the year, with 
all operations there consolidated in 
one business. At the close of 1946, the 
Logan and Columbus plants combined 
were producing about 35 per cent more 
pairs of shoes than a year earlier. 

Total current assets of the firm were 
listed at $3,309,141, with total current 
liabilities for the year ended Dec. 28 
last placed at $849,038. 





Appoints Company St. Louis 
Representative 


Boston, Mass.—Thomas Taylor & 
Son, Inc., of Hudson, Massachusetts, 
manufacturers of shoe goring, an- 
nounce the appointment of Gaywood 
Manufacturing Company, 1906 Pine 
Street, St. Louis, as their representa- 
tive in the St. Louis territory. 

The facilities and the personnel of 
the Gaywood Manufacturing Company 
are exceptionally well qualified to serve 
the shoe manufacturing trade in the 
St. Louis territory with the products 
manufactured by Thomas Taylor & 
Sons, Inc., it was said. 





Sponsors Television Program 


St. Louis—The Trimfoot Shoe Co., 
of Farmington, Mo., manufacturers of 
baby and pre-school shoes, was the 
first commercial sponsor of a television 
program broadcast over KSD-TV, the 
new television station in St. Louis, 
which formally opened its regular 
broadcast schedule recently. 

The Trimfoot program was one of 
27 commercially sponsored telecasts to 
be presented during the St. Louis Edi- 
son Week. Telecasts attracted hundreds 
of observers in downtown St. Louis 
both inside and outside of stores where 
receivers had been set up as a special 
feature of Edison Week, coinciding 
with the beginning of operations of 
St. Louis’ first television station. 

The program also was viewed by 
more than 30 St. Louis shoe dealers 
who handle the Trimfoot line of chil- 
dren’s shoes and Trimfoot appliances. 
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WOMEN'S CASUALS 
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LAMET LEADS the wey 


FOR GREATER PROFITS - SALES! 










Available For 
Immediate 
Shipment! 






WOMEN’S MULTI-COLORED 


CORDAY PUMP 


California Process. Leather sole. Also 
avoilable with strap. Sizes 4 to 9 


reR $2.00 


PAIR 
Net 10 Days, F.0.8., Chicoge 


B IRVING LAMET SHOE 


C0 


mm 329°W. Monroe Ch ac é 


Bids on Footwear 
Asked by Army 

Boston, Mass.—Invitations for bids 
have been issued by the Boston Quar- 
termaster Depot for 6,672 pairs of low 
quarter, tan shoes in supplemental or 
unusual sizes, and 1,092 pairs of com- 
bat service boots with composition 
soles, also in supplemental or unusual 
sizes. 

The closing time for return of bids 
on the low quarter shoes has been set 
as 10.00 A.M. on March 3. For the 
combat boots, the closing time is 10.00 
A.M. on March 4. 


Wholesaler Stays in 


Old Location 

Sr. Louris, Mo.—The Missouri Shoe 
Co., wholesalers of men’s, women’s and 
children’s shoes, have announced they 
will not move into their new building 
at 1810-16 Washington Ave., con- 
structed just four blocks west of their 
present location at 1424 Washington 
Ave., since renewal of their lease at the 
present location. Built at an estimated 
cost of $100,000, the building will be 
divided up into four store units. 
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SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 








THE MAKERS OF BOBBY SOKS PLAY SHOES 
ARE ACCEPTING APPLICATIONS FOR SALES- 
MEN FOR THE WEST COAST—MIDDLE WEST 
AND SOUTH WEST. KINDLY MENTION 
EXPERIENCE AND ALL PARTICULARS. 


LEATHERBURY SHOE COMPANY 


63-67 INDIA STREET 


BOSTON, MASSACHUSETTS 











HERE IS A LIVE OPPORTUNITY FORA 
LIVE SALESMAN 


Nationally Advertised Line of Cathy Originals 
interested in salesmen to carry line exclusively 
in several territories. 
Address: Box #652 care of BOOT AND SHOE RECORDER 


Give full information. 


REPRESENTATIVE 
FOR NEW JERSEY 


Nationally known Midwest- 
ern Manufacturer of Chil- 
dren’s, Misses’ and Growing 
Girls’ Shoes has opening for 
a Salesman in the State of 
New Jersey. Business solidly 
established over a period of 
many years with New Jer- 
sey’s outstanding merchants. 


All inquiries will be kept strict- 
ly confidential. Please give full 





10 High Street, Boston 10, Mass. 


SALESMEN WANTED: CHILDREN’S 
STITCHDOWN SHOES AND FULL | 

LINE SLIPPERS AND CASUALS. 5% 

Commission. References. ROMVIC CO., 186 





information regarding yourself 
in first letter. 





SALESMEN WANTED 
ADDRESS 562, CARE 





William 


100 EAST 42ND STREET, NEW YORK I7, N. Y. 


Street, New York City. 


TWO TOP-FLIGHT 
SHOE REPRESENTATIVES 


nationally advertised 





for new, 


brand of women’s quality-fashion 
footwear made by one of Amer- 
ica’s largest and best-known man- 
ufacturers. 


WEST AND MIDWEST TERRITORIES 
State in handwriting your full 
experience, present connection, 
age, family status, references, 
present residence. Please include 
recent photo if possible. 

This is an opportunity seldom 

offered in the shoe industry. 


ADDRESS BOX 610, CARE 
BOOT AND SHOE RECORDER 





To sell Manufacturer's Line of Growing Girls’ 
Sport Welts direct to Chain Stores and Re- 
tail Accounts, on commission basis. State 
| territory you cover and references. 


| Address Box 568, care BOOT & SHOE RECORDER 
| 10 High Street, Besten 10, Mass. 








BOOT & SHOE RECORDER 
100 EAST 42nd STREET 
NEW YORK, N. Y. 











| SALESMEN WANTED 


To Carry Well Styled, Medium Priced 
Line of Casual Playshoes and Slip- 
pers. Territories open West of Mis- 
sissippi, including Texas. Can be car- 
ried as companion line. Name terri- 
| | tory you cover, age, and present line 
now selling. Information held strictly 
confidential. 


FRANK H. PFEIFFER CO., Inc. 


| | 77 Beacon Street, Worcester 8, Mass. 

















SALESMEN WANTED 


NEW ENGLAND MANUFAC- 
TURER of Women's Kid Leather 
Arch Shoes is interested in capo- 
ble salesmen, carry as side line or 
exclusively. Replies held in strict 
confidence. Write full particulars. 


Address 642, care BOOT & SHOE RECORDER 
10 High Street, Boston 10, Mans. 











The rate for undisplayed classified advertising is 10 cents a word under any of our classified headi 

for each insertion. When a box number is desired, addressed to any of our offices, 12 words must be CSaed ~ this and 
at the word rate. if advertiser’s own name and address is used, count each word (street number is one word) at 
Classified advertising is — in advance. Send check or money order with your copy. No accounts are opened for 





advertising ep 


fer h 
The rate for ali dieplayes % or boxed in classified advertisements is £7.00 an inch with a maximum of 46 words per inch. 
Advertisements for this page must be in our New York Office 10 days preceding publication date 


CLASSIFIED ADVERTISING RATES 


dvertisers on contract. 





is $1.80 
charged 
word rate. 
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SALESMAN WANTED 








An Opportunity 
To cash in on the popular- 
ity of “LITTLE JUDITH" 
Shoes. We need representa- 

tion in the following states: 


Illinois North Dakota 
Indiana South Dakota 
Wisconsin Texas 

lowa Oklahoma 


Can be carried as a side- 
line. 


Write or wire for further 
information. 


PROMENADE SHOE 
CORPORATION 


118 West Broadway New York City 








EXPERIENCED SALESMEN 


Wanted to carry Women’s Novelty 
Line, including Play Shoes and Sport 
Oxfords. Choice territories open. 


Address 614, care BOOT & SHOE RECORDER 
208 Se. State Street, Chicage 4, Iilinois 


SALESMAN WANTED 


SALESMAN WANTED 











NEW YORK'S LEADING 


‘IN STOCK’ HOUSE 


Featuring nationally advertised line of 
children's shoes; Infant's and Growing 
Girl's Sport Shoes. Also, long line Wo- 
men's Novelty Shoes, have following ter- 
ritories open: 


ALABAMA 
LOUISIANA 
TEXAS lOWA 
also 

St. Louis & Cincinnati areas 


OKLAHOMA 
MISSOURI 
KANSAS 


Must be thoroughly experienced, well- 


established live wire. Write fully. 


MIDLAND SHOE CORP. 
157 Duane St. New York 13, N. Y. 








WANTED 


THREE SHOE SALESMEN 


with following on better grade, 
high - style shoes, representing 
manufacturer. Shoes to retail for 
$10. and $12. Territory open: 
The West, Mid-West, and East. 
Commission basis. Write to 


DAINTY MAID SHOE CO., INC. 


143 Essex Street, Haverhill, Mass. 





SALESMEN 


CHILDREN’S SLIPPERS 


By a leading Children’s Better Grade 
Slipper Manufacturer — only those 
with proven sales record and follow- 
ing in the Juvenile or Slipper field, 
and giving full particulars in first 
letter. line now carried, etc.. will be 
considered. No objection to non-con- 


flicting lines. Following territories 
available: 
Idaho No. Dakota 
Montana So. Dakota 
Wyoming Minnesota 
Colorado lowa 
Nevada Nebraska 
Utah Kansas (part) 
Arizona Missouri 
New Mexico West Virginia 
Texas No. Carolina 
Kentucky So. Carolina 
Alabama Georgia 
Mississippi Florida 


All replies confidential. 


NATIONAL SLIPPER 


CORPORATION 
146 W. 26th Street, New York 1, N. Y. 








SALESMEN 
ALL TERRITORIES 
Salesmen to sell a line of Women’s 
Elk Moccasins direct from factory to 


retail trade. 
Address G37, care BOOT & SHOE RECORDER 
10 High Street, Boston 10, Mass. 














SALESMEN WANTED 


The NU-WAY SHOE COMPANY, INC., 
long established Wholesclers of Wo- 
men's Arch Shoes, has the following ter- 
ritories open for interested salesmen: 
California, Oregon, and Washington; 
Texas, New Mexico and Oklchoma. In 
addition to our Arch Shoes, we carry a 
full line of Sports, Spectators, Novelties, 
end Casual Footwear. Must be expe- 
rienced and familiar with territory. Com- 
mission basis. Address: 


NU-WAY SHOE COMPANY, INC. 


142 Duane Street, New York 13, N. Y. 








MEN'S DRESS SHOES 


Sclesmen wanted on @ commission basis to 
carry line of popular price Men's Goodyecr 
Welt Dress Shoes for immedicte delivery. 
Stetes open: NORTH AND SOUTH CARO- 
LINA, FLORIDA, MISSOURI, ILLINOIS AND 

EORGIA, NORTH AND SOUTH DAKOTA, 
NEVADA AND UTAH, COLORADO, wYO- 
MING AND KANSAS AND WISCONSIN, 
ARKANSAS, AND SOUTH TEXAS. See our 
full-color page ad in this and every monthly 
issue of Boot and Shoe Recorder. Sampie 
cases and forms supplied by the house. State 
ege, experience, and references. Address: 


ACME SHOE COMPANY, INC. 
168 Lincoln Street, Boston 11, Mass. 











ALESMEN WANTED for Ohio and —?_~ 
S also for Florida, Georgia and Alabama. 

carry nationally advertised line of top ae 
Juvenile and Growing girls welts, Ortho 
pedic and regular styles. Address Box 2521, 
care of Boot and Shoe Recorder, 209 So. State 





SALESMEN: REPRESENT WELL KNOWN 
MANUFACTURER of Felt Slippers for 
California, Lllinois and entire South, for vol- 
ume trade only. Address #612, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y. 





ATTENTION: RESIDENT SALESMEN — 
Here is a to earn some extra money 
by carrying our short line of Sport Oxfords as 
a sideline. Im Stock for immediate delivery; 
Priced right for volume business. All territories 
open. Address: Box #615, care of Boot and 
Shoe Recorder, 10 High Street, Boston 10, 





ALESMAN: Da gay LINE _OF Mass. 


STITCHDOWNS; Factory direct; P 
cases only; strictly commission basis; territory SALESMAN | TO CARRY IN-STOCK LINE 
open: Kentucky, Tennessee, Virginia, West of Infants’, Children’s, Misses’, Growing 
Virginia, North Carolina, South Carolina. Seek- Girls’ Shoes, Slippers and Camp Moccasins cov- 
ing man experienced in this territory, to sell ering Maine, New Hampshire, Vermont and 
volume operators, Jobers, Chain Stores, large Upper New York State. Give references, ex- 








SALESMEN WANTED 


retailers. Write giving age, experience, terri- : , 
Wholesale Distributor of Sport pean ig EK EK TL «| perience and territory travelled. Interesting 
Shoes, Casuals and Slippers wants dress #576, ‘care Boot & Shoe Recorder, 100 | Proposition for the right man. Addesss 2618, 
for East Coast and Middle West East 42nd Street, New York 17, N. Y. Street, New York 17, N. Y. 





experienced salesmen. Position 





conjuncti with ALESMEN: Western Pennsylvania and West 
can be handled in conjunction GHOE SALESMAN WANTED in the follow. SVincinis; North and South Carclina; Obie, 
other St line. Straight Sent fertiorien: | New England. North and | Indiana and Michigan. In Stock Men's sed 
commission rite Ppi, i Boys’ fast styled Shoes and Slippers. 
i. Wi full de- ~~ yp byt yg ~ Boys’ and Growing be carried as side line, with 
ta Gite A Boys’ and > BR am Girls’ — Pang Commission rm $300" Monthly settlements. we 
Line is priced right. State ence 300. to $400. monthly. 
Address 049, care BOOT & SHOE RECORDER at of accounts you are now —, Address giving, fall pa rr Address #623. care 


100 East 42nd Street, New York 17, N. Y t Show Recorder 100 East 42nd Street, 


New York 17, N. 


#611, care Boot & Shoe Recorder, 
Street, Boston 10, Mass. 


10 High 
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SALESMEN WANTED 


HELP WANTED 





OSLAHOMA AND TEXAS REPRESENTA- 
I1VE to sell side line on commission basis, 
all types of Slippers. Midwestern Jobber. Ad- 
iress: Box #619, care of Boot and Shoe Re 
corder, 1221 Locust Street, St. Louis, Mo. 





SALESMEN WANTED by Children’s Stitch- 

down Manufacturer for the following terri- 
tories: Midwest, Northwest, Texas, Arizona, 
New Mexico. Address #621, care Boot & Shoe 
oo 100 East 42nd Street, New York 17, 
BR. ¥. 





PENINGS IN NORTH AND SOUTH 

CAROLINA, Georgia, Florida, Oregon, 
Wasbington and California for our Soft Soles, 
First Steps Infants’ and Children’s Line. Give 
references and approximate number of accounts 
you call yours. CHESTER A. YARD CO., 
1602 Locust Street, St. Louis 3, Mo. 





Fast GROWING WHOLESALE FIRM 

wants salesmen in the following States: Ari- 
zona, New Mexico, Utah, Colorado, Minnesota, 
North Dakota, South Dakota, Iowa, Nebraska, 
Kansas, Missouri, Oklahoma, Wisconsin, [Illi- 
nois, Indiana, Ohio, Pennsylvania, New York 
State, North Carolina, South Carolina, Tennes- 
see, Georgia, Florida, to sell a complete line of 
Men’s, Women’s and Children’s Footwear on 
5% commission. Address: Box #624, care of 
—— Shoe Recorder, 10 High Street, Boston 
10, ass. 





EADING WHOLESALE DISTRIBUTOR 

complete line Women’s Corrective Footwear, 
Welt Oxfords, Sports and Novelties, seeks sales 
representatives to cover following territories: 
Alabama and Mississippi; New Orleans and 
Louisiana and Arkansas; Jacksonville and 
Northern Florida; Indiana and Illinois. Prefer 
experienced men with following. Commission 
basis. Applications confidential. Give full de- 
tails first letter. Good opportunity. Address 
#626, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y. 





SALESMEN FOR HIGH GRADE LADIES’ 

AND MEN’S Slippers—‘Feeleez and Pipe- 
Tones—Department and retail stores; all terri- 
tories open. Address #630, care Boot & Shoe 
a 100 East 42nd Street, New York 17, 





SALESMAN FOR BALTIMORE, WASH- 
INGTON, VIRGINIA AND EASTERN 

SHORE to carry strong line of Women’s and 

Children’s Novelties and Sports, established ter- 

ritory; commission basis. Fine opportunity for 

_ man. SAMUELS & LONDON, 12 North 
th Street, Philadelphia, Pa. 





SALESMEN, WHOLESALER’S LINE of 

Men’s, Boys’, and Children’s Shoes. Can be 
carried with non-conflicting Line. Address 
#633, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y. 





SALESMEN WANTED TO CARRY A 

WELL-BALANCED LINE of Sandals, 
Casuals, Playshoes and Slippers for a live-wire 
Jobbing organization. One for Texas, one for 
California, and one for Illinois, Ohio and Indi- 
ana. All applications will be treated confiden- 
tially. Address $638, care Boot & Shoe Re 
-~—e 100 East 42nd Street, New York 17. 





WE HAVE OPENINGS FOR SEVERAL 

HIGH CALIBER SALESMEN to handle 
our Line of Welts, Moccasins and Rubber Foot- 
wear. Prefer men who travel by car and live 
n their respective territories. Advise present 
lines now being carried and territory rou desire. 
Write: M. J. MILLER SHOE COMPANY, 
Westfield, N. J. 








S ALESMEN WANTED BY ESTABLISHED 

FI to carry Side Line of Men's, Wo 
men’s, and Children’s fast moving Sandals, Slip- 
pers, Playshoes, and Casuals. All territories; 
3% commission paid weekly on initial and re- 
orders. Good men will find us more than coop- 
erative. Write full particulars. Address #501 
care Boot & Shoe —— 100 East 42nd 
Street. New York 17, N. Y. 
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ALESMEN, RUBBER FOOTWEAR, Side 

line or full time, Nationally known line, Wis- 
consin, Indiana, Illinois and Missouri. Address 
Box 7643, care of Boot and Shoe Recorder, 
209 South State Street, Chicago, Ill. 





ALESMAN, RUBBER FOOTWEAR, West- 

ern New York territory; substantial estab- 
lished volume; salary, bonus and expenses. 

Knowledge of Rubber Footwear not essential, 
but must know shoe business and be acquainted 
with best trade. Will consider high grade men 
only. Give us complete information about your- 
self and inclose recent photo. Address #645, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 








COMPLETE LINE ROMEOS, LOAFERS, 

Work Shoes, Camp Moccasins, Welt Bare- 
foot Sandals, Playshoes, Territory—Pittsburgh, 
Virginia, Maryland, Upstate New York. 
BANNER SHOE COMPANY, 46 North 
Fourth St., Philadelphia, Pa. 





ALESMEN, OUTSTANDING LINE of 
Children’s Shoes and complete Line of House 
Slippers. Good commission. Address +635, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 





SIDE LINE SALESMAN WTD. 





SIDELINE SALESMEN WANTED by long 
established Wholesaler of Men’s popular 
priced dress and work Shoes; in stock proposi- 
tion, selling to retail trade. Address $595, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 





S!DELINE MEN WANTED FOR STRONG 
LINE of Women’s Novelties and Casuals. 
Must be producers. All territories. Address 
2634, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y. 





SIDELINE SALESMEN WANTED: OLD 
ESTABLISHED WHOLESALE SHOE 
FIRM handling complete line of Men’s, Boys’, 
Women’s and Children’s Staples; Rubber Goods 
and Tennis Footwear. Most territories open. 
Write giving experience and references, and 
state what territory desired. Address: A. 
GRALNICK SHOE COMPANY, 1315 WASH- 
INGTON AVENUE, ST. LOUIS, MO 





IDELINE SALESMEN WANTED By Chi- 

cago Wholesaler of House Slippers, Play 
Shoes, and Camp Moccasins. ll territories 
open. David Zeid Footwear Company. 19 South 
Wells Street, Chicago 6, IM. 





S‘TINE of. WANTED TO HANDLE SIDE- 
t of Quality Calf, Lizard, and Snake 

bags for high grade Women’s Shoe Stores. 
— y td. territories covered, lines pres 
ently bandling. Address: Box #600, care of 
Boot and Shoe Recorder, 209 So. State Street, 
Chicago 4, Iil. 





HELP WANTED 





XPERIENCED, AGGRESSIVE SALES- 

MAN AND SALES MANAGER, living in 
New York City, or the Metropolitan area, 
wanted for full time in medium sized factory 
making Women’s California process Slippers 
and Casuals. We anticipate going into Cemented 
Process in the near future. Give full confi- 
dential particulars in first letter. Address 2628, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 





MA* AGER—For a high and medium grade 

Women’s and Children’s Shoe Department. 
This Department does a large volume of busi- 
ness; situated near Philadelphia. Good income 
and future for an experienced, capable man. 
State full particulars as to background, etc. 
Address =629. care Boot & Shoe — 100 


East 42nd Street. New York 17, N. 


WANTED: FAST GROWING SHOE RE- 
TAILER NEEDS SALESMAN—experi- 
enced in high grade lines; Excellent proposition. 
State qualifications. Box 33, Florence, Ala. 





SHOE FITTER, EXPERIENCED IN COR- 
RECTIVE FOOTWEAR AND ARCH 
SUPPORTS, all around man for position of 
responsibility; good salary; advancement steady. 
ROBERT H. WUENSCH CO., 33 Halsted 
Street, East N. J. 


Stock MAN AND SALESMAN, Popular 





Priced Family Shoe Store. Good Oppor- 
tunity. Address #648, care Boot & Shoe 
New York 17. 


Recorder, 100 East 42nd Street, 
i oe 





LINE WANTED 








MANUFACTURERS 

West Coast Shoe Travelers Associates have capable 
salesmen in their organization te represent your 
compeny. All territories Denver West. If you have 
openings Ia abeve territories communicate at once 
with eur Association, WEST COAST SHOE 
TRAVELERS ASSOCIATES, ROOM 320. HAAS 
BLDG., 219 WEST SEVENTH STREET, LOS 
ANGELES 14, CALIF. 








SALESMAN with PERSONALITY 


WELL liked, VERY 
successful, LARGE following, ALL 
leading retail — department and 
Chain Stores WANTS for the 
SOUTH only HONEST factory of 
INFANTS’ AND CHILDREN'S 
SHOES. 


Address 641, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 











FLORIDA ESTABLISHED WALK-OVER 

STORE for over 25 years; best post-war set 
up; 250,000 trading territory; all year around 
business, wishes 


of Nationally known 

from $8.95 up. Address #584, care Boot & 
Recorder, 100 East 42nd Street, New 

York 17, N. Y. 


Goop LINE INFANTS’ PREWELTS desired 
by new, well rated Philadelphia Jobber, with 
wide distribution in leading retailers. Broad 
advertising c i Ss and 
dealers. Address ” $527, care Boot & " Shoe 
Recorder, 100 East 42nd Street, New York 17, 
. v. 


EXPERIENCED VOLUME TRADE SALES- 
MAN would like to make new onnection. 
Address Box #636, care of Boot and Shoe 
Recorder, 10 High Street, Boston 10, Mass. 


West COAST REPRESENTATION OF- 

FERED—Thoroughly experienced shoe man, 
well known to trade, with offices and show 
rooms available, invites correspondence from 
shoe manufacturers seeking able WEST COAST 
representation. Personal and banking references 
upon request. SAM BORK, 124 West 4th 
Street, Los Angeles 13, California, Suite 455- 
46-57. 

















SALESMAN—A REAL ASSET TO THE 
RIGHT ORGANIZATION, 14 years calling 
on A-1 Accounts from New York to Texas, 
with large following among Chains, Mail Order 
House and Jobbers. Interested in connecting 
with reputable manufacturer of Prewelts, 
Compos or Stitchdowns. Address +644, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 
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POSITION WANTED 


FOR SALE 


FOR SALE 








_ POSITION WANTED 


References. For details 
Address 646, care BOOT & SHOE RECORDER 








100 East 42nd Street, New York 17, N. Y. 





MANAGER, RETAIL STORE. very good 

experience; expert Window Trimmer; 
thorough shoeman; 19 years’ experience; Age 
36; Married. Address #640, care Boot & Shoe 
Recorder, 100 East 42nd Street, New York 
= = 





POSITION WANTED 


FORMER CHAIN STORE MANAGER FOR WELL 
KNOWN FIRM. erate tN ——— 
ORGANIZATION AND OPERATION, ALSO E 
PERIENCED IN MANUFACTURING AND Ex. 
PORT, SEEKS POSITION IN SHOE TRADE, 
NEW YORK AREA PREFERRED. 


Address 653, care BOOT & SHOE os 
100 East 42nd Street, New York 17, WN. 














FOR SALE 


ARMY SHOES 


immediate shipment Men's Army Shoes. Re- 
bullt. Top quality. Continuous supply. 
SCHULTZ SHOE CO. 
908 N. 10th Street, St. Louis, Me. 

















W HOLESALE SHOE BUSINESS FOR 

SALE: Well established Jobbing Business 
serving the Mid-Western States; Popular price 
Line of Shoes for the Family. Good Rubber 
and Tennis Franchise. A proven money maker; 
must sell on account of health and other out- 
side interests. Priced right for quick sale. Ad- 
dress #578, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 


FOR SALE 


Ledies Shoe Store, in ne Good 
neighborhood shopping cente 

tion; established 10 years; long , e— Modern 
fixtures and equipment; about $12,000 fresh 
inventory; priced right for early sole. 


Address 647, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 











oe FACTORY 
Hampshire, small 


617, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 











FAMILY SHOE STORE—BROOKLYN, es 
tablished 17 years; clean stock of popular priced 
shoes; no lease, but can stay as long as rent 


42nd "Street, New York 17, N. Y. 





FAMILY SHOE STORE FOR SALE in New 
Mexico town fourteen thousand 


East 42nd Street, New York 17, N. Y. _ 





FAMILY SHOE STORE, BROOKLYN, 

RENT $70.00; lease two years to £0. wil 
sell for $2,000 over inventory, which is $3,500. 
Address #632, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 
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OPPORTUNITY! 


We are disposing of approximately 200 cases of recently pur- 
chased First Quality Women’s Novelty Shoes made to retail at 
$5. and $6. Shoes are being closed out at 25%. 
Factory cost and will make outstanding $4. retailers. Opportu- 
nity for making substantial commissions in a short time. 
experienced men with established trade will be considered. 
Write full particulars, giving territory covered. 
Address: Box #651 core of BOOT AND SHOE RECORDER 
10 High Street, Boston 10, Mass. 





to 30% BELOW 
Only 














FOR LEASE 











SALT LAKE CITY, UTAH 


PROGRESSIVE SPECIALTY SHOP DOING 
ONE HALF MILLION VOLUME DESIRES TO 
LEASE SHOE DEPARTMENT. PRESENT VOL- 
UME FIFTY THOUSAND CAN DO HUN- 
DRED THOUSAND. 
Address 625, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 











EXPORT SHOES 








EXPORT TO ENGLAND OR EUROPE 


Shoe Manufacturers and who ex- 
ported Ladies’ Shoes to land during 
period 1936/38 cre now allowed of 
Lodies’ Shoes. R& ve land 
Presently in New York, also i for 
other European Countries. 


Address 622, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 











WE HAVE MEN’S, WOMEN’S AND 
CHILDREN’S SHOES FOR EX- 
PORT TRADE ON FLOOR FOR 
IMMEDIATE DELIVERY. IF IN- 
TERESTED 


Contact Box 8. care BOOT & SHOE paoogece 
100 East 42nd Street, New York | 











MERCHANTS’ NEEDS 











peentien §— —yeeees 


Ratiews Promo, Beslea. Pre 
Eaterged Joints. 
Sease ‘et Shen Hides Determity. 
Ask Your Shoe Findings 
Jobber 
Est. over 40 years 
THE FISCHER MFG. CO. 
Milwaukee fi. Wis. 


i 


MERCHANTS’ NEEDS 





M ~ ot Le PRICE 
Incl 


Brush a, Cardboards. Instructions 
JENTEN, P.O. Box 252, West New Yerk, 
New Jersey. 


Own” Pea 
$1.00. 


CARDS, easily, 
nks, 





CHAIN-STORE TYPE 


SHOE MAT SERVICE 


NOW AVAILABLE 
Complete ads shipped weekly, Newest merchandise 
always featured Nominal cost. Write for details. 
LARSON ADVERTISING COMPANY 


315 No. Seventh St., St. Lowis, Missouri 








MANUFACTURERS ATTENTION! 
UNITED STATES AND CANADA 


A highly Sam, oy patented 


gardiess of heel height or whether 
heel is open or closed. Greatly im- 
proves comfort and fi qualities 
and pro strong point. 
~~ 7p trademarks also avail- 
a ° 
Address 620, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 











SIZED ORDER BOOKS 
ORDERS 100 DUPLICATES 
75e each—plus postage. 
Send for samples. 
CLYDE BENNETT 
P. O. Box 1065, Lansing 4, Mich. 











WANTED TO PURCHASE 

















SHOE FORMS REFINISHED 
We repair and refinish Shoe Forms, like new, 
at a great sa ase Sues pee 
our service. W refinish 2 pair FREE ia 
newest shades for approval. 
with complete details. 

SPRA-LAC REFINISHERS 
59 Serimg Street, Waterbury 22. Connecticut 











WANTED 
Machine for Stamping, Pinking 
and Perforations on Men's Shoes 


Adérees 613, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 























"3033 RetaiLinc IDEAS — 
New, Enlarged Edition 


SHOE RETAILERS WILL WELCOME THIS BOOK. It has, es- 
pecially for them, a long chapter of 138 ideas for Shoe Selling, 
Display and Stock-Keeping, besides hundreds more adaptable to 
shoe sales promotion—and still more, including— 


Advertising Ideas Ideas to Attract Children 
Prize, Discount and Gift Ideas Cash, Credit and Collection Ideas 
Unusual and Miscellaneous Ideas Anniversary Sale Ideas 





























peo Management and Economy Ideas Spring and Summer Ideas 
gucee™ git Merchandising Ideas Voting Contest Ideas 
seo 1 Employer-Employee Ideas Mailing List Ideas 
na Ideas That Make Stores More Attractive Dollar Day Ideas 
pet Ideas That Attracted Christmas Crowds Mother’s Day Ideas 
Ideas for Merchants Who Get Together Hosiery Ideas 
ss Radio Advertising Ideas 
aS ott SS THIS BOOK inspires quick action, helps to plan ahead. It is all 
YS SS "meat", long articles boiled down for the use of the experienced, 
- busy merchant; to keep at his elbow, for the idea he wants when 
he wants it. ''3033" offers him the biggest business return ever 
40 Chapters for the small cost. 
306 Pages Foreword by PAUL H. NYSTROM, 
$3.50 Professor of Marketing, School of Business, Columbia University 
POST PAID 
miense re- BOOT AND SHOE RECORDER 
read 100 East 42nd St., Dept. 3033 New York 17, N. Y. 








Buying, Weather Bad 
At Indiana Show 

INDIANAPOLIS, IND.—The Indiana 
“Fill-in-Show” sponsored by the Indi- 
ana Shoe Travelers Association, Inc., 
and held recently in the Hotel Severin 
here, did not come up to the expecta- 
tions of many. The weather, with tem- 
peratures hovering near zero, causing 
icy roads and transportation problems, 
was the main reason for keeping out- 
of-state retailers and state retailers at 
home. However, salesmen from practi- 
cally seventy manufacturers were on 
hand to display their merchandise, with 
approximately one hundred lines on 
exhibition. 

There was a notable reluctance on 
the part of the buyers at the show to 
place orders for more than actual 
needs, which included fill-in numbers 
and styles. They all seem to be look- 
ing for further price recessions in foot- 
wear, evidenced by the hand-to-mouth 
buying. Many sections of the state 
have been hit by the removal of war 
industries, or the closing of plants that 
served in supplying small necessities 
to the larger manufacturers, and the 
migration of labor. While business was 
fair and some orders were taken for 
future delivery, the volume was lack- 
ing. In some instances buying was al- 
most nil from retailers located in the 
sections of the state that enjoyed the 
high wages during the lush days. 
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The usual buffet luncheon was served 
on the night before the show began at 
the Severin Hotel for salesmen and 
their friends. 

According to the trends in buying, 
women are going back to closed-toe 
types with open backs; the trend away 
from the vacant front shoe for milady 
is credited mainly to women’s whims 
and not to impracticality. For men, 
two-tone sports shoes in real leather 
will be back in the spotlight in increas- 
ing numbers. Casuals are becoming 
very popular from observation and 
salesman’s views. When the question 
of prices arose, salesmen, otherwise 
talkative, closed up. There was no 
comment, other than there would be no 
decreases. The annual preview did not 
come up to expectations, according to 
the consensus. Frank Brown, H. H. 
Smeltzer and Hilary Thrall arranged 
the show. 

May 11, 12 and 13 will mark a show- 
ing of fall footwear at the Severin 
Hotel. 


Explosion Temporarily Halts 
Cobbler’s Plant Production 


Los ANGELES, CAL.—Production was 
temporarily halted at the Cobbler’s, 
Inc., shoe factory here when an explo- 
sion from a near-by electro-plating 
plant rocked the city recently. 

Stock and equipment at the shoe fac- 


tory, which is located one block from 
the scene of the disaster, was not 
greatly damaged, officials said, and 
operation will be resumed as soon as 
“necessary temporary safety measures 
are taken to secure loose window 
frames and partitions.” 





Announce Advertising 
Representatives 


San FRANcIScO, CAL.—-The Hoefer, 
Dieterich and Brown advertising 
agency has been appointed advertising 
representatives for Kushins’, Inc., man- 
ufacturers of high-grade men’s work 
and sportsmen’s shoes, it was an- 
nounced recently. 

The Kushins’ organization now in- 
cludes factories in Santa Rosa, general 
sales offices and sample rooms in San 
Francisco, and branch sales offices and 
sample rooms in Portland and Los 
Angeles. It is revealed that media 
plans call for space in trade journals, 
direct mail and radio. 





Correction 


New YorK.—Jack Segal’s shoe store 
in New Haven, Conn., specializes in 
children’s shoes and does not, as was 
stated in the February 15th issue of 
Boot AND SHOE RECORDER, carry a line 
of women’s shoes. 
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WANTED TO PURCHASE | WANTED TO PURCHASE 


FOR RENT 








1215 Weskiagtes Avesse—St. Louis, Me. 


TOP PRICES FOR YOUR SURPLUS BETTER GRADE SHOES 


Convert inte cesh—esy 
YOUR MAME PROTECTED ... 
RELIABLE SPECIALISTS IN FINE SHOES FOR 15 YEARS 


M. K. WEIL SHOE CO. 








H“’ E SPACE SUITABLE FOR WOMEN’S 
ate a STYLED SHOE DEPART- 
Established 


Warren Street, Syracuse, New York. 





SALESMEN WANTED 








MY HOBBY 
Buying, Selling Shoes for 35 years 
CASH TOP PRICES 
Discontinued stocks 
HARRY HESS 








CASH PAID FOR 
SHOE STORES 
CLOSE OUTS, JOB LOTS 
SHORT LEASES ASSUMED 


B. SABIN 
98 DUANE ST. NEW YORK 7, ¥. Y. 
Telephone WOrth 2-2515 








GET TOP VALUE 
In Selling Your 
¢ SURPLUS STOCKS or 
¢ COMPLETE STORE 
CAMITTA SHOE CO. 


128 No. 4th St. Phila. 6, Pa. 
Phone—LOMbard 2062 





WILL BUY CLOSE OUTS AND 
COMPLETE STOCKS 
of Shoes for Men, W 
dubs ates 


FOR CASH 


BROITMAN-GAFFIN SHOES, INC. 
147 Duane Street, New York 7, N. Y. 
Telephone: WOrth 2-4548 

















SELL US YOUR OVERSTOCK OF BETTER QUALITY SHOES 
QUICK ACTION — FAIR PRICES 
Wire - ‘phone or write immediately 


FINE FOOTWEAR 
OVER A QUARTER CENTURY 


MOSINGER BROS. 1235 WASHINGTON AVE. ST. LOUIS, MO. 











WE BUY 
SURPLUS AND COMPLETE ST@CKS 
OF BETTER GRADE SHOES 
FOR CASH 


SHORT LEASES ASSUMED 


YOUR NAME AND BRAND 
PROTECTED 


IRVIN RUBIN, INC. 
“The House of Jobe’ 
89 READE STREET 
New York City 
Phone BARCLAY 17-7887 














BARIS BUYS 


Quality Shoes for Men, 
Women and Children 
FOR CASH 
BARIS SHOE CO.., Inc. 

WOrth 2-5180-/ 
79-81 Reade St.. New York 7, N. Y. 


SELL YOUR JOB LOTS 


SAM CAMITTA & SONS 
95 Reade St., New York 13, N. Y. 
FOREMOST SHOE BUYERS SINCE 1906 

COrtiradt 7-€378-9 














S ALESMEN WANTED to carry a side line 
of Men's and Boys’ good grade of dress 
shoes; also a complete line of Moccasins and 


open: New York, New Jersey, Genseptranta, 


East 42nd St., New York 17, N. Y. 





MERCHANTS’ NEEDS 





Wik AND Del ds 


cs youl 


NEWSPAPER ADVERTISING 





—If you edvertise in newspapers 
write today for free samples of 


1. Sterling Shoe Mat Service 


hve Service 


VINCENT EDWARDS & CO. 


World's lorgest odvertising service 
organization 


342 Madison Avenue, New York City 

















Take New Offices 
In St. Louis 


St. Louis, Mo.—Trimfoot Company, 
of Farmington, Mo., has opened a suite 
of service offices at 202 Shell Building, 
here. The new office will be used as a 
showroom and a base of operations 
for Trimfoot representatives passing 
through the St. Louis area. 

The new office, which will be super- 
vised by Mrs. Genevieve L. Ewing, was 
formally opened at a cocktail party re- 
cently. 

Until recently in charge of the St. 
Louis showroom of the company, R. E. 
Von Dissen has taken over the sales 
territory of the Dakotas, Nebraska, 
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Minnesota and Iowa. These areas are 
a part of teritory formerly handled by 
Bill Richter, who has retained larger 
centers in those three states and has 
added an additional territory East of 
Chicago. 

Mr. Von Dissen formerly represented 
the Trimfoot Co. in the Chicago ter- 
ritory before opening the St. Louis 
showroom late last year. 


New Wholesaler 
In Chicago Market 


Cuicaco, I1u.—The formation of a 
new Chicago wholesale firm was an- 
nounced here recently by Chester Ep- 
stein and Morris Shocket, co-organizers. 





The new firm will be known as the 
Chetmor Shoe Co. and will market a 
line of women’s sports and novelties. 

Mr. Morris was formerly connected 
with the Fashion Shoe Co., of Cleveland. 
Mr. Shocket has been associated with 
the Star Shoe Co., of Boston. 


To Expand Plant 


BERLIN, N. H.— The Granite State 
Rubber Co., a local branch of the Con- 
verse Rubber Co., outlined plans for 
expansion of the Berlin plant in a re- 
cent address at the annual banquet of 
the Berlin Chamber of Commerce, 
which was instrumental in bringing the 
new industry here within the past year. 
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Consistent national advertising — seasonally 


in TIME, NEWSWEEK, HOLIDAY 
— round the year in ESQUIRE. 


Allen Edmonds’ unique STOCK 
PLAN. . . cuts inventory, multiglies 


turn-over, pyramids profits. 


The only shoe with U-Turn flexibility. 


The only shoe with Nailess 


Osteo-path-ik construction. 





Dealer helps —Cooperative advertisi ng 


mat service, display materials, booklets, etc 


Glen bdmonds 


THE SHOE OF TOMORROW 





ALLEN EDMONDS + BELGIUM, WISCONSIN 
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Keep Smart With KIWI 
“Say, where did you get hep to KIWI, Mom?” 


“From your dad. He got the KIWI habit overseas in 
the last war. And we've been getting it from the shoe 
store ever since.” 


“] think it's tops. It's full of rich oils and waxes that 
penetrate right into the pores of the leather and keep 
it soft and supple. Covers up those little nicks and 
scratches, too.” 


“Well, son, I'm glad you realize that smartness starts 
with a KIWI shine.” 


KIWI DARK TAN 


LIGHT TAN - MAHOGANY - OX BLOOD 
T.1e ORIGINAL English STAIN shoe polishes 


Also KIWI BLACK + Brown - Tan Transparent (Neutral) 
Non-stain shoe polishes Sole U. S$. Distributor 
“a LYONS & CO. 
120 Duane Screet 
New York 7, N.Y 
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uality makes value. 
Etonic is quality — perfect finish . . . 
timely styling . . . skilfully selected 
leathers . . . and fashion-moulded 
Lasts that insure smooth fit 

at arch, instep and ankle. 


Etonic Clyde Last 
Finest Fit in Footwear 


Etonic National Advertising ** eee ssss> 
is Style News Throughout The Year 
In Esquire—The Magazine of Men’s Fashions 

In Pic—The Magazine for Young Men 

In Newsweek — The Magazine of News Significance 
And in The Nation's leading Newspapers Coast to Coast 
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MADE AT BROCKTON, MASSACHUSETTS BY CHARLES A. EATON - FINE BOOTMAKERS SINCE 1876 
174 


Boot and Shoe Recorder 
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COLONIAL TANNING COMPANY 


Besteon Il. Massachusetts 





WE cory # Rough Exverior 
Covers A 
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No real boy enjoys the reputation of being a "good" boy. He much 
prefers being known to the world at large as a rough-and-ready guy, and trusts his parents to recog- 
nize his better points. 


Lively, hard-playing kids are tough on shoes, as parents and retailers know only too well. Budget- 
conscious mother and dad turn to Gerberich-Payne and Gerberich Official Boy Scout Shoes for pro- 
tection against the "high cost of keeping Jimmy shod,"" because they know that they are the sturdy, 
honest, well made shoes that do the job most effectively. 


! @ 
Gerbericle MOUNT JOY, PENNSYLVANIA 


Offices: New York, Marbridge Building, Room 405 * Los Angeles, 


= & ex Fee baae & 219 West 7th St.. Haas Building, Room 919 . Phila., Lafayette 
& Building, Room 1025 








